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@ beauty through simplicity @ flexible light volume 


@ lower installation cost @ lower maintenance cost 


Here is a long, symmetrical fixture that “cooperates” enthusiastically 

with architects and contractors who want to achieve the present- 

ultimate in lighting beauty and economy. Recessed lighting in 
LEADER Troffer DIRECLITE 


This incandescent spotlight may be extra-long fixtures with a shielding-choice of louvers, baffles, glass 
ft ts i on- 

used between TroWer units tn enclosures and various special type lenses. Extra length means 

tinvous runs or at ends of run, or as ‘ 

individual units. Unique ball and fewer lamps . . . reduced maintenance cost. Ask us for full details! 

ring assembly provides vertical light! 

adjustment of 45° and horizontal SPECIFICATIONS: The LEADER SLIMLINE-TROFFER is wired for 1. 2 or 3 slimline tubes, in 42” to 96” 

adjustment of 360 for flexible high 


length Housing and channel of 18 gauge steel. Exterior and end cap finished in nich silver-gray enamel. with 
lighting Also fur 


high-reflecting white chip-proof baked enamel interior Extra-sturdy one-piece construction. Instant-start 100, 


nished as incandes 200, 300 or 425 milliampere operation 


cent unit with flat 


diffusing glass or Sold and installed only by the better electrical wholesalers and contractors 
(Holophane Con 


LEADER ELECTRIC COMPANY - 3500 N. KEDZIE AVENUE - CHICAGO 18, ILLINOIS 
Leader Electric — Western . 800 One Hundredth Avenue Oakland 3, Cal. 
Campbell-Leader, itd. Brantford, Ontario Canada 

VISIT WITH US AT THE N.A.E.D. ATLANTIC CITY CONVENTION — BOOTH NO. 79 
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WHOLESALERS—One delay that doesn't pay is delay 
in stocking up with the complete line of ECONOMY 


It PAYS Renewable Fuses and Renewal Links—be- 


cause a steadily increasing demand is being created 
La! 7 for them by ads like this. 
have De-Lays 


cy 


Safety Press Device, courtesy Benjamin Electric Mfg Co 


“De-Lays” that prevent 
production tie-ups 


\ Unnecessary fuse ''blows'’ caused by momentary cur- 
rent overloads, can cause delays to high-production ma- 

chines like the Power Press illustrated—delays which are 

bs frequently passed all the way down the production line. 
a Guard against these delays, caused by unneces- 


sary ''blows,"’ with ECONOMY "'De-Lay" Fuses. They give 
superior protection in the 135 to 200°, overload range 
where "blows" are most frequent. 

Ask the salesman of your Electrical Wholesaler now, 


for ECONOMY "'De-Lay’"’ Renewable Fuses and replace- 


ment Renewal Links, to protect all circuits. 
Send for Latest Catalog 


ECONOMY FUSE & MFG. CO. 
2717 GREENVIEW AVE. CHICAGO 14, ILL. 
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ECONOMY 
“De-Lay” Fuses R.3406R 


products for every 
industrial need... 


ALL ALONG THE PRODUCTION LINE, from power 
source to machines, industry's power and light requirements 
are being served, and served well, by ( PRODUCTS. 


A featured product in this dependable line of electrical equipment 
is the ( SWITCHBOARD. This modern, efficient power center 
is the engineering result of more than 58 years of electrical 
manufacturing experience ...a long record of quality 
workmanship and design that reflects itself 
in such features as safety, service and performance. 


Each of the Switchboards...( SHUTLBRAK, 
Klampswitchfuz KLAMPSWITCHFUZ and @ CIRCUIT BREAKER 


...are built from standard, pre-assembled units, to exact 


specifications . . . making final assemblies “tailor-made” 
without destroying the savings and a Lie 
advantages af standardized equipment. 
From sub-station to switchboard Plugin @ Busduct 
to machines, power will follow ie 


the path of least expense via 


fh FEEDER ( BUSDUCT. This efficient distributor 
: of heavy current is designed to team-up with 

PLUGIN (@ BUSDUCT to give greater flexibility and 
economy to electrical distribution systems. By providing 
ty rs convenient plug-in outlets every foot of the way, there's 
wits always a ready power source for new or present equipment 
anywhere along the production line... just plug-in anywhere 

...anytime...and let er roll. 


a 


Another @ Product that bridges the power gap from power 
source to machines is the ( FEEDER PANELBOARD. This 

compact panelboard is unexcelled for the distribution of current ‘ 
through assemblies of standardized switching units, either 
pull-out or hinged pull-out types. 


A variety of dependable panelboards for light a: 
tf and power distribution are manufactured ee 
by @. These include the ( LNTIP type 
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with tumbler switch and plug fuse branches 
and “sequence bussing" for better balance 
of load... THERMAG or DUBLBRAK 
CIRCUIT BREAKER types for 
automatic, fuse-less circuit protection 
...@® PULFUZSWITCH for disconnect 
service on lighting and feeder branches 
and power circuit branches... 

€® COLUMN TYPE to mount between the flanges of “H" columns 

and save space on the job...and @ DUSTITE for sealing out 

the hazards of carbon black, coal or coke dust, grain dust and 

other hazardous dust conditions. 

@® Thermag 


At the end of the power line, 

@® SHUTLBRAK SWITCHES are ideal as 
individual operating switches for motor 
disconnect. They are front operated, 
horsepower rated industrial switches 
with quick make and break operation 
and interlocking fuse doors that permit 
access to fuse compartment only when 
switch is “‘off.” (A special release is 
provided for authorized persons.) 


@® Shutibrak Switch 


@® Dustite 


So all along the production line, @ has a 
product for every industrial need... plus a 
coast-to-coast organization of Sales Engineers 
who will gladly furnish latest engineering data 
on @ PRODUCTS or render a complete survey 
and report on specific electrical problems... 
all without obligation, of course. 


So contact your nearest ( REPRESENTATIVE 
(he’s listed in Sweet's)... or, if you prefer, 
write direct to Headquarter’s Office for 
information on PRODUCTS. 


Frank eC(dam Electric Co. 


ST. LOUIS 13, MISSOURI 


Makers of BUSDUCT + PANELBOARDS + SWITCHBOARDS « SERVICE 
EQUIPMENT + SAFETY SWITCHES + LOAD CENTERS + QUIKHETER 
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O. FRED. ROST 
Editor 
> THE NATIONAL MAGAZINE OF ELECTRICAL WHOLESALE DISTRIBUTION 


A. W. HOOPER 
Vanagine Editor 
GANZENMULLER 
News Editor CONTENTS 
R. COLLURA 
Issistant Editor 
H. J. EMERSON 


Pacific Coast Editor Business Index—Sales and Inventories 


H. PHILLIPS Business Index—Regional Analysis 
{rt Director 


> Washington Straws 


W. W. GAREY 1900-1 950-2000—Electrical Wholesale Distribution at the Halfway Mark 
General Manager 


District AD 1900—News Notes from the Electrical Industry 


Re resentatives 
1900-1908—Wholesale Distribution of Electrical Products 
S. A. Jones "Gets Its Wings'’ and—Sows Some Wild Oats O. Fred. Rost 
New York 
Charles F. Minor. Jr. 1909-1939—Thirty Years of Steady Growth Marks History of Wholesaling 
R. R. Ream Despite Upheavals and Squabbles A. W. Hooper 


Chicago 
E. R. Bollinger 1940-1950—The Most Eventful Ten Years 
Cleveland For Electrical Distributors O. Fred. Rost 
A. M. Samson, Jr. 
Philadel phia 1950—Electrical Wholesale Distribution in 1950 
John W. Otterson An Objective Appraisal O. Fred. Rost 


San Francisco 


1950 Models of Electrical Wholesale Distribution 
Reiph C. Meulesby 1950-2000—What's Ahead in the Next 50 Years 


For Electrical Wholesaling O. Fred. Rost 


Dallas, Texas 


Electrical Wholesale Distribution at a Glance 


> Annual Anniversaries Review of Manufacturers 
ata Peay NN And Wholesalers in the Electrical Field G. Ganzenmuller 


Electrical Wholesaling News 71 and 


McGRAW-HILL PUBLISHING COMPANY, INC CHANGE OF ADDRESS 
PUBLICATION OFFICE, 520 NO. MICHIGAN AVE., CHICAGO Il, ILI 
EDITORIAL AND FNECUTIVE OFFICES, 330 WEST 42nd ST 
NEW YORK 18, N. Y Director of Circulation, Electrical Wholesaling 
330 West 42nd Street, New York 18, N.Y 
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Please change the address of my Electrical Wholesaling 
subscription 
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The right cable for the job 
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here’s how you can round up 
more business with Anaconda’s 


dynamic new “POWER UP’ program 


~ 


All across ‘the eountry Anaconda is telling in- 
dustrial executives that wow is the time to 


modernize their plant wiring *systémne” This 


means more business for your electrical con- 
tractors and more business for you! 


A lot of maintenance and rewiring contracts 
will result from this all-out Anaconda cam- 
paign. Here’s how you can cash in with extra 
sales: 

Ask your Anaconda salesman for a free sup- 
ply of “Contractor Sales Kits.” These give 
your contractor customers all the ammunition 
they need to sell complete electrical moderni- 
zation jobs. The“POWER UP — And Be Pre- 
pared” manual, direct mail pieces, promotion 


ANACOND 


WIRE AND CABLE 
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folders am@ booklets are all included. 


oan your Anaconda salesman, today, for more 


information. Tie in with this national cam- 
paign to deliver more power to industry — 
more profits to you. Anaconda Wire & Cable 
Company, 25 Broadway, New York 4, N. Y. 


A 


This symbol means 
business for YOU in 
Anaconda's new Wiring 
Modernization campaign 
directed to all industry 
using electric power. 


POWER UP 


and be 
prepared! 
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Spang introduces another 
Profit Builder for you 


We've just introduced a new member of the famous Central Conduit family. 


It's “CENTRAL EMT", a light-weight, easy-to-bend, electrical metallic tubing. 


Like its illustrious cousins, CENLACO “HOT DIPPED", CENTRAL WHITE and 
CENTRAL BLACK, this new Spang product is made from carefully selected 
steel. And its manufacture is carefully controlled every step of the way. 
What's more, it meets the Underwriters’ Laboratories requirements and is 


approved by the National Electrical Code. 


We're looking for a bright future for CENTRAL EMT. And it's going to get 
every break for a good start in life. Already this new Spang product is off to 
a flying start with the kind of advertising that will soon make CENTRAL EMT a 


dependable friend of your customers and a good profit-builder for you. 


SPANG-CHALFANT 


Division of The National Supply Company 
General Sales Office: Grant Bidg., Pittsburgh, Pa. 
District Offices and Sales Representatives in Principal Cities 


EMT—L ight-weight electro-galvanized outside and black enameled inside. 
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with flexible 


(us Amatte: 
Electri-Centers 


AUINIMIZE your inventory investment, increase 
M turnover, and make immediate delivery on 
any Electri-Center with BullDog’s revolutionary, 
new plan. 

Unlike ordinary circuit control devices, Push- 
matics are identical in size and contour, regard- 
less of rating or type. They are just as easy to 
stock and order as fuses and offer a much wider 
range of ratings and types plus push-button 
switching and automatic protection. 

Because of Pushmatic’s flexibility, BullDog 
Electri-Centers are shipped to you with 2 or 4 
Pushmatics installed (depending on box size). 
By stocking these basic Electri-Centers and a 
small supply of Pushmatics, you can fill any 
order from your shelves. 

There’s a Pushmatic to meet every load con- 
dition: THERMAL ONLY, THERMAL-MAG- 
NETIC, and THERMAL-MAGNETIC with exclu- 
sive AMBIENT COMPENSATING FEATURES. 
All are identical in size and contour, in ratings 
of 15, 20, 30, 40 and 50 amperes, 120 V., 1 pole, or 
120-240 V., 2 poles, AC. All are interchangeable 
for rating and type. 

Your prospects have read in leading trade 
publications about Pushmatic’s amazing features. 
Follow through with sales! 


ON! 
OFF! 


-it's ON again! 


PUSH 
*Push-button switch with automatic 
protection for electric circuits 


BULLDOG ELECTRIC PRODUCTS COMPANY 


DETROIT 32, MICHIGAN « FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA. BULLDOG ELECTRIC PRODUCTS OF CANADA. LTD., TORONTO 


BuL_L_LDoGc 


HEADQUARTERS FOR ELECTRICAL DISTRIBUTION 
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] By stocking a minimum sup- 
ply of flexible Pushmatics in as- 
sorted types and ratings and... 
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JZ basic Electri-Centers with 2 
or 4 Pushmatics installed (depend- 
ing on box size), you can make 
immediate delivery on any 
Electri-Center. 


3 The basic Electri-Center and 
additional Pushmatics of the 
desired rating and type are 
delivered to the installer for 
quick assembly on the mounting 
rib. In a matter of seconds... 


4 the Electri-Center is ready 
for installation. This new plan 
streamlines your stocks and 
assures your customers immediate 
delivery on ony order. 
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CURTIS L 


HTING INC., 


6135 


illumination. 


w. 


65th. 


Complete de- 
tails and speci- 
fications on the 
SNO-FLAKE are 
explained and 
illustrated in 
Bulletin No. 8. 
Write Dept. SF- 
3-66 for your 


copy. 


SNO-*FLAKE 


This new luminaire by 
Curtis introduces excep- 
tional attractiveness in 
open louver indirect light- 
ing with silvered bowl in- 
candescent lamps. 

This classroom installation 


shows a typical SNO- 
FLAKE application. How- 


ever, it is ideal for instal- 
lation in any interior 
where incandescent units 
of high efficiency and 
modern design are re- 
quired. 


For use with 300 or 500 
watt silvered bowl lamps, 
original light output is re- 
gained with each relamp- 
ing. Curtis quality is found 
throughout. 


CHICAGO 3 
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From any angle, this all-star cast means more profit for you 
when you handle Republic ELECTRUNITE—the ORIGINAL 
E.M.T. (Electrical Metallic Tubing). 
Survey after survey proves that contractors and maintenance 
€lectricians prefer ELECTRUNITE over all other brands of 
E.M.T. ... prefer ELECTRUNITE’s exclusive features . . . 
are influenced by the never-ending ELECTRUNITE promotion 
and advertising program. And the result: an all-time high in 
demand for ELECTRUNITE E.M.T. 
Today, as always, ELECTRUNITE E.M.T. is sold only through 
the ELECTRUNITE Distributor. 

REPUBLIC STEEL CORPORATION 

STEEL AND TUBES DIVISION * CLEVELAND 8, OHIO 

Export Department: Chrysler Building, New York 17, N.Y. 
Br. 


THE “INCH-MARKED” LIGHTWEIGHT RIGID STEEL RACEWAY 
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Now awailably on all HONEYWELL Comfort Thermostats 


The advantages of TM—Thermostat Magic—are now available 
on all Honeywell Comfort Thermostats—at no increase in price! 
This new T principle provides better heating, more even 
inside temperatures, regardless of outside weather conditions. 
Rapid changes outside won't affect these new TM thermostats, 
because they work with the weather. Your customers all will 


want the magic of TM. Order your supply NOW. 


P 
. 
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IM Rested and Approved 


300,000 TM thermostats now in use-—many 
for three heating seasons—have demonstrated the com- 
fort advantages of the Honeywell TM principle. Home 
Owners are enjoying a new standard of heating comfort 

made possible by Honeywell scientific research. 


chack the 
automatically provides lowered night temmper- 
atures and morning pick~up, NOW better than 


ever with the Thermostat: Magic of TM. 
A soit 4 O-Stat 
For lowered night temperatures. Set the dial for 
the morning pick: ‘up.time you select—wake up in 
a comfortabiy house. The Tinsw-O-Stat now 
assures pin-paint Control through the Thermostat 


Magic of TM... 


1M Merers the Hear 


Controlled frequency of burner operation pro- 
vides aneven flow of heat underallconditions. Thermostat 
Magic means more than thermostat accuracy —it means 
maximum heating comfort and efficiency—at no increase 
in heating cost. 


IM Vsermostar Magic means: 


No More Waiting for Heat 
No More Chilly Floors 
No More Overheating 
No More Fuel Used—sreaé 
More Comfort For Your Heating Dollar 


Attention... 
ELECTRICAL WHOLESALERS! 


All over America the Electrical Trade is finding the 


Honeywell line of controls an additional source of 


profit. Call your Honeywell branch office for com 


plete details how you, too, can ‘Sell Honeywell 


™ 
Acratherm 


“Fhe finest thermostat of its type in 
ihe world. Featuring the easy-to-read 
dial adjustment, precision contro! 
and NOW, Thermostat Magic with 
Honeyweil FM. 
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Presenting 


CENTE 


CLARK CONTROL CENTERS embody the 
latest engineering features for integrated, 
economical, efficient, neat installations of 
A.C. Motor Starters with Circuit Breakers, 
= Fusible Disconnect. Close-up view of Size 2 Starter and Circuit Breaker 
. Each section is 90” high, 24” wide, and 20” 
deep, and all sections can be arranged in 
any angular pattern to meet floor space 
requirements. Additions to existing instal- 
lations are easily made. 
The 24” width has the definite advantage of 
supplying liberal wiring space for all units. 
For starters up to and including Size 3, a 6” 
wiring trough with hinged door is provided. 
| Units are 13" high, or a multiple thereof. 
Each section accommodates any combina- 
tion of starters (Sizes 1 through 5) totalling 
6S" in height. Rearrangements are easily 
made at any time. 


Louvres, top and bottom, provide adequate 
ventilation, and avoid accumulative heating. 
Units are “plug-in” type, easily removed. 
Load and control leads, and horizontal line 
bus can be placed in either the top or 
bottom and can be interchanged. 

The control equipment and wiring troughs 
are accessible from the front, by simply 
opening a door. 

Vertical sections are mounted on a common 
floor channel for rigidity and perfect 
alignment. 


Line for Distributors 


NEERED ELECTRICAL CONTROL + 1146 EAST 152N0 STREET, CLEVELAND 10, OHIO 
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«++ when you nail these 
boxes directly on studding, 
they align themselves 


These Raco “economy” switch boxes 
fasten firmly to studding in new work 
simply by nailing through the holes 
provided. It’s a fast mount. And you 
get perfect alignment because the level- 
ling “bumps” have the added height 
and engineered spacing to line up the 
box with the studding in exact position. 
No danger of compressing the sides. 
Ears have been eliminated for economy. 

And—an added Raco feature—the 
“straight-thru” nail holes are large 
enough for 16D nails. 

This economy style is available in 
all types of switch boxes . . . all Raco 
quality, of course. 


Just nail it 
on, Ut aligns 
itself 


BRACKET TYPE BOXES 


FLAT BRACKET 

—this is a sturdy bracket 
which allows the box to be 
adjusted to all wall thicknesses 


SIDE MOUNT 

—a new bracket on a nation- 
ally popular box, especially 
formed for door frame clear- 
ance. The bracket is gauged 
for standard wall thickness 
“Break-off" gauges allow 
adjustment to all wall thick- 
nesses 


FACE MOUNT 

—a newly redesigned bracket, 
with rounded safety-style 
corners. Bracket is also 
equipped with nailing prongs 


There's a RACO Bracket Mount Box for Every Job 


ALL- STE L EQUIPMENT Inc¢.—s00 Kensington Ave., Aurora, Illinois 


ALWAYS RELY ON RACO 
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: Tested... Proved 6 ways better 


These revolutionary fittings and fixtures climax seven years of aA ff 
intensive metallurgical research. Made of aluminum alloyed with 
other metals for greater malleability, and die cast under 10,000 Ibs. y si 


pressure, they offer exceptional advantages in the field -advantages ‘hag ee 
never before attainable. 
TROLETS 
0% LIGHTER THAN IRON — easier to handle. SMOOTH, SATIN-LIKE FINISH — inside and ovt — 4 
protects fingers and wire insulation. IL 
WON-CORROSIBLE . .. WEATHERPROOF THROUGHOUT THREADS simplify installation 
—fesistant to chemical corrosion — will not rust. ° 
ag! assure o perfect fit for long, trouble-free service a Ah. 
STRONGER ... MALLEABLE—Alumalloy is not brittle SAFE... NON-SPARKING — Alumalloy does away 
—will not break under excessive strain with fire and explosion hazords. ‘ 


WRITE FOR INFORMATION ABOUT KILLARK’S NEW ALL-PURPOSE 
LINE OF DIE CAST* ALUMALLOY FITTINGS AND FIXTURES. 


*Pat. Pending 


Vandeventer and Easton Aves. 


St. Louis 13, Missouri 


eS BOSTON 156 Purchase St. PITTSBURGH 298 Duquesne Way SAN FRANCISCO 1123 Harrison Street 
: SYRACUSE 216 Burnet Ave. CHICAGO 564 West Adam Street LOS ANGELES 412 Seaton Street 
SALES OFFICES and py 121-123 Market St. DENVER 2134 Curtis Street. DETROIT 8319 Mack Ave. 

WAREHOUSE STOCKS arTLANTA 69 Mills Street, N.W. SEATTLE 4130 First Avenue South DALLAS 1901 Griffin Street 

COLUMBUS 2620 Welsford Road MINNEAPOLIS 924 Andrus Bidg. NEW YORK 30 Irving Place 

SALES OFFICES CINCINNATI 49 Central Avenue KANSAS CITY, MO. 616 West 26th Street BALTIMORE 401 Nat'l. Marine Bank Bidg. 


F After 10 rs exposure to weather the 
= iron fitting at left (above) showed deep 
in malleable Die Cast® ALUMALLOY 
| 
4 
~ 
ELECTRIC MANUFACTURING COMPANY | 


Cut Costs with 


CRESCENT 


ABC ARMORED CABLE 


These Improved Features 
Make Installation 


Easier — 
Quicker — 
Safer 


BONDWIRE UNDER ARMOR 


Sizes number 14 and 12 AWG employ a flattened bond- 
ing wire in contact with the underside of each convolu- 
tion of the armor, assuring a PERMANENT LOW RE- 
SISTANCE of armor. 


PREFABRICATED BREAKING LINES 


At intervals of every 142 inches on CRESCENT ABC 
Armored Cable you will find a small Cut Mark. This Cut 
Mark shows the location of a prefabricated breaking line 
inside the armor. 


Only a few short strokes of a file or hacksaw guided by the 
Cut Mark are required to cut through ONE outer ridge, 
and a bend by hand severs the armor. By actual test, this 
saves 30°% of the time ordinarily required. A clean separation results, with no sharp 
edge. There is no chance of injury to paper, conductor braid or insulation because only 


one OUTER ridge is cut. 


INSERT BUSHING 


The prefabricated breaking lines in the armor are so mau that THERE IS NO RE- 
DUCTION of tensile strength, bending qualities, crushing resistance or electrical con- 
ductivity. This construction meets all requirements of Underwriters’ Laboratories. 


| Stocked by principal electrical wholesalers throughout the entire country. | 


CRESCENT 
VIRE and CABLE 
CRESCENT INSULATED WIRE & CABLE CO. 


TRENTON, N. J. 
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Immediate delivery from adequate stocks @ Write for free Catalog 


BLACKHAWK INDUSTRIES 


DUBUQUE, IOWA 
a Entrance Cable Fittings @ Sill Plates @ Connectors @ Box Supports @ Cable Strops 


Staples © Locknuts and Bushings @ Wireholders @ Yard Lights @ Fluorescent Brackets — 
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average 

leiding: 35° crosswise, 

Durable construe. lor access to operating 

tion — entirely. of equipment. 


x... panels easily swing 


lamps 
and easily in- own to expose 
stalled . cam be hung Sor servicing. 
much faster than ordi- 
nary fixtures! 


rectly illuminated smooth metal side 
nels. No vents or perforations. 
lakes cleaning easier . . . faster! 


Here it is — the perfect fixture for Commercial Lighting! This 


new Wheeler O. C. Slimline unit is the answer for illuminating 


Offices, Schoolrooms, Stores, Drafting Rooms, Hospitals and 


Public Buildings. Attractive, economical and efficient. 


Made for use with two 75 watt, 96” T12 Slimline lamps and two 40 watt, 48" T12 single pin lamps. 
Write Wheeler Reflector Company, 275 Congress St., Boston 10, Mass. . . . Also New York, N. Y. 


Representatives in principal cities. Oo c U L A R 


COMFORT 
OR Distributed Exclusively 
Through Electrical Wholesalers 


REFLECT 
MADE BY SPECIALISTS IN EQUIPMENT SINCE 1881 
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DOOR CHIMES 


Give EATKA VALUE! 


Choosing the right door chimes can mean savings of thousands of 
dollars on large scale housing projects — If they’re Auth’s Parkchester 
Model Non-Electric Door Chimes. These distinctively modern chimes 
not only eliminate expensive electrical wiring and accessories, but 


have such added features as a lookout window through the door for 


protection of the resident, and a personal name-and-apartment-number 


plate. Suitable for low or high cost, speculative or investment projects, 
the Parkchester Door Chime costs little initially, installs easily, and 


requires no maintenance. It is mounted on the apartment door, and 
operates by pressing a mechanical push button to sound two musical 
chime notes. It is as pleasing to the apartment resident as it is economi- 
cal for the builder. 

The Parkchester has been installed on numerous outstanding apart- 
ment projects throughout the world . . . including projects totaling 
35,000 apartments by three leading developers: Metropolitan Life, 
New York Life and Equitable Life Companies. 


OTHER AUTH PRODUCTS FOR HOUSING 
ARE ILLUSTRATED BELOW 


U.S. Approved Apartment House Mail \p artment Telephone Systems. Provide 
Boxes. Highest quality available, the smmunication between apartments, ves- 
choice of leading developers. tibule and other points, if desired, Fea 
Electrical Bell Systems. Visitor can call ture loudspeaking, receiverless tele 
apartments and latter can operate vests ‘ A wide choice of systems at 
bule door release nable price- 


See You at Booth 102, Convention Hall, Atlantic City Literature is available describing these 
MANUFACTURERS OF NCE Te and other Auth products and systems. 


Electrical Signaling, Communica % ? Complete Systems e One Responsibility 


tion and Protective Equipment 
for H zy, Hospitals, Schools, 
ond AUTH ELECTRIC COMPANY, INC. 


34-20 45TH ST., LONG ISLAND CITY 1, NEW YORK 
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why there can be 


NO OTHER ANSWER IN 
SAFETY SWITCH SELECTION 


Engineering research authenticated by outstanding au- 
thorities has conclusively established “internal heating” 
to be the principal cause of safety switch failures. This 
“internal heating” literally bakes the life right out of 
safety switch parts, causing insulating materials to dis- 
integrate and metal parts to distort and corrode. The 
safety switch then either becomes inoperative or it 
“burns up” through inability to carry the load 

In properly constructed safety switches, fuses are al- 
most entirely responsible for this destructive “internal 
heating.”’ This is not a criticism of fuses for any fuse 
operating up to its rated load must be near its melting 
point if it is to perform properly when an overload 
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occurs. And any metal operating near its melting point 
must be hot . . . and fuse links are hot . . . with tempera- 
tures running as high as 700 degrees Fahrenheit. 

Since you cannot vent trapped heated air through a 
safety switch enclosure and still keep a safety switch 
safe, the only escape from the ravages of ‘internal heat- 
ing’’ must come through the selection of materials for 
the internal safety switch structure and the design of 
that structure to withstand successfully the unavoidable 
heat conditions met in safety switch service. 

Cutler-Hammer Safety Switches were completely rede- 
signed in this way fen years ago to beat “internal heating” 
when engineering research clearly indicated the need for 
such safety switches. Nine years of experience shows the 
Cutler-Hammer claim of better safety switch perform- 
ance far more than a mere promise; it is a proven fact 
that demonstrates why there can be no other answer in 
switch selection CUTLER-HAMMER, Inc., 

Paul Ave., Milwaukee 1, Wisconsin. 


safety 
1327 St 


CUTLER-HAMMER 
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one 


information 


BURNDY 


ENGINEERING CO. 
NEW YORK 54 SEW YORK 


The new Pocket-Sized Connector Wiring 
Guide is free to Burndy Stocking Distributors. 


When you order in quantities to fill your 
customers’ needs, we'll imprint your company 
name, address and phone number on the cover. 


PRACTICAL SALES AID WORKS FOR YOU 


Each catalog you distribute with your imprint is a steady selling salesman 
for you. Always on the job—as pocket-handy as a wireman’s wrench — 
the Burndy Pocket Catalog features you as the source of supply for 
electrical connectors when your customers and prospects are working 
with and thinking of connectors. 


IN THE OFFICE 5 3p 


When you're of the 


N.A.E.D. Convention 
drop inand say hello 


to Jim Hennessey at 
ovr booth No. 205. 
r New York 54, N.Y. Burndy Conado Ltd., Toronto 8. Ontario; Western Branch: Vernon 58, Col. 
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There's a WHALE 
of a difference in rigid Fittings — 


For instance — 
CONDUIT of COLUMBUS maintains the rigid standards of the Underwriters Laboratories, 
N.E.M.A., and the Federal Government, insuring complete conformity to Industry specifica 


tions. 


CONDUIT of COLUMBUS offers nipples and elbows in cartons — at no extra charge, 


assuring clean, compact, convenience from stockroom to installation. 


CONDUIT of COLUMBUS’ products are competitive — which means top value for your 


fittings dollar. 


CONDUIT RIPE PRODESTS Co., 
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UNTIL THESE CERTIFIED OSCILLOGRAMS SHOW YOU 
ACTUAL INTERRUPTING TEST RESULTS 


5,660 amps (peak) or let 
—— through current 


000386 seconds | 


Melting time 000193 Arcing time 0001 3 

30 ampere, 600 volt Shawmut Amp-trap. 
Available current: 118,000 amps. RMS. 
202,000 amps. Peak. 


00257 lox 
seconds» 4 
00077 


*s Arcing time 
Meiting time 00180 


400 ampere, 600 volt Shawmut Amp-trap. 
Available current: 118,000 amps. RMS. 


202,000 amps. Peak. 


SHAWMUT Ampirap CURRENT LIMITERS 


... the ultimate in low-voltage circuit protection 


These interrupting tests on Amp-traps 
were successfully performed in a high 
capacity testing laboratory at 500 volts, 
60 cycle, fully offset wave, in accordance 
with A.L.E.B. Standards «25 on Power 
Fuses, and were witnessed and certified 
by Electrical Testing Laboratories. 

Never before in electrical history, so 
far as we know, has any circuit protect- 
ing device combined such lightning-fast 
current limiting and Interrupting action. 
Amp-traps are built in sizes from ‘4 
ampere to 3000 amperes for application 
on circuits up to 600 volts A.C. or D.C, 
Operating temperatures of Amp-trap 


current limiters are relatively low. 
The Amp-trap is but one example 
of Chase-Shawmut’s engineering leader- 
ship in the field of protective devices. 
It results from years of experience and 
thousands of high power laboratory 
tests. The Amp-trap attains a new 
level of circuit protection, adding to 
but not detracting from present devices. 
It has created a new field of business. 
This background is of great value to 
the wholesaler handling the Shawmut 
line of T-D Renewable, One Time, Trion 
and CQT Plug Fuses as it assures his 
customers protection of unmatched 


1000 ampere, 600 volt Shawmut Amp- 
trap. Available current: 85,000 amps. 
RMS. 144,000 amps. Peak. 


A 1600 ampere Amp-trap mounted in special fuse 
holders with spring washers for application on 
circuits up to 600 volts A.C. or D.C. 


engineering experience and the satisfaction 
that brings repeat orders 


THE CHASE-SHAWMUT COMPANY 


372 Merrimac Street, Newburyport, Mass. 


SHAWMUT 
CIRCUIT-MATCHED 


FUSES 


Insure more accurately engineered 
protection for any circuit 


Trade-Mork “Amp trap” Registered U.S. Patent Office 
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SANGAMO...the Time Switch 
with EXTRA VALUE! 


* Handle the most complete line of high quality time 


switches—the Sangamo line! It’s good business be- 
-ause Sangamo Time Switches stay sold. Their assured 
performance makes satisfied customers—-you are 
spared many exchanges and returned goods—and 
satisfied customers mean profitable repeat business! 


You give your customers extra value when you 
sell a quality time switch that does the exact job 
they expect it to do...and you make extra 
profit, too! 

You can fill all your time switch needs from a 
single source ... Sangamo Time Switches are 
available for practically any conceivable appli- 
cation, from the simplest ON and OFF oper- 
ation to complex weekly schedules involving 

a number of operations daily. The complete 

line of Sangamo Time Switches is shown in 

our new Catalog No. 1010C. Write for 
your copy and for information on 
Sangamo’s price protection policy today. 


The Time Switch Market is Bigger Than You Think! 


unit heaters or any of the many electrical pred- 
ucts that can be controlled automatically. Remind 
your customers of the convenience of automatic 
control and watch your sales and profits grow! 


You can sell more time switches and interval 
timers by suggesting Sangamo Time Controls 
whenever you sell lighting equipment . . . air con- 
ditioning units... attic fans ... window fans... 


Do You Sell the 


A N A 0) SANGAMO Type S? 
Here's precision in minia- 


ture! An economical, com- 


ELECTRIC COMPANY pact, unusually attractive 


time switch for simple 


SPRINGFIELD, ILLINOIS time contro! problems. 
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MOVES 
tt should 
FEEDRAIL 


Ask any electrical maintenance man. He will say 
half his time is consumed in the repair of loose or 
exposed wires, and broken or faulty connections. 
Ask any safety man. He knows moving electrical 
equipment is one of the worst hazards in the plant. 


Then install Electric Feedrail, the modern, totally 
enclosed electric distribution system. Watch men 
work with portable tools connected to the over- 
head trolley with Ever-Lok trouble-proof connec- 
tors. See what it does for moving test lines, lights, 
cranes and hoists. Everywhere it speeds produc- 
tion, saves maintenance, and reduces electrical 
hazards. 


Ask for technical data and bulletins applying to 
your specific applications. 


+ 


FEEDRAIL CORPORATION 


125 BARCLAY STREET * NEW YORK 7, N. Y. 
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Rome Service Cable 
will get YOU 
more business 


From pole to meter. ..to 
: range and hot water feeder 
\ ‘ services with Rome Service 


i Entrance—Type SE, Style U. 
Underwriters’ Approved 
for 600 volts. 
7, 


You will do your customers and yourself a real favor 
by selling and installing Rome’s improved Service 
Cable. Wholesalers and contractors, alike, benefit from 
its extra advantages, economy of installation, plus A new, clean inner assembly for easy 
neater appearance. identification of color-coded conductors and 

For example, Rome Service Entrance Cable (Type SE a brightly tinned concentric conductor for 
Style U) can be used as a single cable directly from pole easy connection 
to meter, as well as for electric range or water heater Improved edgewise bending and flexibility 
feeder services, without expensive hardwareand fittings. e A special moisture-resistant tape over the 
Installation is simplified, time and money saved. An concentric which seals out atmospheric 
improved construction gives exceptionally long life... moisture. 


COUNT THESE ADVANTAGES: 


An improved interlocking braid over the 
rubber insulated conductors 


makes it easy to handle. An outer covering of non-rotting, non-wick- 
ing combination of glass and presaturated 
yarns. 
A non-marring, flame and moisture resist- 
ant finish which can be repainted to match 
any desired color. 


It Costs Less to Buy the Best... 
Buy Rome Service Cable 
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OTHER PROFIT ITEMS. 
FOR YOUR BUSINESS 


BACKWIRED or conventional wired 
Switches and Receptacles. Latest 
designs for easy installation. 


INTERCHANGEABLE LINE. For com- 
pact, practical installation of mul- 
tiple-wiring devices in combina- Contractors and architects report that today’s construction calls 
tions of 2 or 3, on the job. Adds for more wiring devices per foot of wall space than ever 
to appearance, saves material. before! This trend toward more complete facilities means bigger 
wiring device profits for you — especially when you promote 
the complete H & H line. You can meet any and all specifications 
when you stock these smart, modern, dependable devices. Be 
prepared. Check your stocks against our complete line now. 
And beginning today, talk H & H wiring devices to your custo- 
mers — push ‘em — and watch ‘em pay off. 

Here's how we help you. Through oa series of ia 

messages like these, we are reminding archi ee. = 
tects and contrectors about the important part 3 

wiring devices play in sound, well-planned i al i 
SAFETY OUTLETS. Polarized range = 
plug and outlet. Ground blade Branch Offices: Boston, Chicago, Dallas aie 
longer, always polarized. It's good 


New York, Philadelphia, San 
business to stock a complete assort- Francisco, Syracuse 


ment. In Conoda: Arrow-Hart & Hegeman 
(Conada) itd, Mt. Dennis, 
Toronto 


For more information, write today to 
EARBY y 
CALL YOUR N | 1606 Laurel Street 
ELECTRICAL —" | Hortford 6, Conn. 
FOR PRO 
SERVICE 


OUTDOOR RECEPTACLES. Keep 
moisture and dampness out, bring 
customers in, Dependable protec- 
tion, snug covers. May be ganged 
in one and two gang units, 
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In ce the Electrical Wholesaling Industry has grown 


from a 4 million dollar baby to a 4 BILLION dollar GIANT. 


If cé we have expanded year by year from a 50° x 50° 


workshop to our present plant at Norwalk now occupying 114,000 sq. ft. of 


office and production facilities... and still expanding! 


See you at Booth 106 


EDWARDS G@om/any, Jnc., xonwarx,coxs. 


In Canada: Edwards Company, Ltd. 
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EXCLUSIVELY 
THROUGH 
WHOLESALERS 


‘WROLLS 
INCH 


xs Plus a complete line of Rubber Insulating Tapes. 


sie Also available, Specification Tapes for all In- 
FRICTION dustrial and Utility Applications. 


TAPE 


*PLETON RUBBER 
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TYPE No. J 


GREATER STRENGTH 
* GREATER CONDUCTIVITY 
POSITIVE BONDING For bonding copper 
NON-CORROSIV: wire to water pipe 
‘PERMANENT 

* EASY TO INSTAL 


ST.LOUIS 6, MO. 
2110 HOWARD ST. 


2 
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ADVERTISEMENT 


WHOLESALERS PROVIDED COMPLETE 
LUME BUILDE LINE OF TIMESAVING ELECTRICIANS’ 
TOOLS BY GREENLEE 
that’s pre-sold for you ... Greenlee Pipe Bender 


makes concentrated sales effort 
on “timesavers” pay off well 


With timesavings taking on greater importance every 
day in electrical construction and plant maintenance 
the GREENLEE line becomes an increas 
le one tor wholesalers to push. For it is 
a complete line as shown below 
This line gives the wholesaler's salesma oppor 
tumty to talk about several “umesaving’ tools on 
one Cal prov a al service tor electrical contrac 
tors la who are searching tor 
more and more ways 1OW 
In addition 1 GREENLEE Hy 
draulic Benders tor 


uit up to 


, the line teatures the t tumesavers for 


electrical workers 

GREENLEE Hand Benders 

tor quickly making 

radius bends in steel, copper, 

rass and inurr 

conduit or pipe 

easily operated, do 

quickly without Harre 

kinks. Especially desi 

make neat bends uj 

ers. Several types 

available 

Lools 
gs 


tes orless 1 


GREENLEEF Boring 
KNOCKOUT Produce Clean, s 
TOOLS for 
clu 
Soli 
Ha 
, 1 
Yes, the GREENLEE Pipe and Conduit Bender is GREENLEE 
operating 
well known trom coast-to-coast, border-to-border. Thousands 
are used by leading electrical contractors and industrial maintenance 


departments ot the nation. Reasons tor this GREENLEE preference are 


many — for example —"‘does the job 6 umes taster ‘saves 75°, on BORING TOOLS 
man hours’. ..‘easily operated by one man saves greatly on fittings” Borers 


pre j convenient, 
And, besides this word-of-mouth publicity, 


CABLE PULLER work - say 


way tO 
4 


.. portable, easy to set up” 


the GREENLEE Bender story is told conssstent/y in business-building 


GREENLEE national advertising to your prospects. Take advantage 

of all this pre-selling for you...profit well with this equipment GREENLEE 
N 

that means substantial volume with each sale. nto 


JOIST 
BORERS 


No. 790 


GREENLEE — 


Descr 


ers 


See us at the Atlantic City Convention . June 12-16, Booth S88 


GREENLEE TOOL CO., DIVISION OF GREENLEE BROS. & CO., 1846 COLUMBIA AVENUE, ROCKFORD, ILLINOIS 
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R LIGHTS AND 


MOM- WEATHERPROOF SQUARE CAST COVERS HOM - WEATHERPROOF STAMPED STEEL COVERS 


WEATHERPROOF LIGHTING 


WALL CHART FURNISHED TO DISTRIBLTORS WHO STOCK AUSTIN CLUSTER LIGHTS 


x 36" 


24° 


REPRODUCTION OF 


NORTHBROOK, ILLINOIS 


SEE US AT BOOTH NO. 195, CONVENTION HALL, ATLANTIC CITY 


complete Hine of lights, Gmings, bene: ond covers 
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THE M.B. AUSTIN COMPANY | 


That’s why 


the Austin Line 
is easier to stock, 

saves order filling 

time, and cuts 

handling costs! 


QUANTITY SIZE CAT. NO. 


20 6064v 


FITS 1/2” KNOCKOUT 


UNIVERSAL 
BOX 


Tha. AUSTIN COMPANY 


Sold Only 


For The Familiar Through 
Bive and Yellow Wholesalers 
Austin Label 


Always Look 


AUSTIN 
100%" 6064-V 


FITS 1/2" KNOCKOUT 


Universal Box 


CONNECTORS 


THE AUSTIN LABELS 


Take the easily recognized Austin labels —they're specifically designed for 
fast, positive identification. On every inner carton and outer carton label, 
in exactly the same relative position, the QUANTITY, SIZE, AUSTIN 
CATALOG NUMBER, PRODUCT DESCRIPTION and ILLUSTRATION are 
boldly and clearly printed. No chance for error—no time lost in searching 
for obscurely labeled stock! Universal catalog numbers always included on 
label when applicable. 


THE AUSTIN CARTONS 


Carefully designed and sturdily made for the express purpose of keeping 
Austin products in their original excellent condition from factory to user 
Stout metal-edge corners run to full carton height as insurance against 
collapse, and to enable safe, easy storage of stock. Shipping containers 
are built of the finest corrugated boxboard, with bottoms steel stapled and 
tops glued with silicate soda for maximum protection 


ONLY AUSTIN GIVES YOU 
Uniform, Legible Labeling 
Sturdy, Compact Packaging 


High Quality Products 


The Complete Line 


NORTHBROOK, ILLINOIS 


“EUS AT BOOTH NO. 195. CONVENTION HALL. ATLANTIC 


Confidence in the Product you Sell 


> 


tin 
GUST) : 

CONNECTO NORTHBROOK, ILLINOIS 
Juter Cort Lobe 
w 

hee er art Label 


(LOOK HOW 


Helps You Build Fluorescent Lighting Sales! 


1 Prospects by the Million are learning about Sylvania 
; “Fluorescent at its finest” through big color ads in 
these leading National Publications. 


They're reading about Sylvania’s complete packages of 
light . . . finest possible fixtures and lamps... from one 
manufacturer. They're learning about the new Sylvania 
Triple-life Fluorescent Lamps... with an average rated 
life 3 times that of previous lamps ... and how Sylvania 
field-tested more than 11 million of these lamps to prove 
their superiority. 


Every Important Market Covered by comprehensive 
advertising programs in scores of influential Trade and 
Business Papers. 


Thus, the men who make the decisions are kept con- 
stantly informed about Sylvania fluorescent lighting effi- 
ciency and dollar-saving advantages. Special campaigns 
are directed to executives in plants, offices, stores, and 
institutions, as well as to architects, contractors, and 
lighting engineers. 


Attention-getting Direct Mail Campaigns also are tell- 
ing and selling thousands of prospects in factories, offices, 
schools, and stores. These mailings are tied in with the 
Trade and Business Paper ads... they are pin-pointing 
and selling specific prospects and customers. 


Get this Sylvania Selling Plan... it gives you full de- ~ 
tails about Sylvania’s big advertising programs, Enables | / ‘ WE WILL SEE YOU AT 


vou to coordinate your local efforts with nation-wide 


campaigns. Shows how to turn Prospects into Profits. | Syivania’s Conference Booth = 240 
Mailed to you FREE. Send for your copy of ~ Your . During the W.A.E. D. Convention 
Springboard to Greater Sales”, FL-4105, today! Address | hart june 12-16 
Sylvania Electric, Advertising Dept. L-2306, 1740 Convention Hall, Atlantic City 
Broadway, New York 19, N.Y. 

A 


ELECTRIC 


FLUORESCENT LAMPS, FIXTURES, WIRING DEVICES, SIGN TUBING; LIGHT BULBS; PHOTOLAMPS; RADIO TUBES; CATHODE RAY TUBES; ELECTRONIC DEVICES 
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Cat. No. 663-104— parallel hook-up 
Cat. No. 663-204—series hook-up 


ne ra ! s Li ra] e of fruiluble Surface or Flush 


Pullout Combinations 


H, ke is the latest) product of “General engineering — 
General 

another new triple pullout combination specially designed to Jog 

save the contractor time and trouble on installations requiring Cat. No. 666-108 
both a main and range combination and an additional switch Priple pullout combi- 
ation with plag 
for clothes dryer. water heater, pump or any other 220N. 30 or fused branch circuits. 


60 Amp. ecireutt. 


Available with either series or parallel connection. the new 
units are adaptable to many wiring requirements— special 
internal construction permits individual wiring of the lower 
pullout switch where separate metering is required — the series 
unit may be energized through its subfeed lugs from “Generals 
100 Aimp. fusible main pullout switch, thereby making the three 
pullouts available as individual branch switches. The parallel 


connected unit has 100 Amp. main lugs. 
<— ‘General 
The next time ask for the new Main and Range “Plus” and ‘“ 
ee * Cat. No. 1100 
learn why “The Switch is to “General 
100 Ainp. fusible pullout 


“table for use as service 


Write for latest Catalog 1809 and Supplement 1911. : . entrance or branch switeh 


Sold exclusively through wholesaler- 


One of the leading Manufacturers of: 


SERVICE EQUIPMENT... 


Pullout, Front Operated Toggle and Side ¢ Iperated types. 


Indoor—surface or flush, and Outdoor 
SAFETY SWITCHES... 
30 through 1200 Amp.. 2508 and 600N Type A.C and D. 


Indoor and outdoor. HP rated 


Switch Corp. ELECTRICAL DISTRIBUTION FOLIPMENT 


49 Roebling Street Brooklyn 11, N. Y. SALES OFFICES IN EVERY MAJOR CITY 
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High Pressure Contact Between Wires: !t is fun- 
damental that high pressure contacts are better 
electrical contacts. Also, it is necessary to have high 
pressure to keep the wires from sliding, rolling or 
moving within the connector, as the power lines 
sway in the wind. High pressure effectively seals 
the contact surfaces from moisture and oxidation 
and produces a lasting low resistance connection. 
Tests show that BLACKBURN Connectors definitely 
produce these high pressure contacts. 


Ability to Maintain This High Pressure Contact: 

“ F The connector must have sufficient strength to make 
and hold a high pressure connection. It must not 
yield or stretch and loosen up with time. BLACK- 
BURN Hi-Strength Connectors are made of Duronze, 
a silicon bronze alloy which is actually stronger 
than structural steel. They positively test stronger 
than other connectors when pulled to destruction in 

a tensile testing machine. 
OVER 100 CONVENIENTLY-LOCATED 


BUILDERS “OF QUALITY PRODUCTS 
FOR 15 YEARS 


YES, BLACKBURN Hi-Strength Connectors (1) moke 
high pressure connections ond (2) hove that extra 
strength required to hold the high pressure connection 
lt pays to use the best — it poys to use BLACKBURN 
Connectors. 


JASPER BLACKBURN 
PRODUCTS CORPORATION 


First, Madison & Clinton Sts, St. Lovis 6, Mo. 
Phone CE-3007 


STED BY UNDERWRITERS) 
3 
‘ 
ay 
June, 1950—ELECTRICAL WHOLESALING 35 ; 
| 


dule PERFORMS 


REG U S PAT OFFICE 


THIS MIRACLE LOW 
CUSTOM-FITTING 


These 4 MODULES are the “BUILDING BLOCKS” of LIGHT 


414.Wen T 12 32. Wort 12” Circline 4 40.Wott T.12 475-.Wott 7.12 
5” Type F lame lomp, ond | PAR Spot 48” Type F lamps 425 Milliamp 
or Flood Lomp Slimline Lomps 


50,000 different patterns possible-—20% more light 


It's amazing! With just 4 simple, low cost “building Only MITCHELL makes MODULE 
blocks of light MITCHELL MODULE offers unlimited 
custom-fitting lighting patterns to fit any commercial There's nothing in lighting like MODULE. It custom-fits and 


interior. MODULE’S exclusive plastic louver passes 20°, “grows” with every lighting need; it delivers more light; it 
MORE LIGHT Simple fitting together ot units mechani- stays beautiful, new; it costs no more than ordinary fixtures. If 
cally and electrically) permits low cost rearrangement you haven't all the MODULE facts, write today 

of patterns at any time to suit changing needs. 
MODULE mixes all light sources smoothly in one har- 


monious, handsome system—puts the light exactly MITCHELL MANUFACTURING COMPANY 


where it’s needed. No ordinary fixtures can match 
MODULE— the on/y lighting that custom-fits with stand 2525 N. Clybourn Avenue + Chicago 14, Illinois 


ard Jow-cost units In Canada: Mitchell Mfg. Co., Ltd., 11-25 Davies Ave., Toronto 


YOU SELL module INSTALLATIONS WHEN YOU TELL THIS SELLING STORY 
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TRIANGLE 


You can see for yourself that it takes massive 
machines to turn out lead covered and high voltage 
cables to meet today’s rigid specifications. But ma- 
chines alone cannot do the job: behind them must 
be men of many years’ experience in making cable 
— in making it right. 


At Triangle’s efficient New Brunswick plant you will 
find modern machines manned by true craftsmen, 
checked by rigorous inspection, backed by unceas- 
ing development and research. To you, this means 
the finest in parkway...power...varnished cambric 
...lead covered cables that can be constructed — 
today’s top value in wire and cable. 


Whether your needs are for standard cables built 
to |.P.C.E.A. recommendations, or for special cables 
tailor made to your own specifications, you will find 
Triangle engineers glad to consult with you. 


Prorecticn Plus—This 
huge press produces a 
smooth, wniform sheath 
of virgin lead for utmost 
cable protection. 


& ‘'Trioseal’’ Building wire * 'Tricon”’ Control Wire * 
( the Complete * “Trioprene” Trench Cable * Service Entrance, Parkway, Power & Vor- 
IT MUST BE RIGHT! tine. Contwle Thin Wall & Rigid Steel Conduit 
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TYPE VML 

| > > The Trade Mark Of Top Valve 

As 
| TRIANGLE CONDUIT & CABLE CO., INC ' 
QF a if 
1902 JERSEY AVENUE + NEW BRUNSWICK, NEW JERSEY me 


TYPE PAT 
VENTILATTIC FANS 


Attic type ventilating fans for night cooling of homes, 
stores, clubs, etc., are essential to summertime comfort. 
Peerless Electric Type PAT Ventilattic Fans, operating 
silently and eificiently and economically, exhaust 
summer daytime warm air and pull in cool, fresh air 
to every room in the house, for comfort in the evening 
and throughout the night 


FEATURES 


MOTORS — Resilient-mounted and sleeve-bearing for quiet 
operation, automatic thermal overload protected, selected for 
their long hour duty. Designed by ‘‘Peerless Electric,’’ a man- 
ufacturer of fans and motors since 1893 

QUIET OPERATION—Belt-driven at slow speed, the perfectly 
balanced heavy-gauge steel blades operate silently and with 
high efficiencies. Operation cests only a few cents a day. 
FAN BEARINGS — Sturdy wool-packed sleeve-bearings are 
rubber mounted. Large oil reservoirs reduce oiling require- 
ment to once a season. 

GENERAL CONSTRUCTION — Panel, arms and bearing support 
assembly completely welded together, heavy adjustable motor 
support to adjust belt tension, motor pulley variable pitch for 
changing fan speed, panel with deep venturi for efficient quiet 
operation — assembly finished in attractive gray Hammerloid 
baked enamel. 

SIZE RECOMMENDATION — Select a Ventilattic fan that will 
change the air in the house, orspace to be ventilated, at least once 
every minute for Southern climate and once each minute-and- 
a-half in Northern climates to assure maximum cooling effect. 
RATINGS — In accordance with Propeller Fan Manufacturers’ 
Association and American Society of Heating 

& Ventilating Engineers 

GUARANTEE—Peerless Electric Fans and Motors 


are guaranteed against defective workmanship 


or material for a period of one year trom date of 
shipment from factory. All units when shipped 
are registered and the serial number identifies 
it immediately for spare parts or duplicates. 


FAN PERFORMANCE AND DIMENSIONS 


Fan - Capacity Mot i 
Model Dia. C.F.M. HP. R Cc 
0.1"S.P. 


| 


PAT24 24° y 2740 31% 


PAT30 30 3280 37% 14% 


PAT36 36 ( 5000 Yi 43% 17% 
PAT36A 36 ’ 5500 43% 17% 


PAT42 42 ‘ 6770 49% 17% 


PAT42A 42 ' 8060 /: 17% 


PAT48 48" 9000 / 18% 49 
PAT4BA 48 16,250 10100 Mi 55% 18% 49 


Certified Dimension Prints Furnished on Request 


tHe COMPANY WARREN, OHIO 


NO SDA-13? 
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METHODS mean Highest Quality ... Latest Design... Greatest Valve! 


Now you can equip today for tomorrow's bigger 
loads! The NEW Murray 8 Circuit Combination Main 
Service and Range Switch, for 125-250 volt service, 
provides for eight branch circuits, plus three-wire 
separately fused range connections. In addition, an 
extra tap simplifies hot water heater wiring . . . 
makes adding a heater later even simpler! 


Yes, you can equip today for the loads of tomorrow 

— with the new Murray 8 circuit main service and 

range switch. For full details, contact your Murray Eight branch circuits, three-wire range 

representative, or write connections, end an extra hot water 
heater tap are provided in this new 
Murray Main Service & Range Switch. 
Two styles for 60 amp. 125-250 volt 
3 pole service — 100 amp. service lugs. 
Plenty of hand room for wiring all 8 
circuits and range! For surface or flush 
mounting. Cat. No. 74-8 (Series); Cot. 
No. 77-8 (Parallel). 


MANUFACTURING CORPORATION FOR TOMORROW'S LOADS... 


50 Years ef to the Clectrical Audustey 
1250 ATLANTIC AVENUE + BROOKLYN 16, NEW YORK 


UIPMENT 


Toms 


* 
|g 


LOOK FOR THE 8 


IT’S YOUR GUARANTEE OF 


OUTLET and DEVICE 


BOXES quality. The flush knockouts are cleanly cut 


with retainers that break at the knockout edge 


: and leave no burrs. Nail and mounting holes 

Experience—over 40 years of it—lies behind are conveniently located for ease of mounting. 

National Electric's REDEGE Boxes. Every de- REDEGE Boxes are e/ectro-galvanized for perma- 

tail has been carefully designed to assure an nent resistance to rust and corrosion. 

efficient, quality product. Cable, conduit, concrete, device or gang boxes 
eeoeGe Boxes are made from the finest mild —whatever you need—the ' REDEGE" signifies full 

steel, full 14 gauge, assuring uniformity of compliance with Underwriters’ Laboratories, Inc. 


The “"REDEGE” is 


the mark of quality. 
EVERYTHING IN WIRING POINTS TO _ 


National Electric 


PROOCOLCTS 
1302 CHAMBER OF COMMERCE BUILDING, PITTSBURGH 19, PA. 
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FLUORESCENT GOES 


Now! For the First Time — 


| 
| 


Circles! Curves! Any Angle! | 


Sensationally new in concept, quality- 
built in the Day-Brite tradition, 
PLEXOLINE is making headline 
news. Since its recent debut, lighting 
experts have discovered and praised 
Plexoline’s unprecedented ability to 
achieve unlimited custom-lighting ef- 


fects without premium cost. 


SIMPLE, PRACTICAL PRINCIPLE 


Three basic elements form the PLEX 
OLINE system: 1. Linear section; 2. 
Circular accent unit; 3. Adapter fit- 
ting. The two illustrations show how 
the elements are used in combination 
to form any lighting pattern desired. 
All elements are complete in them 


selves, may be used individually. 


THE PLEXOLI 


LINEAR SECTIONS—For Slimline and stand- 
ard Fluorescent, 2- and 4-light, 4', 6’, and 
8’ lengths, surface or suspension mounted. 
Albalite glass side panels, interlocked steel 
louvers, finished in HOT-BONDED SUPER 
WHITE enamel. 


PLEXOLINE AND IMAGINATION—AN UNBEATABLE SELLING COMBINATION! 


Never before such wonderful possibilities for store and showroom lighting! Dramatic, 
beautiful PLEXOLINE creations put light where you want it . . . how you want it! Straight 
linear sections for offices, schools, colleges, banks, public buildings. 


THE ONLY LIGHTING SYSTEM WITH TRULY UNLIMITED "'FLEX-ABILITY” 


What does PLEXOLINE mean to 


you? It means new freedom for 


your imagination. It means a line of 
light following a gently curving wall 


contour... angular patterns of light 


circles... any design. It means 


for the first time in history—all the 


advantages of custom-lighting with 


E SYSTEM 


CIRCULAR ACCENT UNITS—15” and 
21” diameter, with fixed Controlens* 


or adj 
sides. Surface mounted only. 


ADAPTERS — Uniform, die-formed, ali- 
steel—in two sizes to fit circular units. 


Adopter for use with 15” circular 


all the economies of a mass-produced 


system of fixtures 


Today, send for the whole amazing story 
of PLEXOLINE. Fill out and mail the 
coupon below. See 


PLEXOLINE’s unique “flex-ability” 


can do for you! 


for yourself what 


DAY-BRITE 


Day-Brite Lighting, Inc. 

5405 Bulwer Ave., St. Lovis 7, Mo 

In Canada: Amalgamated Elec. Corp., Ltd., 
Toronto 6, Ontario 


Please send me your FREE booklet, 
“PLEXOLINE— IMAGINATION AT WORK 


Nome. 
Address 


City 


: 
3 
z= 
*® Holophane Co. | | 
| | 
June, 1950—ELECTRICAL WHOLESALING 41 
= 


*thinwall conduit *rigid conduit ¢metal- 
lic and non-metallic cable * flexible 
steel con * service entrance 
cable *grounding devices *lighting 
nxture fittin 


manufacturers for over 30 years 


representatives in principal cities 


Sold rough tric all 1 Uholesa 


electric mfg. company 


1639 walnut street chicago 12, ill 


ers 


} per sixty years Paranite Quality electrical 
wires, cables, and cords have been manu- 
factured in our Indiana factories. These facil- 
lities to serve our trade are strategically lo- 
cated in Jonesboro and Marion, Indiana and 
are supplemented by warehouse facilities 
with stock inventories in principal distri- 
buting centers. Paranite distributes its many 
products through wholesale distributors of 


electrical merchandise. 


ot PARA — (*“CAOUTCHOUC,” TO THE NATIVE) MEANS RUBBER 


PARAC OTE — Means (Quality Controlled) Building Wire 

PARAFLE X — Means (Quality Controlled) Non-Metallic Sheathed Cable 
PARAS Y N — Means (Quality Controlled) Type T.W. Thermoplastic Insulated Wire 
PARATH ERM — Means (Quality Controlled) Type R.H. Heat Resistant Grade Building Wire 
PARAU $ E— Means (Quality Controlled) Type “RR” Underground Cable (600 Volts) 


FOR 60 YEARS MEN WHO SPECIFY AND BUY HAVE KNOWN 


IF IT’S PARANITE IT’S RIGHT! 


EXPORT SALES OFFICE —LIONEL-ESSEX INTERNATIONAL CORPORATION, 15 E. 26th ST., NEW YORK 10, N.Y. 


ELECTRICAL WIRES AND CABLES “BETTER THAN CODE REQUIRES” 
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407 OLIV VILDING GH 22 ENNSYLVANIA 
MANUFACTURERS OF FLUORESCENT & INCANDESCENT LIGHTING EQUIPMENT 


‘Permattector Lighting Engineers in All Principal Cities 
RMAFLECTOR SIGHTING | BU 


Equipment is “year in construction, in 
_-design—with functional beauty adaptable to any type of installation, and 
of superiority benefit all who use lighting. Ask for complete details on 
‘how and why Pittsburgh Permatiector Lighting Equipment gives you the “light = ie 
wal Write ond tell us whether you ore pie 
or other type of lighting 


with a lithe 


You can build business and boost profits tomers that means a quality product, a 
with a tape that — tape they'll be proud to use. It's easier 
Goes further — there's more tape value to se// Gold Seal Tape! 
in every roll of Gold Seal because there's With hard-selling (but ecasy-to-take) 
no waste! advertisements telling your customers, 
Sticks to the job —speeds the job! regularly, about Gold Seal's extra value 
Laboratory control of production assures. . . urging them to buy, you'll roll up 
lasting “tack” in the friction compound sales and profits faster with the tape that's 
Gold Seal will not dry out, peel, or ravel. in demand. Jenkins Bros. ( Rubber Divi 
Bears the name Jenkins —tc your cus- sion), 100 Park Ave., New York 17, N.Y. 


FRICTION and RUBBER TAPES 


Jenkins Bros. also make Diamond Seal 
Friction and Rubber Tapes which meet 
both ASTM and Federal Specifications 
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BUCHANAN 
does I ALL with 


CLOSE TOOL FOR SHEAR WIRES PUSH ON INSULATOR, 
pres-SURE-crimp FLUSH WITH CAP TURN UP RED 
SECURITY RING 


TERMINATE IN ais OPERATION 
FOR CLOSED 


CAPS, SHEAR WIRES 


SUMPLY PLACE “TERMEND” IN TOOL—INSERT WIRE & CLOSE TOOL PRIOR TO CRIMPING 


Now you need only 2 Buchanan “Splice Caps’, open 
or closed, to cover the range from 2 +18 to 3 #8. 
only ] Buchanan “Termend” lug for +16 to =8_all 
installed with ONE C24 Pres-SURE-tool. 


Tool saving, time saving, the improved Buchanan 
“pres-SURE-connectors” make permanent connections 
that are mechanically and electrically perfect. For peak 
efficiency, it's BUCHANAN all the way. 


NUMBER 


AVAILABLE FROM ALL 
LEADING ELECTRICAL 90 CENTRAL AVENUE ERSEY 
DISTRIBUTORS 
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Be ONLY 2 Splice Caps for 2 +18 to 3 +8 Wires | 
ONLY “Termend” for | +16 to +8 
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ALWAYS GOOD FOR A PROFITABLE ENTRY 
ON A SALESMAN’S ORDER PAD 


SECURITY FRICTION TAPE—A PRODUCT OF 


“Security” is a consistent seller and a good profit-builder. 
Electrical contractors prefer this electrical and general pur- 
pose tape because of its many advantages. It has a strong, 
rubbery adhesive that sticks and holds. It is non-ravelling and 
straight-tearing. And it is unusually high in di-electric strength. 


Is your stock of Security adequate? 


UNITED STATES RUBBER COMPANY 


MECHANICAL GOODS DIVISION + ROCKEFELLER CENTER, NEW YORK 20, N.Y. 
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IN 1946... Just a Name! 


BY 1950... AMERICA’S MOST POPULAR and 
FASTEST SELLING CONNECTORS and COUPLINGS 


INSIST ON TOMIC 
AND SAVE! 


No. 100 Romex Connector for 
K. O. 


No. 200 Service Entrance and 
Range Connector for %" K. O. 


@ No./312—1 


A Fair Trial Will Convince You! 


We ask you to judge TOMIC thinwall connectors and i 
couplings by an actual on-the-job workout. See how © 
Tomic does the job easier, faster and safer. Your next S 


job will convince you. THEY ARE TOPS! 
or onc —for 
On Sale at Your Wholesaler 


_TOMIC SALES ENGINEERING co. 


4864 Woodward Ave. . Detroit 1, Michigan 
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Typical examples of winning installations 


32 installations win General Electric 


planned lighting awards! 


ALL BRANCHES OF LIGHTING INDUSTRY REPRESENTED! 
Contestants in General Electric's Planned Lighting 
Competition included utility company representa- 
tives, contractors, builders, dealers, wholesalers, 
lighting engineers, and architects. A total of 247 
planned lighting installations were entered, and 
every part of the country was represented. 


109 PRIZES! There were 32 winning installations. 
Each of the 109 persons who played a part in the 
winning installations received a $100 cash award. 
An additional $150 was presented to the person 
who submitted the report. 


CREATES WIDESPREAD INTEREST! The large number and 


high quality of the entries indicate that the com- 
petition focused widespread interest on planned 
lighting. And the winning installations provide 
examples across the country of better residential, 
commercial, and industrial lighting. 

THIS PLANNED LIGHTING COMPETITION is one of the 


many ways in which General Electric supports the 
Planned Lighting Program. 


If you would like to have a complete 
list of the award-winning installations, 
including those in your area, write the 
General Electric Co., Lamp Dept., Nela 
Park, Div. 166-EW6, Cleveland 12, O. 


GENERAL ELECTRIC 
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wire types 
sizes now being 


Substantial savings offered by insulated aluminum conductors now 
extend through a wide range of conductor types and sizes. 

Code grade and special-purpose insulations are available, making 
it possible for you to meet more and more of your customers’ 
requirements with money-saving aluminum. It will pay you to 
have complete information on these lines and be in a position to 
supply them. 

Sales of insulated aluminum conductors have nearly trebled in 
the last three years, and Alcoa's big 1950 advertising campaign 
aims at continuing this trend. 

Get the whole story, plus a copy of ‘‘Questions and Answers 
About Insulated Aluminum Conductors” by calling your nearby 
Alcoa Sales Office, or writing to ALUMINUM COMPANY OF AMERICA, 
1783F Gulf Building, Pittsburgh 19, Pennsylvania. 


These publications are carrying 
Alcoa’s advertising on insulated aluminum conductors: 

U. S. News & World Report Factory 
Business Week Southern Power & Industry 
Electrical World Western Industry 
Contractors’ Electrical Equipment Architectural Forum 
Electrical Equipment Coal Age 

Electrical Construction & Maintenance 


Aluminum 


[ALCOA| 


| 
= of ALCOA caALUMINUM are made by leading manufacturers 
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1 CLAMP Lcv 
LO— No clamps LOLE— No clamps LOV—WNo clamps 


C-13 CLAMP Lome 


2' 
Used in ail boxes shown No 


C-5 CLAMP LXW and LXMW MLE LIMWLE uwy and LIMWY 806-SW and 807-SW 
2 « 2 de ? * dee 


SSB 
1” deep 
No clamps 


GW-135 
Singie Gang 
2” wide 


Three Gang 
5-9 16° wide 
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| SLIME of SWITCH BOXES 
11." deep CL 2” deep CW 2°,” deep COV deep 804-S deep 
4” long CO deep CY deep CWV deep 805-S 2° deep 
800-S — No clamps 
2h" deep deep 
C-3 CLAMP LX and LXM LXLE and LXMLE 
1'," deep 
C-5 Clamp 
GW-235 GW-335 GW-435 
STEEL CITY ELECTRIC COMPANY, PITTSBURGH 33, PENNSYLVANIA y 
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ONLY COMPLETE LINE 
OF SEAMLESS DRAWN 


BATHROOM 


A high quality seamless line 
made in a complete range of 4 cabi- 


net sizes in 30 models. Available 
to jobbers and dealers who are fed 
up with mediocre quality and 
small profits. 


¢ PACKARD has come to the 
front producing one of the coun- 
try’s leading lines of bathroom 
cabinets with a real merchandising 
plan .. . a modern floor display 
stand on which are mounted any 4 
models in the line. Customers are 
invited to see for themselves be- 
cause the display stand invites 
point-of-sale investigation. 


e A really profitable Bathroom 
Lighting Feature for you to sell. 
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THIS MODERN PORTABLE 
AVAILABLE FOR YOU AND YOURMIEAIER™s 


Jo Help Sell 


Here is the ideal way to sell and 
merchandise bathroom cabinets 
... here is a line that has genu- 
ine customer appeal because of 
styling and quality. 


The stand holds 4 cabinets... 
1 of each of 4 sizes in the 
PACKARD line... is 72” high 
.. . 30°x30" at the base. Stur- 
dily constructed of 18-gauge 


furniture tubing. Steel panels. 
Shipped knocked 

down. Easy to 

assemble. 


Write for compl 

eateleg on th 
PACKARD Line and 

Reverse Side of Stand A formation on he 


can get this d } 


PACKARD FORMSTEEL CORPORATIG 
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Heavy-Duty Conduit Fittings 


A Full Range of Types and Sizes for Industrial Wiring 


1. FS AND FD PYLETS AND COVERS—1, 2, 3 and 4 gang, 


Accurate, malleable iron castings made : 
in Pyle-National’s own foundry. Double ; square corner types, take all standard switch and receptacle 


weather-prool protection first, galvan- plates. 
ized, and then finished with baked spray- 
ed aluminum 2. ROUND BASE PYLETS AND COVERS —Ideal for Vapor- 


tight junction boxes—Flush and surface mounting. Take stand- 
ard 4-inch outlet box cover; also vaportight fixtures, plug 
receptacles and Flexible fixture hangers. 


3. VAPORTIGHT LIGHTING FIXTURES—With heavy cast 
metal bases, weathertight sealing and sturdy guards. Complete 
line, for 10 to 200 watt lamps, for conduit or wall mounting, 
universal 4 and 5 hub types, two and three gang, handrail and 
outlet box types, also midget fixtures. 


Smooth interiors, round edges and large , 4. FLEXIBLE FIXTURE HANGER PYLETS— Universal joint 
wiring spaces prevent damage to wires. bub oll 1 of 
Ribbed sidewalls provide extra strength. ub allows easy removal! of fixture, free swing movement 
; fixture with stop to prevent wire injury, also cushion type for 
protection against vibration. Also rectangular Pylets with 
suspension hanger. 


5. CAST METAL SAFETY SWITCHES AND CIRCUIT 
BREAKER PYLETS—Heavy duty safety switches and fuse 
boxes with or without plug receptacles and circuit breaker 
Pylets with all features for reliable service under severe 
conditions. Safety switches have quick make and break, inter- 
locked cover and weathertight gaskets on both cover and hub 


Strong Domed Covers are warped and 7 
Body Cover Joints are ground flat for tight plates. Available with interlocking plug receptacles. 
gasket seal. Heavy hub sections of ample 
cross section are tapped straight and true 


with accurate, cleancut, TAPERED threads 


ee 


Refer to your Pylet Catalog 1100 for complete listings includ- 
ing plugs and receptacles —explosion-proof pylets, cord and 
cable grips — flexible conduit couplings — unions — reducers — 
elbows and grip handles — portable hand lamps. 


THE PYLE-NATIONAL COMPANY 


1352 NORTH KOSTNER AVENUE, CHICAGO 51, ILLINOIS 


DISTRICT OFFICES and REPRESENTATIVES in Principal! Cities of the United States 
EXPORT DEPARTMENT: Internationa! Railway Supply Co , 30 Church St. New York 
CANADIAN AGENT: The Holden Co , Ltd, Montreal 


PLU. and RECEPTACLES - FLOODLIGHTS - TURBO-GENERATORS + LOCOMOTIVE HEADLIGHTS - MULTI-VENT AIR DISTRIBUTION 


Dow! pin type self retaining screws pro- 
vide easy alignment of covers hold cov- 
er and gasket together during handling 
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Electrical Wholesalers’ 
BUSINESS INDEX 


THE NATIONAL MAGAZINE OF ELECTRICAL WHOLESALE DISTRIBUTION 


AM Grow Publication 


1939 1939 
AVERAGE AVERAGE 
MONTHLY MONTHLY 

SALES INVENTORIES 


Che position of these monthly index indicators is determined 
by tabulation of |} ports from an identical group 
ot wholesale distributors, located throughout the U. S. wh 


turmsh reports regularly. The figures are compiled for Exec 


rkicAL WHOLESALING by the Bureau of the Census of the U.S 
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Electrical Wholesale 
Distribution 
For the Month of March 1950 


SALES For the second 


electrical goods wholesalers registered a better than 


consecutive month sales of 


seasonal increase. March sales were 18 percent above 
February sales 
March sales 


increased 17 percent over the previous month; 


By class of house, of tull-line wholesalers 


wiring 
supphes and construction materials distributors showed 
an merease of 13° percent: a phances and specialt: 
wholesalers registered a large increase of 22 percent 


Compared with the sam ago all 


month one vear 
classes combined reported an increase of 9 percent 
Full-line wholesalers reported March sales 2 percent 
above sales of March, 1949 
struction materials distributors showed 

sales as 4 percent less than March, 1949 


Wiring supplies and con 
March, 1950 

\ppliances 
and specialty wholesalers registered a gain of 51 percent 
in March sales compared with the same month one year 
ago 


INVENTORIES \t the end of March, inventories 


(valued at cost) were reported to have increased 8 pet 
cent above the previous month 
All classes of houses reported slight increases in in 
March, 1950 


wholesalers were up 9 percent over February 


ventories for full-line 


Wiring 
supplies and construction materials distributors showed 
a l percent increase while 


Inventories of 


ippliane es and spec talty 
wholesalers reported a 4 percent increase 

However, compared with the same month one year 
ago, all classes reported decreases in inventories. Full 
line wholesalers showed a decrease of 32 percent: wiring 
supplies and construction materials distributors a de 
crease of 11 percent and appliances and specialty whole 
salers a decrease of 20 percent 


In terms of days’ supply of inventory at current rate 


of sales, March inventories represented approximately 


42 days’ supply as compared with 65 days’ supply for 


the corresponding period a year ago 


Department of Commerce. The National and Regional analyses 
which follow include the reports fr larger but 
less regularly reporting group tages arrived at 


do not always check exactly with the position 


The Editor 


LSUALINO 
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It isn’t easy to decide what type of insulation to specify 
for electrical wire and cable. But the job will be a Jot easier 
if you use the experimental and practical knowledge of American 
Steel & Wire Company engineers. These engineers know that 
varnished cambric insulation has a combination of properties that 
are unmatched by any other one insulation. 

To start with, varnished cambric is superior to rubber when 
it comes to heat resistance and load capacity—it can be used at 
operating temperatur 
dielectric strength, V 
thinner than rubber. But unlike rubber, mbric re- 
quires a waterproof covering if it is to posed to 
moisture. 

Paper insulation is more susceptible to ordinary moisture than 
varnished cambric. And, although varnished cambric is not as 
flexible as rubber, it is much easier to handle and simpler to install 
than paper insulated cables. 

Varnished cambric has one big advantage over both natural 
rubber and paper: It is not affected by oil and grease. 


OUTER COVERINGS: 
= : FINISHES: ARMOR FINISHES: LEAD SHEATHIN 
GS: 


CONDUCTORS: 


braids 
asbestos brai 
tape firefite plain 
URC i 
segmental metal t 
slowburning steel a duck tapes cannot be used 
reinforced rubber 


RUBBER SHEATHINGS: 


where lead 


stranded black wax 


flat steel tape 
interlocking 


bosket-weave 
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Cambric 


APPLICATIONS 


@ Impregnated paper is still the standard insula- 
tion for high-voltage operation and general 
power transmission. And rubber is advisable for 
most low-voltage installations—or even higher 
voltages when its moisture resistance and flexi- 
bility are particularly valuable. 

Varnished cambric follows the middle path, 
and it is often used in place of rubber or paper 
because of its properties. 

Take a high temperature, low-voltage applica- 
tion. Varnished cambric is often used in place of 
rubber because of its higher temperature resist- 
ance, and resulting greater load capacity. 


Varnished cambric is also widely used for 
medium-voltage (up to 5000 v) transmission 
lines because it is so easy to install, terminate 
and join. It is ideal for dry locations, and it can 
be used without a lead sheath because it is not 
subject to oil drainage. 

Varnished cambric is preferred for general 
wiring in power stations. Typical examples are: 
Generator leads, insulated bus bars between oil 
switches, distribution transformers, etc. Oil and 
grease resistance of this insulation also make it 
useful for motor leads and transformer connec- 
tions. 

Perhaps the most common application of var- 
nished cambric insulated cables and wires is for 
general power distribution within manufacturing 
plants . . . especially in heavy industries where 
large blocks of power are transmitted for short 
distances. Bridges, and other structures which 
require aerial cables, are often serviced with 
varnished cambric cables that have a rubber 
jacket. Rubber jackets are preferable in these 
locations because lead would probably be ruined 
by vibration. 

Always remember that our engineers are will- 
ing to help you solve any wire or cable problem 
that you may have. And there is no obligation. 
Write today for Bulletin No. 6195-A “Varnished 
Cambric Insulated Wires and Cables.” 


AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA STEEL COMPANY, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 


TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM, SOUTHERN DISTRIBUTORS | 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


American Varnished 
Cambric Cables 
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Electrical Wholesale Distribution 


REGIONAL ANALYSIS 


RB REGIONS and with all classes of houses com- 
bined sales increases over the previous month were 
reported in every division ranging from 11 percent in 
the West North Central area to 26 percent in the New 
england section 
Cumulative figures for the first quartet 
March, 1950) compare d to the corresponding period in 
1949 showed increases in all regions except the West 


( January- 


North Central which reported a decrease of 10 percent 
ind the West Sout! percent 
On a comparative basis with March, 1949 an over-all 
increase of 9 percent was reported with only two regions 
registering decreases, the West North Central showed 
a 10 percent drop and the West South Central a one 
New England reported the largest 
percent, in| March 


Central a decrease of 6 


percent decrease 
increase, 2] 1950 sales compared 
with March, 1949 

Inventories on a regional basis conformed to the na 
tional average with the West South Central showing 


the largest increase, 25 percent 


MARCH, 1950 


Figures in this table apply to the geographic divisions 
as outlined and numbered in white on map above. 


SALES INVENTORIES 
March 1950 March 1950 
Compared in °/, with Trading Compared in °/, with 
Feb. Mar. Region Feb. Mar. 
(See Map) 1950 1949 
—37 
—32 
—29 
—30 
—29 
—22 
—22 
—24 
—34 


nN 


— 
++++4+444 


STATES COMPRISING GEOGRAPHIC DIVISIONS: RI 
GION 1-—Maine, N. Hamp... Vt. Mass.. R Conn.; REGION 
2—N. Y.. N. J., Penn.: REGION 3—Ohio, Ind... 


REGION 4-Minn.. lowa, Mo., N. Dak., S. Dak... Nebr., Kans 
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Ill., Mich., Wis. ; 


REGION 5—Del., Md., D. of 

Fla.; REGION 6—Ky, Tenn., Ala 
La.. Okla.. Tex REGION 8—Mont, Idah 
N. Mex., Ariz., Utah, Nev REGION 9—Wasl 


Mis REGION 7 
W vo., 


Ore Calit 
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MONT 

5. C., Ga 
Ark., 


--«- about LIGHT! 


DO YOU KNOW ... that with ADVANCE’S 
SLIMLINE E.T.L. BALLASTS, each lamp 
operates independently. Failure of one 


lamp does not affect the other lamp. This 
is not true with series-sequence 
type ballasts. When one 

lamp goes out the other 

will either go out too, 

or barely glow! 


1. Customer saves time loss of inspec- 
tion. Replaces burned-out lamps 
without delays and loss of effici- 
ency. ADVANCE SLIMLINE 
BALLASTS SAVE YOUR CUS. 
TOMER MONEY 


- When a lamp failure occurs the 
other lamp will continue to supply L A Be 
light at maximum efficiency. This 
permits lamp change-over at the 


users’ convenience thereby D Be N O T 

eliminating interference with nor- 

mal customer operation 
. Customer resistance di sappears A F CT the OT R L A Pp 

when ADVANCE SLIMLINE 

BALLASTS are specified. Lighter 


EACH LAMP OPERATES INDEPENDENTLY 
LOWER MAINTENANCE—LIGHTER WEIGHT 
COMPETITIVELY PRICED 


Apvance STROBOSCOPIC CORRECTED 


All mounting centers for 72” and 96” lamps 


T Q n S 0 m 3 interchangeable on 200 — 300 —430 m. a. 
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Mr. A. M. Reeder (left), Purchasing Agent, Tristate Electrizal Supply Company, Baltimore, Md., on a tour of 
the Roebling Buckthorn plant with Mr. J. L. Unsworth, Manager of Roebling’s Philadelphia Branch office. 


“It’s only natural that your building wire 


sales are climbin 


ROEBLING BUILDING WIRE sales are on 
the up and up the country over, and a visit to 
the Roebling plants quickly shows why. Spe- 
cial techniques and machines, plus painstak- 
ing care in every manufacturing step, combine 
to assure quality products of unsurpassed 
dependability. Pictured above, a precision ma- 
chine is paper-wrapping wire for Roebx Non- 


Metallic Sheathed Cable. 


g.” says Mr. A. M. Reeder 


The same sort of engineering and production 
skill is applied to the whole Roebling line of 
wires and cables. From their copper conduc- 
tors drawn in Roebling’s own mill to their pro- 
tective coverings, they are the finest products 
that you can sell...and they're priced to assure 
you real profits in a competitive market. In ad- 
dition, Roebling advertising and prompt ware- 
house service are invaluable business builders. 
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ROEBLING BELIEVES in advertising, and main- 
tains a big advertising program that is directed to 


every one of your customers and prospects. All of 
them see full page advertisements, in color, in the 


trade papers, and read about the extra value and 
economy of Roebling wire and cable. Another series 
of advertisements, in Fortune, Newsweek and Busi- 
ness Week reaches business owners and executives 
and helps increase the demand for Roebling quality 
products. 


THE ROEBLING LINE includes more than 60 
types of electrical wires and cables, in a wide range 
of sizes, constructions and standard insulations: 


Bare Copper Wires RoerreNne Mining and 
and Strands Mining Machine Cables 

Weatherproof Wires Roeciap Portable Power 
and Cables Cables 

Magnet Wire 

Building Wires 
and Cables 


Roewe.p Welding Cables 
Rubber and Snythetic 


Power Cables 
Service Entrance 


and Drop Cables V. C. Wires and Cables 
Flexible Cords Parkway Cables 


ROEBLING WAREHOUSES are located at impor- 
tant points throughout the country, so that every 
wholesaler can be served in the shortest possible 


time—a big help in satisfying customers! 


Visit Roebling’s convention headquarters 
Conference Booth #76 


NATIONAL ASS‘N OF ELECTRICAL DISTRIBUTORS 
or Suite 108-109, Claridge Hotel, Atlantic City 
JUNE 11-16, 1950 


FOR ELECTRICAL WIRES AND CABLES... lodey its — 


JOHN A. ROEBLING’S SONS COMPANY, TRENTON 2, N. J. 


ROEBLING 


dtlanta, 934 Avon Ave. ® Boston, 51 Sleeper St. * Chicago, 5525 W. Roosevelt Road * Cincinnati, 3253 Fredoma Ave. * Cleveland, 701 St. 
Claw Ave. N. EB. ® Denwer, 4801 Jackson St. ® Houston, 6216 Navigation Blvd. ® Los Angeles, 216 S. Alameda St. ® New York, 19 Rector St. 
* Philadelphia, 12 3. Twelfth St. Portland, 1032 N. W. Lith Ave. * San Francisco, 1740 Seventeenth ot. * Seattle, 90 First Ave. 
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by 
Good Housekeeping 

roval 
THE Original siass-t0° FUSE 


.. and LEADER ever since! 


ROYAL-NOARK CARTRIDGE FUSES 


Never before a renewable fuse so easy to renew 


. so easy to assemble! 


ROYAL-NOARK CARTRIDGE FUSES 
5 ways better....on the INSIDE.... 


where it counts! 


WRITE FOR CATALOGS 


PLUG FUSES * CARTRIDGE FUSES 
FUSTATS © WIRE * CORD SETS © TROUBLE LITES 
DECORATIVE CHRISTMAS LIGHTING 


ELECTRICAL WHOLESALING—June, 1950 


es \ <2 
4 
= 
2 
(ie 

> 
38 
a 
A 
AS 
4 
G 
: 
wa 
paw 
e 
62 


FITTING 


you need — in the y, 


The conductor fittings shown 
here can only suggest the wide 
variety. You'll find practically every 
good type, in a complete range of sizes 


New connectors are constantly being 
added - - so when you need a special 
fitting for an unusual service, tell us about 
it. Most likely we have exactly what 


you want. 


Better design is a Penn-Union feature 
that you Il appreciate. For exan p le, note 
the large gripping surfaces for wrenc he Ss, 


hown in the 


on the service connector s 
ipper left corner. When you use any 
Penn-Union fitting, you are sure that 
it 1s dependable -- mechanically and 


electrically. 

Preferred by Leading Users, who have 
found that the ‘'Penn-Union’’ mark on a 
connector is their best guarantee of 
unfailing service. 

Sold by Leading Wholesalers 


PENN-UNION ELECTRIC CORP. 
ERIE, PA. 


Canada: Dominion Cutout Company, Ltd., 
250 Richmond St. West, Toronto 


THE Complete LINE OF 
CONDUCTOR FITTINGS 
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®@ Switch and two se 


Actually 3 fittings in 1... Each Appleton Type 
“ARTC” Seal-Line Switch “Unilet” takes t 
place of a switch housing and two iodlien 
fittings; saves time on the job, improves ap- 
pearance, make the installation safe and sure. 

Middle, explosion-proof switch chamber 
sealed at Fay torte tightly and permanently. 
No additional sealing is necessary, no sealing 
fitings or accessories. Line wires are drawn 
into upper and lower junction chambers 
and connected direct to terminals. The 
“Unilet” itself is a combination switch housing 
and sealing unit. 

Furnished with circuit breaking switches. 

Don't take chances in hazardous locations! 
Specify Appleton Explosion-Proof Equip- 
ment! All sturdily made of MALLEABLE 
IRON ... light, smooth, unbreakable... All 
Underwriters’ Laboratories approved. 


WH 


fling fittings in one 
® No additional sealing required 
® No extra sealing fittings to install 


In the COMPLETE APPLETON LINE there 
is a fitting exactly designed, precision made, 
to meet every wiring requirement . . . 
a fitting fully measuri 4 to the Appleton 
reputation: ‘STANDAR! FOR BETTER 
WIRING!” 


Sold Through Electrical Wholesalers 


APPLETON ELECTRIC COMPANY 
1734 Wellington Ave. ¢ Chicago 13, Illinois 


Branch Offices: NEW YORK, 50 Church St. © DETROIT, 3049 £. Grand 
Bivd. © CLEVELAND, 1836 Euclid Avenue ® SAN FRANCISCO, 655 
Minna St. ¢ ST. LOUIS, 227 Frisco Bidg. © LOS ANGELES, 100 N. Sonta 
Fe Avenue @ ATLANTA, 724 Boulevard, N. E. © BIRMINGHAM, 429 
Brown-Marx Bidg. © MINNEAPOLIS, 305 Fifth St, S. © PITTSBURGH, 
414 Bessemer Bidg. © BALTIMORE, 100 East Pleasant St. * BOSTON, 
10 High Street ¢ DENVER, 1921 Blake Street © PHILADELPHIA, 1017 
Cherry Street © CINCINNATI, 626 Broadway * HOUSTON, 738 M. & 
M. Bidg. © HAVANA, Cubo, Malecon No. 9 
Resident Representatives: Bingh Dallas, | Kansas City, 
Orlando, Milwaukee, New Orleans, Seattle © Export Representatives: 
international Standard Electric Corp. 67 Broad St, New York 4, N.Y. 
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Pat. July 23, 1940 
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Washingtou 


WHOLESALING IS BIG BUSINESS, Preliminary reports from the 1948 Census of Busi- 
ness show the tremendous growth of the wholesaling business in the ten years 
1939-48. While separate figures for the wholesaling trade in the various classifica- 
tions such as electrical goods are not yet available the totals for all groups, just 
released, are very impressive. 

Total number of wholesaling establishments increased by 241,000, up more than 
20 percent from 1939. Total sales climbed from $55 billion in 1939 to $185 billion 
in 1949, up 237 percent. Number of employees for the whole industry increased 
from 1,605,000 in 1939 to 2,340,000 in 1948, up only 45 percent, while payrolls 
skyrocketed from $2! billion to $8 billion, up 220 percent from 1939. 

Obviously right across the board payrolls are taking an increased share of the 
wholesaler’s narrow margin between his cost—set by the manufacturer—and his 
selling price—set by his competition—and this will increase the need for manage- 
ment to trim other operating costs wherever possible. 


CRUTCHES FOR SMALL BUSINESS. [Evidently impressed by the vote-getting potentials 
of any activities that can be tagged as aids to small business, the Administration 
seems to have passed the word along that every Government department that can 
establish some kind of a hook-in, should publicize its efforts in behalf of small 
business whenever possible. 

The Department of Commerce is publishing daily summaries of governmental bid 
invitations, distributes them to hundreds of offices across the country, mainly its own 
offices and local Chambers of Commerce. 

Congress is struggling with a Truman proposal for legislation that would provide 
(1) Government insurance of private bank loans up to $25,000 for not more than 
five years. (2) Federal chartering of new “investment companies” or capital banks 
which—in return for special tax considerations—would make risk capital available 
to new and independent business that can’t get money elsewhere. (3) Authorize 
Reconstruction Finance Corporation to make more loans on easier terms. 

The highly selective Navy Department even tried to split up a large order for 
shoes, gave two small manufacturers a slice at a price higher than that of the lowest 
bidder BUT—the Comptroller General promptly slapped the idea down—reminded 
procurement officials that the basic rule still provides that contracts must go to the 
lowest bidder. 

Chances are that efforts to aid small business will include breaking down calls 
for bids into smaller lots and decentralizing purchases wherever possible, all of 
which will make good reading for the little fellows. 

Meanwhile—that proposal for Government insurance of loans up to $25,000 may 
get through Congress—and there’!l be no veto. 


ILLEGAL PICKETING, The U.S. Supreme Court recently rendered a decision, upholding 
the picketing control laws of the states of California and Washington, which 
strengthens substantially the right of individual States to regulate picketing activities 
within their borders, 

This particular decision says that State laws may prohibit picketing your business 
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if the union is trying: (1) To force you to observe certain closing hours set by an 
association. (2) To make you sign a contract when your employees do not want the 
Union, (3) To make you employ Negro clerks because you get Negro patronage. 

Considering the present complexion of the Supreme Court and the obvious lean- 
ings of the Administration, the decision came as a surprise. 


ANTI-TRUST ADVICE—GROUND RULES. Trends observed in the operations of the new 
department set up within the Anti-Trust Division of the Department of Justice, for 
giving businessmen advice as to the propriety of marketing plans that they wish 
to put into practice, indicate that procedures follow somewhat of a pattern. 

The ground rules appear to be substantially as follows: (1) The proposed plan 
must be submitted in writing. (2) The plan must not have been put in operation 
previous to the consultation. (3) The plan must have no incomplete or “open end” 
provisions. (4) If the plan looks as if it might involve or lead to violations of the 
anti-trust laws they will tell you so and then it’s up to you as to whether to bury it, 
hatch a new one, or try it anyhow—at your own risk. 

If the plan looks all right, they will give you a letter to that effect and a promise 
not to bring a criminal suit against you. BUT the department would still have the 
right to file a civil suit against you if (a) the idea worked out different than was 
explained or (b) if you went beyond the limits set in the proposal that was okayed. 

No matter which way you turn it, the department will have its eye on you and 
the interpretations put on your original plan as well as on your subsequent actions 
will be made within the frame-work of departmental policies. 

The moral is: CAUTION. 


SUPER HOUSING BOOM, Official figures show that the first three months of 1950 
saw housing “starts” totals mount up to represent Fifty Nine Percent of the 12- 
months 1949 record total—and at this writing no real slackening has been noted. 
Figure out what that means in terms of entrance and roughing-in materials, fixtures, 
appliance markets. 

And still the price cutters are busy—blindly and slowly but surely cutting their 
own throats. 


WHITHER BOUND? The Government is seeking a Federal Court order, telling General 
Electric Company that it must reduce its production of electric light bulbs by Fifty 
Percent, The same division of the Government is trying to have the Great Atlantic 
and Pacific Tea Company divided into a miscellaneous assortment of separate 
entities. Also the entire steel industry is virtually at the bar, with the obvious 
objective of the Government fixers to “make little ones out of big ones.” 

The same Government has just issued a special ruling permitting the faithful of 
the party to deduct from their tax bill any contributions made to finance its “Jeffer- 
son Jubilee”, staged in Chicago recently, just as it did on the $500,000 raised at the 
$100.00 per plate Jackson Day dinner at Washington which was also put into the 
“tax deductible” classification by the Internal Revenue Bureau—along with contri- 
butions made to your church and recognized charitable institutions.—In the words 
of an acute Washington observer, “that’s simply tearing down the builders and 
building up the spoilers, and—where does it lead us?” 


A PHOENIX RISES. [he appointment of Stuart Symington, former Secretary of the Air 
Force to the chairmanship of the cabinet-level National Security Resources Board 
was not just a way of putting him on the shelf. 

Symington may be expected to become very active, spearheading all activities 
in planning how the country should be organized for fighting the next war, with 
other cabinet officers at his beck and call, merely as members of the team. 
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NOT TOO MUCH... 


BUT THE RIC LIGHT 


FOR EVERY INDUSTRIAL NEED... 


APPLETON LIGHTING EQUIPMENT 


Here's lighting equipment that is designed for quick, easy and 
economical installation . . . that provides lasting, trouble-free, low- 
cost operation . . . that blankets every industrial illuminating 


requirement, whether indoors or out. 
With Appleton Lighting Equipment you are assured of the utmost 
in illuminating efficiency . . . good light without uncomfortable 
glare or troublesome shadow. Appleton vitreous-fired porcelain 
enamel reflectors diffuse light generously, utilizing full power of 
the lamp, providing evenly distributed light over wider areas. 
Sectionalized construction of Appleton Lighting Equipment 
assures easy Cleaning and re-lamping. Rugged, weather- 
proof finish and materials mean longer life, greater 
is adaptability. For the finest in lighting equipment, specify 
Appleton—Standard for Better Lighting. 


' Sold Through Electrical Wholesalers 
APPLETON ELECTRIC COMPANY 


1734 WELLINGTON AVENUE * CHICAGO 13, ILLINOIS 


50 e DE 4 Biv 


Branch Offices: NEW YORK ase 
A se @ SAN FRAN te 


Resident Representatives: 8 
New Seatte Export Representatives 


Indvetrialite High Meunting Fixture 
For use in railroad yards and roundhouses, 
steel mills, foundries, hundreds of industrial 
installations. 


New Vented Type EV 

Exp on Proof Fiature 
Sturdily built of tough, malleable iron, this 
fixture provides sofe superior illumination 
for hazardous locations. 1O% greater light, 
30% lighter in weight— cooler operating! 


Type EFU Explesion-Proof Fixture 
Up-to-the-minute version of the first fluores- 
cent lighting fixture ever to be developed. 
May be hung vertically or ot 45-degree angle. 


WRITE FOR COMPLETE 
CATALOG INFORMATION 
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Wagner Malleable 
The Steelduct Company 


National Pro 
Right In The 


erectR! 


WHOLESA 
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Free samples of SNAPX onnectors- 


oday for your 


write t 


GALVA. 


GET ACQU AINTED WIT H 
THE NEW FITTING FOR ‘50! 
DISTRIBUTED BY 
The M. 8. Austin Company: _ , Booth No. 195 
Clayton Mark & Compony _ Booth No. 196 
Clifton Conduit Company, Booth No- 223 
Enameled Metals Company Booth No. 155 
starts With The Ad Shown At 
j July Issues Of These 9 Publications: 
WETHUL 
Toul 
aXe CAL Ww 
HOLESALING—J 


COMPRESS spring clip that holds 
cable. 


SNAP IN to box knockout and the 
cable is set — the job done! 
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The Entirely New Connectors For 


Armored and Non-Metallic Cable 
That You Just Snap Into Place! 


SNAPX is the new cable connector that is installed without 
tools. There are no nuts or screws to tighten. Just compress, 
snap it in place and it’s set. 


To try it is to buy it. See how easy SNAPX is to use! Write 
today for your free sample, giving the name and address of 
your electrical wholesaler. 


i 
4 
4 
iG 
INSERT cable in SNAPX connector. 
ES 
: GALVA,* ILLINOIS 
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New Recessed Troffers 


“BLOCKS OF LIGHT” 
that adapt themselves to Gfoujr nevis 


GUTH LITE-BLOX fit the job 
instead of making the job fit the 
fixture. Call your nearest 

GUTH resident engineer today, 
or write for Bulletin 869-G. 
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on the boards:> 


LITE-BLOX give the designer modular 


coordination...infinite freedom to use any 


pattern based on 12” grid. New tailored trim 
(in a choice of smart plated finishes) gives 


“Hand-Crafted” appearance 


in the lightmeter: 


LITE-BLOX give the engineer practically any 


footcandle level or quality of light 


24 sizes of standard and slimline lamps 


a wide range of diffusing and shielding media 


on the job:> 


LITE-BLOX give the contractor unequalled 


installation speed and economy. “One-man” hanging 
with QM Brackets. Complete units ready to mount... 


no joiners. Exact footlengths...no trimming. 


in the stockroom: 
LITE-BLOX give the wholesaler o basic 


“packaged” unit that is quickly convertible from 


flange to teebor or vice versa. 
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Fast-Acting on Overload 
or Stalled Rotor Conditions 


It's a real sales point—improved thermal 
overload device is factory-calibrated to 
follow normal heating curve of motor. 
Handles both overload and stalled rotor. 
Trips promptly—the higher the overload, 
the faster the response. 


it’s Even Hard for the Operator to Do Wrong 


No parts to replace after overload, Contacts cannot be held closed 
against overload. ON, OFF, RESET positions clearly indicated on tog- 
gle types; START and sTOP on push-button types. Resetting direc- 
tions clearly visible on both types. Line and load circuit numbers on 
barriers between contacts. Cover and toggle can be locked. 


TRUMBULL (T) ELECTRIC 


But It Won't Act 
When It Shouldn't 


A feature worth pointing out—unique 
latch mechanism minimizes false trip- 
out—a trigger mechanism gives posi- 
tive quick-acting tripping on over- 
load. Reacts only to bending of heater 
strip, not to vibration or knocks. And 
metal guard protects toggle or push- 
button from accidental operation. 


PT Means “Push-button or Toggle” 
... in All Sizes 


Carrying Trumbull’s pT Starter means you can satisfy re- 
quests for either push-button or toggle . . . general- 
purpose, water-tight or explosion-proof enclosure. Like 
other Trumbull products, the pT is backed by national 
advertising and a solid merchandising program. 
THE TRUMBULL ELECTRIC MANUFACTURING COMPANY, 
Plainville, Conn, 


TRUMBULL’S TRAINLOAD OF NEW PRODUCTS 
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and two newly-formed cooperatives. More 


REA Marks 15th Anniversary 


have been received and are being con 


sidered by REA 


With Review of Activities ss was authorised 


the rural telephone amendment to the 
Rural Electrification Act, enacted October 


Miles of power line put into operation by borrowers of the Ru- 
28, 1949. The program follows closely 


ral Electrification Administration total a million; number of 


the REA pattern for electrification loans 
consumers is 3.2 million. Loans total more than $2.1 billion 


: Three Electrical Products 
ASHINGTON—The Rural Elec- growing, and it is far exceeded on many ‘ee 1 
trification Administration marked  ‘ndividual farms in areas where sufficient W m Home Safety Awards 


its 15th anniversary with the announce- power is available at low cost so that the EW YORK 
ment that its borrowers recently had put farmers can fully utilize it 


Primarily because of 
their effectiveness in preventing 


into operation their one millionth mile of Commenting on REA’s new lending common cause of accidents in the home 


power line and brought the number of — program for the expansion and improv 


three electrical products won awards at 


rural consumers receiving electric sery ment of rural telephone facilities, Mr th Home Safety Awards Dinner 


ice to 3.2 million. Wickard said loan allocations totaling d recently at the Waldorf-Astoria 


In making the announcement, Claude $778,000 already have been approved | Hotel in this city and sponsored by Lewis 
R. Wickard, REA administrator, said an the agency to five commercial companie ( 


(Continued on page 142) 
estimated 85 per cent of the nation’s 


farms are now receiving central station 
electric service, as compared to about 11 
per cent when the REA program was 
created May 11, 1935. 

In the past 15 years the Rural Elec 
trification Administration has made loans 
totaling more than $2.1 billion to more 
than 1,067 locally-owned business groups 
Most of the REA borrowers—some 977 
are farmer-owned electric cooperatives 

“With the construction of new facil 
ties moving at a rapid rate, the area 
coverage pledge of REA borrowers to 
make electricity available to all rural peo 
ple in their service areas is progressing 
very satisfactorily,” Mr. Wickard said 

He warned, however, that the job of 
bringing service to an estimated 900,000 
farms and thousands of non-farm rural 
establishments would become increasing] 
dificult. This is because the areas vet 


to he reached 


less density of population In addition, J. A. JUDGES— Meeting at Junior Achievement headquarters in New York 
adequate low cost power is difficult t recently, members of the Junior Achievement Committee of the National 
obtain in most instances Association of Electrical Distributors selected the best electrical product 

Mr. Wickard pointed out that the na submitted by J. A. companies in a national contest, the winner of which will 
be announced at NAED's convention at Atlantic City. From left to right 
are: Earl O. Shreve, national president of Junior Achievement; F. E. Stern, 
Stern & Co., committee chairman; Albert Pfaltz, NAED public relations 
manager; Herbert Metz, Graybar Electric Co.; Chas. G. Pyle, NAED man- 
aging director; D. Lyle Fife, Fife Electric Supply Co. Other members of 
NAED's J. A. Committee are E, B. Ingraham, Times Appliance Co., and 
‘his figure,” he said, “is constantly A. H. Kahn, General Electric Supply Corp. 


are more tsolated and have 


tional average of power used on REA 
financed lines during the month of 
December, 1949, was 141 kilowatt hours 
per farm nearly times the average 
im December, 1941 
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—we have it 


in STEEL 


2 
RAINTIGHT CONNECTOR 
FOR E. M. T. Write for a sample and o folder 
describing all sizes %” to 2”. 


FORMED STEEL BODIES . for strength and uniformity 

FORMED STEEL GLANDS for strength and clean cut threading 
EXTRA WIDE SYEEL LIPS for long support, great rigidity 

DOUBLE THICK STEEL BUSHING for velvet smooth protection of insulation 
HARDENED STEEL LOCKNUT for certain holding and positive grounding 


This remarkable improvement in connectors holds when only finger tight. The electrician doesn't need 
three hands nor two wrenches. He tightens the gland nut only. The novel two-in-one action of the 
connector tightens the locknut on the box automatically as the gland tightens on the tube 

Cat. No. 5121 is the 2" Steel Connector for E. M. T. 

Cat. No. 5120 is the companion piece, the 2” all-steel Coupling for E. M. T. 


With their bright Tabolite finish these fittings are ideal for use in the weather or buried in 
concrete. Their unusual length, compared with ordinary connectors and couplings, insures 
unusually rigid E. M. T. 

It's the Installed Cost That Counts 


THE THOMAS & BETTS CO. 


INCORPORATED 
ELIZABETH 1, NEW JERSEY 
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1900-1950-2000 


Electrical Wholesale Distribution 
At The Halfway Mark 


Since time immemorial man has been wont to 
tarry at the halfway mark of a journey, a task, 
or a period, not just to trace once more in mind 
the pleasures had and dangers safely conquered, 
but searching records of the course traversed, 
for marks that spell a vision of the future. 

Arrived at the halfway mark of this, the 
lwentieth Century, we who are concerned 
with electrical wholesale distribution have par 
ticular cause for tarrving, since simultaneously 
with the birth of this century our industry re 
corded its first consciousness as a separate 
entity. 

All through the intervening years the cen- 
tury and we have romped along together, 
through bad times and good, sometimes shaken 
to the core and almost blown off the map by 
wars or economic upheavals but, as youngsters 
are wont to do, we were always ready to 
bounce right back into action, pushing forward 
and upward, buoyant and eager to try for a 
new set of records 

Having tarried at the halfway mark of the 
Twentieth Century, the editorial staff of ELEc- 
PRICAL WHOLESALING now presents in the fol 
lowing pages a brief history of the course 
traversed by the industry of electrical wholesale 
distribution in its first fifty vears 1900 to 1950 
Nor could the urge be stilled to search the 
records of the first half for enough marks to 
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spell a vision of the future-—the second half of 
the Twentieth Century 

It is hoped that this Twentieth Century of 
ours and our industry will continue to romp 
along together through the next 50 years with 
out collecting too many disappointments and 
scars along the way. 

Having dared to put in print a projection of 
the heights to which events of the future might 
have pushed the various indicators of growth 
economic and otherwise—by the time the world 
heralds the event of the next century, it is hoped 
aiso that the estimates here presented will not 
be found too far away from the peaks actually 
achieved by the year 2000 

Finally it is our fervent prayer that through 
the next fifty years a state of reasonable peace 
and prosperity may prevail in our land, so that 
the development of all our potentials in social, 
industrial and economic growth which the fol 
lowing projections anticipate may proceed with 
out serious challenge or interference from 
forces either within or without our borders 
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AD 1900 


BVIOUSLY the 


what we 


status of 


know today as the 


industry of electrical wholesale 


distribution and what at the begin 
ning of the 20th century was known 
as the electrical jobbing business can 
be better understood by the whole- 
saling industry of 1950 as a whole 
if we first take a quick glance at the 
status of the entire electrical indus 
try at the turn of the century. 

With no better authority than the 
leading trade journal of the period 
“The Electrical World and 
Engineer” to draw upon, a scanning 
of the 1900 


( lear ly 


namely 


volume for the 
that the 
itselt 
velopments in three major markets, 


year 


indicates electrical 


industry concerned with de 


namely, the telegraph and telephone, 


electric light and power, the 


electric railway. It deserves particu 


NEWS NOTES FROM 


lar notice that all three branches 
represented public utility operations 
and that the application of electric 
power in industry and commercial 
buildings was limited and in institu- 
tions and particularly the home it 
was confined chiefly to the telephone, 
electric light, and such signalling 
applications as door bells and buz- 
zeTS 

Some attempts were being made 
to apply electricity to vehicles and 
at the first automobile show held in 
Madison Square Garden on January 
27, 1900 there number of 
battery driven carriages offered for 
sale. \lso where storage batteries 
had just achieved a reasonable de 
gree of efficiency and life, there were 
about what the 
then new submarine Holland might 


were a 


some calculations 


foreshadow in the way of a big mar 


COVER from an electrical catalog of the “Gay Nineties.” 


ket for submarine battery equipment, 
supplemented by the increasing 
power-generating dynamos 

Looking at volumes of the electri- 
cal trade press of 1900 now after 
one half of a century has passed, 
some of the items then featured in 
the news will serve to paint the con- 
trast between then and now and at 
the same time reflect the remarkable 
progress that the industry has made. 

Incandescent lamps had just gone 
through a series of tests which 
showed that in ten vears the quality 
was improved so that after 500 
hours service the then so-called car- 
bon lamps had lost only 20 percent 
of their efficiency instead of approxi- 
mately 30 percent ten pre- 
viously, and the lamp life was getting 
close to 700 hours. 

In Boston two trolley car motor- 
men from their 
church for having run the trolley 
cars on Sundays, while a recognized 


years 


were suspended 


authority on Catholic theology had 
just given recognition to what then 
was still considered much of a new 
fangled device, when he published 
the opinion that “a priest might give 
absolution by telephone, under con 
ditions, to a person taken suddenly 
il, who 


danger of 


has been mminen 
death.” 

\lso in Boston there was a report 
that consumption of gas had declined 
2 percent as a result of electric light 
competition 

Phe Schlitz Brewing Company ot 
Milwaukee broke into the news with 
purchased electric 


having motors 


aggregating 48 horsepower and the 
St. Louis correspondent reports that 
“little is doing among the electrical 
supply houses. At present they are 
all taking stock in order to be ready 
for business when the spring season 
opens.” 

Che Electric 


of Chicago, then one of the largest 


\pphance Company 


supply houses in the country, 


that 


reports 
after exhaustive tests a large 
meat packing concern has adopted 
Paranite rubber-covered wire for i 
installation, and the Cutler 


large 
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Hammer Manufacturing Company 
finds business increasing so fast that 
it is going to have a three-story addi- 
tion to its plant. 
Standardization of copper 
stants was actively promoted and the 
question of whether aluminum wire 
could replace copper for telegraphic 
lines was under discussion, 
Electricity in the home was seri- 
ously thought about and one article 
states “as to electrical heating and 
cooking for domestic purposes, it is 
that with current at two or 
three cents per kilowatt hour, the 
cost of heating houses or cooking 
meals throughout, will not be exces- 
sive, provided some other means is 


con- 


said 


adopted of heating the large quanti- 
ties of water required for washing, 
baths, etc.” (In 1949 the average 
price of electricity paid by residen- 
tial customers in the U. S. 
cents per kilowatt. ) 
Functioning in one of the ancient 
duties of a jobber, the Electric Ap- 
pliance Company of Chicago re- 
ported that the factory making watt 
would be built to turn 


was 2.96 


meters now 


NOVELTY ELECTRIC COMPANY 


Electric Cas Lighting Supplies. 
LIGHTING AND EXT! 


KEYS FOR AUTOMATIC BURNERS 


out meters so as to fill orders 
promptly. 

E. B. Latham and Company of 
New York reported having a fuli 
line of electrical novelties, at once 
practical, economical and 
ornamental including flash lights, 
electric walking canes, search lights. 


useful, 


gas lighters, night lights, candles, etc. 
It also announced that a general 
catalog of electrical supplies could 
be had on application 

The revolution in 
power applications 1s 


approaching 
forecast by 
an article that emphasizes “the losses 
due to belts and pulleys can be pre 
vented by the use of individual elec 
tric motors.” 

\ commercial review of business 
in 1899 emphasizes “in the electrical 
field the output of the vear is found 
to have been enormous. The Gen- 
eral Electric Company alone places 
its sales at not less than $25 million. 
\nother manufacturer informs us 
that his figures show a 60 percent 
increase over the preceding year.” 
(In 1949 the sales of General Elec 
tric Company were $1,613,600,000. ) 

Copper is quoted firm at 16% 


cents per pound and sheet brass at 


1634 cents. 

The Chicago Electrical Associa 
tion is already in existence and ts 
holding regular monthly meetings. 

Are lamps represented big busi 
ness and the largest supply deale1 
of the period announced proudly that 
it has taken on the distributorship of 
the Adams-Bagnall line. 

he Edison plug cut-out or fuse 
plus is celebrating its twentieth year 
of existence and is hailed as the most 
popular and most generally approved 
device for protecting 125 volt cir 
cults. 

The Western 
Company in St 


klectrical 
Louis has issued a 


Supply 


catalog of 40 pages devoted exclu 
sively to bell pushers, push buttons, 
and door bell accessories. 

The National Electric Light As 
now known 
Edison Electric Institute an 
23rd convention for 


sociation 
as the 


nounced its 
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AD 1900 
USTRY 


May, 1900, with hotel rates at the 
\uditorium Hotel in Chicago $3.50 
to $5.00 per day including meals and 
for rooms without meal, $2.00 to 
$4.00 a day. 

lhe Chicago Fuse Wire and Man 
ufacturing announced a 
special catalog and proudly stated 
that the goods are sold through the 
prominent jobbers and dealers in 


Company 


electrical goods. 

From the overall standpoint the 
electrical news of the day shows a 
constant flow of new concerns enter- 
ing the field, such as electrical power 
telephone companies, 
trolley or street railway companies, 
and electrical manufacturers and the 
feature articles in the trade papers 


companies, 


are devoted to the engineering prob- 
lems in connection with those indus- 
tries 

Qn rare occasions one of the “job- 
bers” or “supply dealers” gets into 
the news because he reports receipt 
of some unusual order or having re- 
ceived a stock of some new electrical 
product for which there is expected 
to be a good demand 


HOTEL ANNUNCIATOR—WITH GUEST CALL ANDO FIRE 
ALARM ATTACHMENT 
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Wholesale Distribution 
“Gets Its Wings” and 


By O. Fred. Rost, 


Editor 


Jobber 
and 


Hi Electrical Supply 
achieves national identity 
recognition. 

In the process of evolution of the 
electrical industry first recognition 
of a need for an intermediary 
agency that would perform the dis- 
tribution function for the  prod- 
ucts of the electrical manufacturers 
reached a point of definite crystalli 
zation approximately two years be 
fore the turn of the century. It is 
how the records 
sages in 


interesting to note 
of the meetings of the 
the wholesale products distribution 
branch of the industry then held in a 
single room of the Great Northern 
Hotel in Chicago stand in rather 
striking and highly dramatic contrast 


to the great national conventions of 
today’s National Electrical Distribu- 
tors Association which draw the 
attendance of two or three thousand 
persons 

Like many other important and 
historical events set in motion by 
one man, so the need for some ve 
hicle of cooperative action in the 
electrical wholesale field sparked in 
the mind of one man, namely W. N 
Matthews, then of the St. Louis 
Electrical Supply Co., 911 Market 
St., St. Louis, who later became a 
manufacturer and president of the 
W. N. Matthews Corp. According 
to all available records, it was on the 
4th day of December, 1897 that a 
hot piece of news from one of the 
electrical supply manufacturers made 
Mr. Matthews generate the idea 
which became contagious among 
men in the electrical supply field and 


spread across the country with ut 
most rapidity. 

Shortly before that date the porce 
lain manufacturers had put out a re 
vised price list, increasing the cost of 
porcelain knobs 20 percent. On re 
ceipt of this information, Billie 
Matthews walked around the corner 
to the office of the Western Electri 
cal Supply Co., and inoculated Rover 
V. Scudder, factotum of the place 
It seemed simple and obvious t 
Billie that, inasmuch as the porcelais 
had advanced their 
it would be necessary for the 
same thing. That 
was way back when jobbers bought 
No. 4 porcelain knobs at $1.65 per 
thousand, f.o.b. factory, paying 
freight, crating, cartage and break 
age. When, by fortune, an 
order for a 100 or a 1000 came in, 
the knobs carefully counted, 


manufacturers 
prices, 
jobbers to do the 


were 


Ornamental Metal Push Buttons. 


NOVELTY ELECTRIC 


Caiffe Pocket Medical Battery. 


ng currents. vit 
Na 211 =Doable Cover Gaifle Sytem, Battery, corre 
he grant of the two 


NOVELTY COMPANY 


The "Novelty Improved Plug Cut-Out, 


GROUND SWITCH AND LIGHTNING ARRESTER 


ADOPTED BY THE PENNA BR R CO 


Tre ut shows fou 
wo 


plage, cach 


NOVELTY PLATE LIGHTNING ARRESTER 


Very Heavy, with Ground Connection st cack ond. 


An and Cheap Article for Amateurs and al! Short Linse 
Price, with 
Pings, 


Come 


— 
if 
Cf / \ - 
f 
No —Single Cover Geiffe Systew Battery. producing wo currents 
‘ parr alk conducting corde Mounted highly polished maker 
a Cut-Out ond Ground Wire Seiten 
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of Electrical Products 


—Sows Some Wild Oats 


one by one, then the jobber got $2.00 
the thousand, provided he was able 
to collect from the contractor custo 
mer 

Contractor collections then consti 
tuted the eternal I}? and 85 percent 
plus, of the jobbers’ UTIe f. Con tracto 
competition was a cut-throat-scuttle 
the-ship kind. Jobbers did try to pay 
their bills 
somehow to do so 


But the 


They generally managed 
began 
racket 
Chey often figured jobs on the basis 


contractors early 


playing the pet customer 


of not paving for materials, unless 


compelled to do sually the 


could hot i forced by legal process, 
for their well within 


assets were 


their statutory exemptions and they 
Were execution proot 
lo deal 


jobbers and manutacturers organized 
the Electrical 


with this situation the 


Trades Association, 


first in Philadelphia in November, 
1895, New York, 
Cincinnati and in Chicago in August 
of ‘U6 

This banding together for credit 
which 
start 


suggested the possiblity of 


then in Boston, 


protection, worked success 


ully from the undoubtedly 
doing 
something constructive along co 
operative sales lines 

The ancients also will recall that 
he vear 1897 was way back when 
wore collar > 


men, if they 


business 


at all, insisted on getting the most 


possible for their money. It was 


vogue to wear collars three and a 


quarter inches high. If skeptical of 
the truth of this statement just turn 
back to the photos of those days. It 
cost cold cash to have that expanse 
of collar washed, starched and highh 
polished. 

Where was the jobber to get tl 


price of his laundry bill out of a 
that conducted on a 
indicated by 


transaction of 35« 


business was 


margin the porcelain 
gross proht per 
What was true 
of porcelain was true of other stand 


thousand on knobs 


ard lines 

rhe fact was then that the jobbing 
was about three 
jumps ahead of the sheriff. Tariff 
tinkering and other Congressional 


business generally 


contortions had upset commerce and 
industry. The panic of 1893 
still being felt in trade depression 


Was 


and hard times during the following 
Cleveland’s second administration. 
lhe “16 to 1” argument continued to 
be heard even after 1896 and it made 
for business unrest and uncertainty 

When Billie suggested to Roger 
the feasibility of changing merchan- 
dising methods on their 
jobbers were losing money, 


lists on 
which 


Electro-Mechanical Cong Strikers 


ER with ane without 


Electro-Mechanical 
Cong Striker. 


REVOLVING HAMMER 


NOVELTY ELECTRIC COMPANY 
Ball System of Electric Lighting. 


INDIVIDUAL CUT-OUT FOR INCANDESCENT LAMPS 
ON ARC CIRCUITS. 


pe be removed during day time 


ps be ran on Are commits 


Ae agents fle: weet current op them 


NOVELTY ELECTRIC COMPANY 


PORCELAIN INSULATORS. | 
Om 
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Roger allowed that it might be all 
right for Billie and 
purely local, but Roger’s business 
He was, 
competition with 
Chicago jobbers. That meant rank- 
est rivalry! If he tried to change 
conditions, Chicago jobbers would 
get all the which they 
seemed hungry to take at a loss, any 
way to get orders. Thereupon Bil 
lie suggested that a letter be written 
to Chicago. Thereupon a letter was 
dictated to Willard W. Low, Elec- 
tric Appliance Co. It was signed by 
both Billie and Roger and then it 
taken the Commer- 
Electrical Supply Co., to be 


his business, 
was on an interstate scale! 
he declared, in 


business, 


was over to 
cial 
and signed by Joseph 
Franklin, then owner and manager. 
The next day a telegram was re- 
ceived from W. W. 
“Can't fellows 
cago?” 


approved 


Low reading: 
you come to Chi- 

On that very night of December 
5, 1897, Matthews, Scudder and 
Franklin took the Chicago and Alton 
Railroad’s then famous 
Limited “Hummer” for Chicago. 
Chey breakfasted at Rector’s in the 
Clark 


DeLuxe 


basement, southeast 
and Monroe Streets. Registered in 
Room (4-63 at the Great Northern 
Hotel, then at Jackson and Dearborn 
Streets fared they 
forth to pay their respects to the 


corer 


Straightway 


president of the Appliance company 

Billy Low suggested that they all 
the 
, and so the four 
started bravely for Mr. Brown's 
office. They got no further than the 
“filling station,” (known officially as 
next door to 242 (old 
Madison St., where the 
\ppliance Co., then had its 
place of business. 


see Charles Edward Brown of 


Central Electric Co 


a_ saloon) 
number ) 
Electric 


It apparently took some time to 
fortify the three St. Louis guards- 
men, plus their Chicago aid, for 
when they reached Adams St., where 
the Central Electric Co., was then 
located, the jobber quartette waxed 
strangely eloquent and having won 
Charlie Brown they 
forth to conquer the world! Then 
on to Franklin Overbaugh’s who 
was manager of the Chicago General 
hixture Co., 


over, sallied 


which had its place of 


business above I. Baggot's. Walk 


ing was good, so back to Dearborn 
St., they came and called on Arthur 
W. Dee of the jobbing house of Tay- 
lor, Dee & Mack—later with the 
Dearborn Electric Co. 

That afternoon everybody got to- 
gether in room G-63 Great Northern 
Hotel. Whereupon the conferees 
considered trade conditions and caus- 
es for their losses. They concluded 
to reconvene on the first Friday in 
January, 1898, to report success or 
failure of their attempt, to amend 
and abate their destructive competi- 
tive ways, and, possibly, to discuss 
permanent organization, 

January 1, 1898, came all too soon. 
When the jobbers had finished figur- 
ing their losses they concluded to 
postpone the meeting until the mid- 
dle of February, hoping for better 
returns and a greater assurance of 
confidence in their program. 

Then back once more to the Great 


Northern Hotel and in room H-56 
on the eleventh of February, 1898, 
a little group came together, con- 
W. N. Matthews, St. 
Louis Electrical Supply Co.; Jo- 
seph Franklin, Commercial Elec- 
trical Supply Co., both of St. Louis ; 
Samuel Glover, Post-Glover Elec- 
tric Co., Cincinnati; W. W. Low 
and Thomas I, Stacey, Electric Ap- 
pliance Co., Charies E. Brown, Cen- 
tral Electric Co., Franklin Over- 
bagh, Chicago General Fixture Co., 
and Arthur W. Dee, Dearborn Elec- 
tric Co., of Chi ago. 

Billie Matthews was made chair- 


sisting of 


man and Thomas I. Stacey secretary 
of the meeting. A committee of 


three, consisting of Matthews, Glov- 
er and Low, was appointed to draft 
a constitution and by-laws. Tom 
Stacey, as a matter of fact, made 
the first draft which was presented, 
discussed and laid over for future 


Chicago Edison Co.—R. C. P. Holmes. 

General Electric Co.—F. N. Boyer. 

Illinois Electric Co.—-L. K. Cushing. 

M. B. Austin & Co.—-M. B. Austin 

Reliable Electrical Supply Co.—Otto 
Reiman. 

Standard Electric Co.—F. D. Lawrence. 

Hubbard, Hall & Co.—W. A. Hall. St. 
Louis. 

Robbins Electric Co.—H. Robbins, New 
York. 

Doubleday-Hill Electric 
Doubleday, Pittsburgh. 

Cleveiand Electrical Supply Co.A. M. 
Williams, Cleveland. 

Electric Supply & Construction Co. 
C. M. Estinghouse. 

F. Bissell Co.—Fred Bissell, L. M. Ham- 
ilton, Toledo. 

W. G. Nagel Electric Co. 

Jas. Clark, Jr., Electric Co. 

H. C. Tafel 


Co.—H. M. 


W. G. Nagel. 
Jas. Clark, 


H. C. Tafel, Louisville. 


1900 
Membership of the Electrical Supply 
Dealers Association 


Western Electrical Co.-G. W. John- 
stone. 
Electrical Supply Co.--L. B. Burch. 


Michigan Electric Co.—J. W. Lockwood, 
Detroit. 

American Electric Co..-W. J. Hartwig. 

Robert L. McQuatt—-R. L. McQuatt. 

Grand Rapids Electric Co.—-L. P. Cody. 

Montana Electric Co.—W. L. Jackson, 
Montana. 

Intermountain Electric Co.—F. F. Fenton, 
Denver, Colo. 

W. T. Osborne & Co.——-W. T. Osborne. 

Electric Supply & Mig. Co.-Cleveland. 

Henry L. Walker—H. L. Walker, Detroit. 

Reed & Squire—E. M. Reed. 

Waco Electric Supply & Plumbing Co.— 
C. W. Hobson, Waco, Tex. 

Erner & Hopkins—-W. A. Hopkins, Jr. 

Mountain Electric Co.—-J. J. Cooper. 

Julius Andrae & Sons Co.—H. P. Andrae, 
Milwaukee, Wisc. 


Seidler Miner Electric Co.—-F. J. Miner. 


B-R Electric Co.—F. M. B di 
Kansas City. 

Hodge-Walsh Electric Co._-R. W. Hodge. 

St. Paul Electric Co.—B. B. Downs, St. 
Paul, Minn. 

Southern Electric Supply Co.—Chas. E. 
Sharp. Baltimore, Md. 

Leschen, Macomber, Whyte & Co. 
Geo. H. Whyte. 


Keelyn & Smith—Al. Smith. 


Columbi Electrical Co.—F. C. Bar- 
rington. 

Western Electric Co.._A. L. Tucker. 

Rumsey & Sikemeyer Co.—P. D. Cable. 
Philadelphia. 

Varney Electrical Supply Co.-G. E. 
Varney. 


American Electric & Telephone Co. 
P. Burns. 
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action by all members of the group 

The group remained over the next 
day and were joined by Roger \ 
Scudder, Western Electrical Sup 
ply Co., St. Lous, and Morgan 
Brooks, Electrical Engineering Co., 
Minneapolis 

‘Twas on Lincoln's birthday, Feb 
ruary 12, 1898, that the constitution 
and by-laws were adopted and tly 
Electrical Supply Dealers Associa 
tion came into organic being. W. \W 
low was elected its first president, 
\. N. Matthews its vice-president, 
Charles Edward Brown, treasurer 
and Thomas |. Stacy, secretary pro 
tem 

Messrs. Brown and Overbagh 
were selected as a committee “To 
call upon F. P. Vose and endeavor 
to secure his services as secretary 
for the ensuing year at a salary noi 
to exceed $250.00 per year.” Vose, 
September 23, 1896, had been ap 
pointed secretary-treasurer of the 
Electrical Trades Association ol 
Chicago, at a salary of $25 per 
month gross, he had to pay all the 
running expenses, clerks, rent, ete 

The second meeting of the Elec 
trical Supply Dealers Association 
was held in Chicago, March 25, 
1898. Those who attended the first 
meeting were augmented by ©. M 
Hubbard, Bradford Belting Co., Cin 
cinnati; H. P. Andrae, Julius An 
drae and Sons Co., Milwaukee ; and 
R. LL. McQuatt, Varney and 
(uatt, Indianapolis. L. Frorup, 
scouting for the jobbers of New 
York, gave the initial evidence of 
growing interest of the east in the 

There were also manufacturers’ 
representatives present for the first 
time. Among them James Wolff. 
New York Insulated Wire Co., Mr 
toslog of the Peru Electric Man 
ufacturing Co., George Searing, 
Hart Hegeman Mig. Co., FE. k 
Patton, Perkins Electric Switch 
Manufacturing Co., R. Grier, 
Bryant Electric Co., and C. ©. Ba 
ker of Anchor Electric Co 

\ committee was appointed, 
charged with the duty of extending 
invitations to the jobbers of De 
troit, Madison, Kansas City and 
New Orleans. The committee on 
permanent secretary reported that 


they had engaged the services of | 


P. Vose, at $200.00 per annum, he 


on his own charges to supply the 


office, office equipment and supplies, 
clerk hire, telephone, etc., as no ap 
propriation was made for office ex 
penses, In addition to the compen 
sation of $16.66 monthly, further 
consideration was shown by con 
ferring upon him the title of com 
missioner 

he record of the vear 1898 reg 
istered many disappointments, some 
scrappy sessions and tew successes 
On the whole, however, by the ex 
ercise of much diplomacy on the 
part of President |ow and an honest 
attempt by the members to play fat 
with one another, headway was 
made 

he vear 1899 showed an increase 
in membership from mine to 45 
Vhrough the courtesy of Samuel In 
sull, the meetings were held on the 
top floor of the Chicago [Edison 
Building, then located at 139 Adams 
St.. (120 W Adams Mtreet, new 
number ) 

Phe rise of membership trom nine 
members in 1898 to 43 members im 
1900 represented A prace that was 
kept for another year or two and 
then the small depression otter 
charged to the late President The 
odore Roosevelt temporarily re 
tarded further expansion in the num 
ber of supply dealers 

the majority of the houses thet 
doing business in the field had man: 
salesmen on the road, covered large 
expanses of territory, and as far as 
their finances allowed them to, they 
could sell everything that they could 
lay their hands on, under steadily 
intensified competition 

Some of the electrical supply 
salesmen of that period would go 
on the road for weeks at a time 
they would send in their orders by 
mail. The material would have to 
he shipped bel wooden boxes or bar 
rels and then shipped by railway or 
in rare cases by express to the buy 
er, who was quite accustomed to 
wait for weeks betore the materials 
arrived 

The competition became keenest 
in territories where salesmen from 
different cities covered the same pur 


chasers, so that for instance a sales 
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man with headquarters in New York 
would find himself competing with 
some supply dealer in Buffalo or 
perhaps ¢ leveland or even Chicago 
or St. Louis, and the profits were 
not always sufficient to justity the 
price concessions that were made 
often on the spot tor the sake of get 
ting an order 

Phe term “competition was devil 
ish” made by one of the supply dea! 
ers of that period was said to be mild 
and entirely inadequate to describ 
some of the price battles that ate into 
the profits. Somewhere along the 
line a small group of supply dealers 
got together and decided that it was 
time to stop this useless battling and 
giving away of profits and that th 
smartest thing to do would be to get 
together with the manufacturers and 
set up a price schedule that would 
enable everybody to live and make a 
good profit 

Phe plan to control prices at both 
the manufacturing and the supply 
dealers level worked beautifully on 
many of the important product lines 
of the day and « vervbody seemed to 
be quite happy even though occa 
sionally some member was caught 
selling at the wrong price or to a 
wrong concern, in which event fines 


up to $500 per transaction are said 


to have been posed 

In fact the good ship The Electr 
cal Supply Dealers Association was 
sailing along in what seemed to be 


extremely fair and profitable weather 
when can ructe iwaken 
none other than Unele Sam's De 
partment of Justice and in the forn 
of an indictment for violations of the 
Anti-Trust Laws 

It does not seem necessary to re 
view here the long proceedings but 
let it be said that at times the shadow 
of Fort Leavenworth Federal Peni 
tentiary seemed to have almost cast 
ts fringes at the whole membership 
of the association, when thanks to 
intensive and exhaustive effort on 
the part of the Association’s counsel, 
ame a turn in events and everybody 
involved signed the necessary pape rs 
promising to be good from there on 
and torever atter 

Thus ended the wild oats sowing 
era in the electrical supply distribut 


ing industry 


79 


eis 
a 
lg 
= 
> 
= 
Ke 


Thirty Years of Steady Growth 
Despite Economic Upheavals 


By Arthur W. Hooper 


ORE or less chaotic condi- 
tions existed in the electrical 
wholesaling industry in 1908 

Competition was not only severe, it 

was downright nasty. Financially 

there were a large number of electri 
cal wholesale houses that 


were not 


too strong. A wave of price-cutting 
had started the vear before and by 
1908 cut-price houses were spring 
ing up all over the country. 

Those were rough days indeed for 
the 
Practically 


electrical wholesale salesmen 


sales attenipt in 
into the 
If his 
particular house would not stoop to 


every 
fields 
question, “How much off 7” 


certain would run 


offering special price concessions in 


order to sell, the salesman was in 


many much out of 


luck. 
Most of the cut price houses were 
similar in 


mstances pretty 


their operations. They 


Dana T. Ackerly, distinguished counsel of 
N.A.E.D. is shown as he met the counsel 
selection committee of the old E.S.J.A. 
His witty and spice-sprinkled “Annual Re- 
ports” have highlighted every convention. 
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printed price lists by the ton and em 
phasized the fact that by eliminating 
traveling salesmen, credit losses etc., 
they could offer goods cheaper. 
Needless to say, all sales were made 
on a cash in advance basis. 

At one point the competition of- 
fered by the cut price 
houses became so serious that many 
wholesalers actually considered elim 
inating their traveling salesmen. 

In those days a wholesaler made 
only a very small profit on small or- 
ders. If he wanted to make a fair 
profit he had to sell a quantity larger 
than one-fifth of a standard package. 

Obsolete overstocked items 
were just as much a problem back in 
the vears 1908-10 as they are today. 
One of the suggestions which the 


so-called 


and 


wholesalers who belonged to the na 
tional association adopted then called 
for the same action that is being 
taken by at least one eastern associa 
tion today. The plan called for all 
the members to send to the head- 
quarters secretary a list of obsolete 


Walter Drury climbed the ladder first in 
Western Electric Co. and then Graybar 
Electric Company, retired after many 
years as Gravbar's N. Y. District vice 
president. 


and overstock items. The lists were 
compiled into one catalog which was 
distributed to all the members. The 
idea was that wholesalers in one area 
night have a need for items which 
were overstock in another section. 
How to handle goods returned for 
credit was a big problem in those 
days. In many instances wholesalers 
were suffering heavy losses in ac- 
The cost of 
handling, shipping, billing the items 
amounted to more than most whole 


cepting return goods. 


salers could safely absorb. 

One policy which many jobbers 
finally set and adhered to in regard 
to return goods required that the 
credit given to a customer for return 
goods would be the selling price less 
freight or express charges and an 
adequate service charge for the work 
Many had 
this policy printed on their outgomg 
statements in those days. 


involved wholesalers 


Standard packages containing a 


definite number of items were un- 


known in the early days of electrical 


Frank M. Bernardin, Beau Brummel of 
the industry defended his bachelor and 
bridge champion status for years and years 
and vears—and then came Sally. The rest 
is history. 
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Marks His 


1939 


tory of Wholesaling 


And Intra-Industry Squabbles 


wholesaling. Shipments from manu- 
arrived at the jobbers 
warehouse in odd-sized boxes and 


tacturers 


packed with any number of items. 
Where a number of different items 
were requisitioned from the same 
manufacturer, the box would con- 
tain various materials all lumped to 
gether. Consequently a great amount 
of time was expended by warehouse- 
men in sorting, counting and check- 
ing against the invoice all incoming 
shipments. 

In 1912 at least one group, a com 
mittee of the jobbers national asso- 
ciation, began urging manufacturers 
to pack and ship their products in 
standard size cartons containing a 
standard unit quantity. This project 
was to continue for many years until 
almost all manufacturers adopted the 
idea and followed the recommenda 
tions of the jobbers. 

Wholesalers in 1912 were pleased 
to learn that railroads had reduced 
the freight rate on 


wrought iron 


pipe from ninety cents per hundred 


J. G. Johannesen, of Southern Electric, 
Baltimore, until GESCO beckoned, which 
eventually he general managed. Then re- 
tirement and lot of traveling until U.S 
commandeered him as expert on ware- 
housing. Now Consultant for N.A.E.D. 


pounds to sixty-two cents per hun 
dred pounds for the area from Chi- 
cago to Salt Lake City, Utah. Since 
inter-city trucking was unknown in 
those days practically all shipments 
were made by railroad. One year 
later, iron conduit was also accepted 
at the reduced rate between Chicago 
and Salt Lake City. 

Many wholesalers who were desig 
nated lamp agerits for manufacturers 
thought they should be 
better profit in 1913. However, noth 


allowed a 


ing was done about it until the na 
tional firm of 
accountants to compile reports from 


association hired a 
a number of jobbers on the gross 
profits; expenses and turnover in 
Out of that re 
port came a bulietin from lamp man 
ufacturers that “B” 
would receive additional compensa 
tion, 


The 


salers 


handling lamp sales 


stating agents 


1913 


requesting 


year also saw whole 


manutacturers to 
place labels on all shelf goods mate 
rials—such labels to show catalog 


Ed. B. Ingraham was secretary and treas- 
urer of New York's Times Appliance Co. 
when Westinghouse appliances were 
fighting for a place in the sun. They got 
there and so did Ed. He is T. A.’s presi- 
dent and former president of N.A.E.D. 


June, 1950—ELECTRICAL WHOLESALING 


number, unit and standard package 
quantity. 

hese were days when a whole 
sale salesman might sell an are-lamp 
fixture for $18 and collect a commis 
sion of about $1.50. He worked 1] 
to 14 hours a day and his territory 
required travelling two or three hun 
dred miles, mostly by train 

One salesman for a mid-western 


supply house described his early 
days selling supphes and lamps to 
central stations and street railways 
as follows: “Many a night I slept in 
an ice cold room, broke the ice in the 
pitcher to wash, caught an early 
morning train with freight accom 
modations and slept in the caboose 
until arriving at the next town.’ 

In 1915 wholesalers serving west 
ern areas were plea xed to note that 
the 


classification of conduit fittings from 


railroads made a reduction in 
first to second class in less than car 
load lots. The savings amounted to 
cents per 


twenty five 


a of ten cwt., 


with a maximum of 


B. W. Clark “Bon or Bonny” to his friends 
apprenticed under “Billy” Robertson in 
Buffalo, graduated to vice president of 
WESCO, then president of WESCO and 
finally vice president in charge of sales 
for all Westinghouse. 
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Joseph Kurzon—Hail fellow, well met- 
started batting his competitors around 
back in 1915—has done well by himself 
ever since. And how he can swing the 
light fantastic at EEWA's dances. 


Mrs. Lucille S. Klose. As the first wom- 
an to become a full fledged member of 
the national association, when she 
ceeded her deceased hushand as president 
of L. R. Close Electric Co., Kalamazoo, 
she has earned the esteem and admiration 
of the entire industry. 


suc- 


cents per ewt. on less than carload 
shipments 

\n excerpt from a report in 1915 
of a committee of the national asso 
ciation suggested “that the methods 
of packing 


two-piece porcelain 


cleats where and 


ditferent 


knobs and 


tops 
bottom are of 


sizes were 
and caused the 
labor 


suggests 


very unsatistactory 


wholesalers unnecessary and 


The 


manufacturers pack all of the above 


eX perse COMMITEE 


items in separate compartments sicle 


by side and not oon top 


other 


There were less than LOO recog 


nized electrical wholesalers operat- 
1916, and even fewer cities 
established. 


ing in 
where a 
Wholesalers in those days carried 
stocks their 
tomers bought in very large quanti- 


jobber was 


tremendous and cus- 
ties 

The following are some of the re 
quests that wholesalers made to man 
ufacturers in those days: Requested 
manufacturers of locust pins to put 
them in bags of 100 and 250; sug 
vested packages of small quantities 
on bolts ; put list price on each flash 
hight cartons ; 
recommended that manufacturers of 


battery, cases and 
pipe fittings seal their products in 
paper cartons ; suggested the use of 
corrugated separators for plug cut 
outs to prevent breakage 

W. L. a well-known 


industry figure in those days told 


(,oodwin, 


the wholesalers on occasion : 


“\WVholesalers are negligent in de 


one 


veloping the business potentials of 
electrical contractors and retailers.” 
He estimated that while the yearly 
consumption of electrical goods was 
then 700 millions of dollars per 
vear, by proper study of the whole 
rroblem of distribution, the awaken- 

of demand and 
operation with the retailers and con 
tractors, the annual demand could be 


increased to 2500 nullions in the fol 


systematic co 


lowing five to ten vears 
Phe 1918 dark 
vloomy one for electrical wholesal- 
The United States 
engaged in the First World War and 
found themselves with 
The government 


vear was a and 


Was now 
wholesalers 
little o1 
had on al o 

lad set up central purchasing bu 


no stock, 


reaus everywhere and manufacturers 
poured their products into them. 
lew manufacturers would even ac 
cept. an order from an_ electrical 
wholesaler 

Thanks to the excellent work done 
by the War Service Committee of 
the Electrical Supply Jobbers As- 
industry leaders in 


Washington were finally convinced 


that the wholesalers performed an 
essential service in the public inter- 
est and they were able to obtain 
priorities 
The vear 1918 heralded the start 
a period which had a great influ 


nee on all forms of American bust 


ness including, of course, the electri- 
cal wholesaling industry. The period 
from 1918 to 1928 saw the growth 
and rapid expansion of the chain 
store, the launching of public utilities 
the field, the 


commercial development of radio 


into merchandising 
and the propagation of new jobbers 
who lacked both ability and stability 

lor the first time in history, the 
average daily output of electric light 
above 
1920 
Heating device sales were estimated 
to have jumped from $8 million in 
1919 to $28 million in 1920; sales of 


and went 


125 million kilowatt-hours in 


power companies 


vacuum cleaners were reported up 
from $20 million in 1919 to $35 mil- 
lion in 1920. Sales of washing ma- 
chines doubled in the one year with 
$100 million in sales for 1920 as 
against $50 million in 1919. 

In 1922 


upon to adjust themselves to a buy 


wholesalers were called 
ers’ market, something they had not 
experienced since 1914. Competition 
became strong and salesmen had to 
do some real down-to-earth selling. 
Business for the electrical whole 
saler started on an upward curve in 
1922 and although the year was not 
as good 


di ted, 


was enjoved 


as the optimists had pre 


still, a satisfactory volume 
It was in this year that 
central-station men, jobbers, con 
tractors, dealers, manufacturers got 
together to form the Joint Commit 
tee for Business Development, which 
in conjunction with the Society for 
electrical Development, formulated 
a continuing program for localized 
electrical men to 


America” by Con /perating 


activities 
“Electrify 
to promote business in every con 


among 


ceivable way 

The record-breaking amount of 
residential done in 1922 
contributed heavily toward making 


building 


the year a good one for sales of con- 
duit, wiring materials, wire, fixtures 
and lamps 
Radio parts and sets were in such 
demand that manufacturers 
were months behind in production. 
1923 to 1930, 
electrical. whole- 
1924 the total 
sales ot ectrical wholesalers 
$513 L.ook- 
ing at the leading products in 1924, 


1 


heavy 
From business 
for the 


Was 


saling industry. In 


amounted to million. 
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it is interesting to note that radio 
sets and parts amounted to twice 
the dollar volume of the next lead- 
ing product, lamps. 
Based on the here 
are the five products in 
1924: Radio sets and parts, incan- 


incandescent 
dollar 


leading 


volume, 


descent lamps, rubber covered wire, 

wiring devices, conduit. 
Wholesalers entered the 

1925 with great expectations 


year 
The 
previous year had started off slowly 
for them and finished up with an 
avalanche of buying in almost every 
direction. Record after record had 
been piled up in the electrical whole- 
saling industry in the late months of 
1925. 

1925 amounted to 
over 


Total sales in 
$531 million, a 
the previous year. 
increases were recorded in the sales 
of certain product lines. Washing 
machines, ventilating equipment, 
fuses, residential lighting equip 
ment showed sizeable gains. Radio 
topped the list with incandescent 


slight gain 


However, great 


lamps its nearest competitor. 
Radio continued to top the list in 


1926 with a decided increase over 
the previous year. Along with radio, 
refrigeration also had come into the 
picture for electrical wholesalers in 
the 1920's—but only a 
were handling it by 1926 
most of them found the servicing too 


early few 


because 


expensive. 

The next ten years for the elec- 
trical 
demic of concentration, the purchase 


wholesaler witnessed an epi- 


of many large independent houses 
by nationally 
the Wall Street collapse and depres 
sion, the introduction of the N.R.A., 
and finally the 1936-37 
then another near-collapse 


operating concerns, 


The vear 1927 closed with a sub 
stantial gain in sales for the electri 
cal wholesaling industry. Total sales 
$675,661,000 as 
$629,200,000 in 1926-—a 
gain of nearly 7.5 percent. It is to 
be noted that these sales figures are 


in 1927 were 


agamst 


at the jobbers’ sales prices. 

By 1929 there 210 
electrical wholesale houses listed as 
branches of the three major national 
chain organizations. In _ the 
vear, there were 670 independent 


were about 


same 


houses. 
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W. J. MeGivern, veteran of the industry now heading up C.E.W.A., Walter Blue. 


Columbian, Kansas City and Fred Eiseman, graduate of the late “Billy” 


Lowe's 


school of wholesaling, and for 25 years president of Revere Electric, Chicago 
all three for decades a fixture at every wholesalers convention. 


Despite the fact that a depression 
had started during the latter part of 
1929, wholesalers of electrical sup 
plies showed a ten percent increase 
in sales over the previous year. 
Sales for all classes of houses com 
bined were reported to be slightly 
less than in 1928. However, busi 
ness continued to slump throughout 
the 


pere ent 


sales 24 
first 
time in a number of years radio sets 
took 


lamps 


with 
For 


following year 


helow 1929 the 


and parts second place and 


incandescent accounted for 
the largest dollar volume 

The next few years found sales 
improving steadily but still far from 
1934 
sales had registered a 30 percent in 
the and 


businessmen 


satisfactory In wholesalers’ 


crease Overt previous year 
looked 
that 


better selling opportunities than had 


most forward 


to 1935 as a veat would offer 
been seen for a long five year period 
Profit rates had improved. Progress 


had 


satisfactory 


been made in obtaining more 


resale schedules from 


manufacturers Radio sales were 
once again a leading item of the day 
along with refrigerators which es 
tablished a record sales year in 1934 

During 1935 the electrical indus 
try made substantial progress to 
Con 

the 


in the country’s history, 


ward a genuine recovery, 


sumption of electricity was 
greatest 
due largely to the increased use of 
electrical appliances in the home. 


Sales of incandescent lamps, both 


large and miniature, set a new all 


time peak. Radio sales gained 25 


percent. Modernization of indus 
trial plants brought about the first 
real in apparatus sales 
Substantial gains were reported 
by manufacturers of lighting equip 
household 


retrigerators, 


ment, and commercial 


electric ranges, auto 


matic heating and air-conditioning 
equipment 

From a small beginning the elec 
had 
the 


nation’s leading wholesaling indus 


industry 
1938 to be 


trical wholesaling 


grown by one of 
tries employing the services of 40, 
OOO 


turning over a 


and in normal 
volume of $700,000, 
000 worth of goods 


persons years 


The vear 1938 was one of jitters 
caused mostly by political fears 
Building construction had fallen off 
due to high labor and material 
It was a hectic vear, 
the 


quarter of 


costs particu 
first six months 
1938 saw 


larly during 


The last busi 
wholesal 
1939 would he 


for them 


ness unproving and most 
that 


better year 


ers felt a much 


Most of this optimism proved to 
}039 


vear of continuing good business for 


be well-founded and was a 


whole 


salers commenced watching the de 


the wholesaler k-lectrical 
velopment of fluorescent lamps with 


interest, and television was a fea 
tured subject on the program of the 
National Electrical Wholesalers As 


sociation during its annual meeting 
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Hazardous areas 
in this plant are 
lighted by 
Crouse-Hinds 
EV Series 
Explosion-Proof 
and Raintight 
Lighting 


interes ... EXCEED the requirements 
for service in 
highly explosive atmospheres 


To be safe for use in such locations, the fixture must 
operate at a temperature below the ignition temperature 
of the gas-air or vapor-air mixture. Also, the fixture must 
be so strong that it will resist internal explosions without 
damage and so tight that it will prevent the escape of 
flames or burning gases which might ignite the surround- 
ing atmosphere. 

Crouse-Hinds EV Series explosion-proof and raintight 
Crouse-Hinds offers a complete line of industrial lighting fixtures meet all of these requirements 
explosion-proof and dust-tight lighting PLUS a wide margin of safety for extra protection. 


fixtures for use in hazar dous locations Complete listings are in Crouse-Hinds Condulet 
where fluorescent lamps are desired. Catalog. 


CROUSE-HINDS COMPANY 


Syracuse 1, N. Y. 


Offices: Birmingham — Boston — Bulfalo — Chicogo — Cincinnati — Cleveland — Dallas 
= - inver — Detroit — Houston — Indianapolis — Kansas City — Los Angeles 
F Milwaukee — Minneapolis — New York — Philodelphia — Pittsburgh — Pertiand. Ore. 
Louis — Washington. Resident Sepresentatives’ Alban 
ype EV 1, 2, 3, or 4-lamp ; Charlotte — New Orleans — Richmond. Va ~ Salt Lake City” 
INDS COMPANY OF CANADA, LTD. Maiz Office and Plant: TORONTO, ONT. 


CONDULETS TRAFFIC SIGNALS AIRPORT LIGHTING FLOODL 
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The Most Eventful Ten Years 
For Electrical Distributors 


By O. Fred. Rost 
Editor 


OR us, the living, as of 1950 it is difficult to 1940 

imagine that the world will ever again see so : 

eventful a period as the decade 1940-1950. Into Phe beginning of the year 1940 found the electrica 
those ten years was packed a world war that saw nearly wholesale distribution industry in a rather happy trame 
90 percent of the European continent in the hands of a of mind I he previous ye had witnessed an ap-surt 
conqueror who had openly declared that he intended to trom the low of the 1938 recession. Not only were 
bring the entire civilized world to its knees and undet supply sales on the up-turn, but app! 
the control of a single ruthless and barbarian dictator ing into the hands the consumer at a steadily im 
ship creasing pace. One of the lig events of the early part 


anees were Toy 


} nnouncens olf revisrons ) 
On the opposite side of the globe a nation that had of 1940 was the announcement of revisions of the 


ational Electrical Code wl nermitted the 
less than a century previously emerged from say National Electrica ed th 


} mall diameter wir 
agery actually succeeded in conquering most of the nal ata er wire 


Predictions for 
possessions that European nations had colonized and edictions t 


OO manutacturers and 
it was the declared intent of that up-start nation to ” —— : 


ind anti 
invade the United States and dictate the peace terms af, MGKaS a 

i un ! g up to 40 per 
from Washington, D. ¢ ss 


] 1 
the new sales opportunities 
Phat same decade saw the United States of \merica ld 
stage a rise from a terrific series of defeats, unequalled small diameter wires be 


i t ‘ \ vreater 
the history ot the world, to equally unprecedented 
] he background to 
heights of industrial organization, naval and military KE 


power with the result that | 


dramatically and drastic 


less than 3 vears after 
Pearl Harbor the European war ended with uncondi was given notice that it 
tional surrender of the enemy and three months later 
the yellow peril was subdued and unconditional sur 
render there ended the conflict 
The outstanding achievements of out 
war were equalled in the rapidity of its reconve 
to peace-time activities and the last tive years of 
eventiul decade 1940-1950 saw all previous recor 
for peace-time production and prosperity eclipsed 
Throughout those eventful ten years the electrical 
industry and the electrical wholesaling industry as at 
integral part of it, carried upon the pages of history a 
record of achievement in war and in peace such as few 
if any of its members had dreamed possible, a decade 
earlier. 
It would be difficult to record within the limits of 
space available here even a brief review of the events 
and activities that the men in the wholesale distribu 
tion branch of the electrical industry took in their 
stride and which in retrospect would deserve extensive 
elaboration 
However, since this issue of ELECTRIC AI INVENTORIES 
WHOLESALING is devoted to a review of the fir 


half of the Twentieth Century, it follows thi 


= 


were undisputably the ten most eventful vear 
[wentieth Century and perhaps of 

now, should receive special attention 

tailed account 
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muster all its industrial might to the execution of a 
National Defense Program in order to be better 
prepared for any emergencies that might arise due to 
the then steadily growing danger of involvement in the 
Kuropean conflict. 

Hitler already had taken over the low lands and 
France. was well entrenched im the Scandinavian coun- 
tries and the tragedy of Dunkirk had made the inva- 
sion of Great Britain an imminent threat 

\lmost over night “all bets were off” as far as peace- 
time planning and peace-time activities were concerned 
and the electrical industry turned its eyes toward 
Washington from where it then began to take basic 
operating instructions for what turned out to be a 
period of well over five years. ~ lotal defense” was a 
slogan and ELECTRICAL WHOLESALING im- 
mediately geared into the national efforts its editorial 
policies and programs 

Fluorescent tubes had been put on the market just 
two years or so previously. The majority of manufac 
turers had remained on the fence as to whether or not 
this new type of lamp would take hold and replace in 
candescent bulbs 

Having gone through the first world war as an elec 
trical wholesaler, the editor of this magazine recog 
nized the earmarks of American involvement in the 
conflict and in October, 1940 the First National De 
fense Number of this magazine came to its readers 
the first national defense number to be published by 
any national trade magazine 

In it the editorial staff presented not merely some 
prophetic conclusions, but what subsequently proved 
to have been valuable advance information on the 
things that electrical wholesalers would have to expect 
in the wav of restrictions and regulations as well as 
suggestions as to what they could do to prepare them 
selves for the operation of their business in a wat 
CCOMOTN 

Phe importance of getting the house of the industry 

in order” was emphasized and all wholesalers were 
warned that they would have to prove thet Importance 
as a necessary unit in a war production program 
ii they expected to be able to get enough material to 
stay in business 

\t the Fall convention the National Electrical 
Wholesalers Association held at Pittsburgh the prob 
lems arising out of the government's defense program 
activities were the chief topic of conversation and there 
was much speculation as ¢ far things would 

vav of putting the industt strait 
jacket. Such government activities as the Rural 
trification Progran ived mparativel little 
tention where id heen a great deal 
discussion as to yu would atfect the normal 
flow ot produ ts and electt irrent 

Phe vear ended with the rnment establishing 
OPM. (Office of Produc 

was vested authority re ine Amer 


into the roy ane atevel 


Management) in 


ome thereatter 


Looking back at predictions on volume made at the 
beginning of the year the ELECTRICAL WHOLE- 
SALING Business Index showed that the year fin- 
ished up with December, 1940 running approximately 
30 percent ahead of 1939. 


1941 

While the officers who were charged with the task 
of organizing American industry were trying franti- 
cally to establish a pattern of procedure, American 
manufacturers either by request or voluntarily started 
a trek to Washington. Some were in search of infor- 
mation as to what they could and could not do as far 
as production of peace-time products was concerned, 
while others were on the track of contracts or sub- 
contracts that would bear a kind of priority rating that 
would provide raw materials with which to keep their 
plants going. 

The Priorities Board was established early in 1941 
and soon was striving desperately to establish a basis 
of measuring the importance of various raw materials 
as well as semi-finished products because the all-out 
defense program demanded all-out conversion of every 
resource in materials and man power to the task at 
hand, 

The Selective Training and Service Act had become 
the law and every male citizen within the age bracket 
was wondering just how long he would be able to pur 
sue his peace-time occupation before Uncle Sam would 
tap him on the shoulder and call him into national 
service. 

\ware of the gigantic proportions of the task that 
had been undertaken the government was comman 
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deering engineering and managerial talent from many 
large industrial concerns for the purpose of planning, 
building and operating the huge wat plants that were 
to go into 
permit. 
Within the first month of the year contracts for new 


operation just as quickly as time would 


defense plants totalled over one billion dollars and an 
analysis of components going into the construction in 
dicated that 40 million dollars worth of electrical sup 
ples and other materials could be expected to clear 
through electrical wholesaling channels 

sefore the year 1941 was two months old, the 
().P.M. announced a system of priorities covering cet 
tain products. In May rigid controls were established 
over copper, steel, zinc and other basic raw materials 
necessary to the defense effort 

\rmy training camps were being planned for erec 
tion in nearly 40 different states and wholesalers 
throughout the nation who were equipped with ample 
facilities and warehouse stocks, obtained a large slice 
of that business. The O.P.M. had rapidly gotten its 
hearings and was thinking of all our production facili 
ties and stocks of material as a single national unit 
which under its three “P" divisions—purchases, pro 
duction and priorities, would be dealt with as the needs 
of the situation and its staff of experts would dictate 

“Defense” contracts were being awarded at the rate 
of 2 billion per month and there was no lid on expan 
sion of defense activities. 

Phe “all-out” defense program made many manufac 
turers realize that some of their plant equipment, 
power lines and lighting systems were obsolete and a 
large volume of extra business resulted for the whole 
salers who were equipped to handle industrial accounts 
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Sub-contracting was in the lime-light with O.P.M 
having committed itself to convert to defense produc 
tion every factory, large or small, if its equipment 
could be used to manufacture some components neces 
sary to the national effort 

rhe growing pressure for electrical materials re 
called to this editor the fact that during the first world 
war the electrical wholesaling industry had great diffi 
culty in getting itself recognized as an essential war 
time activity and recognition was needed to get priority 
ratings which meant getting goods to sell. It was only 
right to expect that the same difficulty would arise 
again and for the purpose of providing the industry 
with factual ammunition in its battle for priorities this 
magazine devoted an entire issue to a factual and pic 
torial treatment of the indispensable functions and 
activities in which the electrical wholesaler specializes 

Before that issue was more than a few months old 
some electrical wholesalers experienced difficulty im 
obtaining materials and investigation brought to light 
the fact that from high source in the army a command 
had been issued to the effect that all materials pur 
chased for the defense effort should be obtained direct 


ly from the manufacturer 


lhe material provided in 
the issue above referred to proved extremely valuable 
in getting that order rescinded 

Meanwhile the Office of Price Administration and 
Civilian Supply had been established and had begun its 
operation by freezing the price ot steel at the levels 
prevailing during the first quarter of 1941. Rent con 
trols were put in effect as part of the O.P_A. program 
and the Consumer Commissioner of O.P.A. warned 
manufacturers of electrical appliances that any up 


ward revisions of prices would be 


frowned upon 
Wholesalers found it extremely difficult to gain a hear 
ing at the Priorities Division of the O.P.A. and certain 
tvpes ot material were being found unavailable at any 
ot the plants 

\lumimum was practically taken off the market be 
cause the defense program needed every pound of that 
metal available and frantic efforts were made to put 
new plants into production. The term “off the shelf” 
gained prominence when Mr. Stettinius announced the 
new “defense supplies rating plan.” This plan gave 
certam priority ratings to manufacturers of “off the 
shelf” items which involved a restricted list of approx 
mately 500 producers and covered an endless variety 
of products from hack saw blades to 200 horse power 
motors 

Manufacturers of major appliances were getting 
realy for the inevitable shut-down order Sabotage 
was beginning to be a matter of concern and |. Edgar 
Hoover used the pages of this magazine to show sales 
men how to be alert detecting the dangers trom 
sabotage to a minimum 

Revised estimates of the defense program actual ex 
penditures up to June, 1941 put the total at $50 billion, 

to tachtate clearance of priorities, the 

established field offices ma mayority of the major pro 
duction centers. Late in 1941 the President created a 
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Division of Civilian Supply for the express purpose 
of seeing that the civilian population would obtain a 
minimum but ample supply of what was necessary to 
sustain the economy 

This magazine published its second national defense 
number in October, 1941 with the contents devoted 
to material designed to enable the electrical whe jlesale 
distribution industry to te Wl more intimately with the 
defense program. The new defense supplies rating 
plan was fully explained and detailed instructions were 
provided for the most efficient handling of regulations 
with the various defense program bureaus. 

The Contract Distribution Division of O.P.M. put 
three complete “show <” on the road for the purpose of 
covering every large and small industrial center and 
consulting with manufacturers for the purpose of get- 
ting more sub-contracting activities in producing com- 
ponents. 

At the Fall convention of the National Electrical 
Wholesalers Association the handling of priorities 
was the subject of discussion at every £* neral session 
as well as in the meetings of the various commodity 
committees. The ground work was laid for doimg an 
active “public relations” job at Washington by show 
ing officials that if the industry has to give the utmost 
cooperation to the war effort, it would have to be 
classified for getting the flow of materials necessary to 
properly service the demands of industry. When 
December 7th brought the Pearl Harbor catastrophe 
the country knew that the defense program had not 
been started too soon and the turn of the year saw the 
nation committed to an all-out war effort 

The electrical wholesale distribution industry fin 
ished the year 1941 with December sales showing 27 
percent above the December, 1940 average and Decem- 
her inventories stood at 65 percent above the same 
month of 1940. 


1942 


Phe beginning of 1942 found the entire nation thor 
oughly aroused and fully determined to crush the 
enemy in the east that had staged such a devastating 
sneak attack on Pearl Harbor 

Commitments for our war effort had already risen 
to nearly $80 billion and preference rating order No. 
P-100 was issued by the O.P.M. Within the electrical 
industry there was much discussion about the new pro- 
visions of the 1940 electrical code with some of the 


wholesalers highly m tavor of the new provisions while 


others remained dec idedly “on the fence.” 

At Washington the strenuous efforts of electrical 
wholesalers as well as others interested in the whole- 
saling field was beginning to hear fruit in that there 
was serious discussion of having a separate division set 
up for all the wholesaling industries necessary to the 
war effort. The proponents of the separate division 
found considerable opposition among “die hards” who 
felt that wholesalers and in fact any middle man he 
tween the manufacturer of a product and its users 
should be considered nothing but a barnacle on the 
ship of progress 

Proponents also urged that the different groups of 


wholesalers should coordinate their effort for giving 
utmost service to their industries and at the same 
time present a solid front in their demands for a sepa- 
rate division within the priorities and other war bu- 
reaus’ set up. Early in 1942 the O.P.M. was scrapped 
and replaced by the War Production Board to which 
Donald M. Nelson was Jinted as chief. 

Mr. Nelson having been one of the top executives 
of the largest mail order house in the world, he ob- 
amiliar with the American 
system of product distribution and realized that our 
war effort could be materially speeded up if the whole- 
sale distribution branch had its own priorities set Up- 
(Therefore he lost no time 1m setting up a Distributors 
Section in the Production Requirements Branch of 
W.P.B. and appointed a New England wholesaler as 
its chief. 

An electrical department was established within that 
Distributors Section and C. McKew Parr was ap- 
pointed as senior electrical consultant. 

Relief order M-67 had been issued for the purpose 
of streamlining wholesalers inventories and every 
wholesaler in the country was busy trying to comply 
with that order as well as to see what could be done 
toward speeding up his requirements of materials. 

This publication printed full details of how salesmen 
employed by electrical wholesalers could help the war 
effort through getting their industrial customers inter 
ested in converting to sub-contracting. It printed full 
instructions ot how sub-contracts could be obtained 


viously was thoroughly 1! 


and gave full particulars of the nation-wide network 
of sub-contracting offices as well as the individuals to 
be contacted. 

The O.P.A. published an eligibility list making 
salesmen handling essential supplies oT industrial 
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equipment eligible for purchase certificates of new tires 
By the end of the first quarter of 1942 appr« ypriations 
for war purposes had reached the record total of $145 


billion. Defense housing consiruction was gaining 
momentum throughout the country and some whole 
salers operating in a large territory went so far as to 
prepare packaged units containing a certain number 
of standardized requirements for house wiring, so as 
to facilitate shipment when orders for housing jobs 
came in 

By the middle of the year 1942 war production had 
gained enough momentum to absorb 53 percent of our 
production capacity and intensive efforts at conversion 
of factories and sub-contracting kept pushing that 
percentage still higher. 

Meanwhile the Production Requirement Plan 
P.R.P. for short—-had come into the picture. In April, 
1942 a new priorities form PD-1X had been pre 
scribed. 

The National Electrical Wholesalers Association 
held its first war-time convention at Hot Springs with 
discussion of war problems and _ priorities activities 
taking up practically the entire program. 

In its production drive the W.P.B. emphasized the 
need for installing the highest type of artificial illumi 
nation in every plant so as to assure greatest possible 
output and reduce errors and spoilage. 

lightness of materials forced the interpretation of 
certain orders as making materials eligible only to end 
users who were turning out war products with definite 


priority ratings 


Wholesalers had to do increasingly more paper work 
with form PD-36-1.63 added to supplement form 
PDIX 


1.123. Price controls were tightened and served to 


Form 1.63 followed shortly after as did form 
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plague the wholesalers who felt that they were already 
over burdened with forms. 

The National Electrical Wholesalers 
announced a war time code of its own with 16 planks 


\ssociation 


clarifying actions that were essential to doing the ut- 
most for the war effort. 

This publication scooped the field with an entire 
issue devoted to the activities of electrical wholesalers 
in connection with the building of the world’s biggest 
war plant—the Willow Run Plant—where among 
other things 181 miles of fluorescent lamps were in 
stalled 

Many charts were presented in that issue, illustrat 
ing case studies of how facilities of electrical whole 
salers enabled war plants to get prompt delivery on 
items that in many cases would have taken some weeks 
to obtain from the manufacturers while it took only 
hours for the wholesaler to deliver the goods on the 
job 

Phe electrical wholesale distribution industry fin 
ished the vear 1942 with its sales in December 22 per 
cent below those of December, 1941 while the obtain 
able reports on inventories were entirely insufficient to 
justify even a guess as to just how low their inven 


tories had gone due to the seareity of materials 


1943 


Phe early part of 1943 saw the launching of the 
Control Materials Plan—C.M.P. in short, another 
effort to tighten the squeeze on all available materials 
so as to make sure that none were channeled into other 
than war production without complete clearance for 
specified purposes 

Statistics on civilian vs. war production showed 
a steady shrinking on the civilian side and continued 
absorption of our productive capacity by the war effort 

Late in Februarv, Charles E. Wilson, resigned from 
the presidency of General Electric Company and be 
came executive vice chairman of the W.P.B. Limiting 
order No. L-161 tightened restrictions on the sale of 
electrical fuses and order No L.-78 forced further re 
ductions in the weight of metal permissible for fluores 
cent fixtures 

The drive for conversion of industry for war effort 
was still going strong with nversion efforts reaching 
right down into the smallest shops that had machinery 
suitable for making components, the shortages of com 
ponents for various major units having heen a chronic 
condition 

The victory line of standardized radio parts was de 
creed by W.P.B. and all manufacturers of radio and 
communications equipment were requested to switch 
over to the standardized units without delay. The pro 
visions of inventory limitation order No. L 219 were 
in the hair of all manufacturers but few violations came 
to light 

N. G. Symonds, up to his retirement vice president 
in charge of sales at the Westinghouse Company, be 
came chief of the Industrial and Hardware Supplies 
Branch of the Wholesale and Trade Division of the 
\W.P.B. and electrical wholesalers throughout the coun 
trv felt that now once more they had a man in charge 
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at a critical level, who knew the problems of the elec 


trical supply wholesaler. 

An advisory committee of 12 electrical wholesalers 
from various parts of the country was appointed by the 
chief of W.P.B. in order to further facilitate the activi- 
ties of the priorities division. 

With the war effort approaching its peak new orders 
came along at frequent intervals further complicating 
the operations of the electrical wholesalers. 

Special procedures were prescribed for anything 
containing copper and many wholesalers appointed 
some member of their staff as the specialist on govern- 
ment orders because they wanted to be certain that 
somewhere along the line there would not be some 
slip-ups and involuntary violations 

Che N.E.W.A, held its convention at Buffalo with 
war activities again the sole topic of all speeches. In 
fact all the officials involved directly or indirectly in 
the wholesalers fate and fortune at Washington were 
on hand to explain reasons for certain orders and in 
terpret regulations 

For the first time since Pearl Harbor the sentiment 
within the electrical industry achieved a state of con 
fidence in victory that was sufficiently strong to permit 
some discussions of post-war planning, and Herbert 
Metz, of the Graybar Company in New York was 
made chairman of N-E.W-.A’s Post-War Planning 
Committee 

\ national poll was taken by ELECTRICAL 
WHOLESALING of top management in nearly 200 
plants that were completely on war production and it 
produced a remarkable set of responses in which those 
executives voted 100 percent that the electrical whole 
seler was highly essential to the war effort 

In many quarters discussions began to be heard on 
the subject of terminating war contracts even though 
the end of the war was as vet not in sight. The elec 


trical wholesaling industry fimtshed 1943 with its sales 


25 percent above 1939 averages and its inventories 25 


percent below the 1939 average for the month of De- 


cembet 


1944 


started with Charles | 


Wilson, 


executive harman ot W.P.B. complimenting 


hie Vee 


\merican industry on its performance in 1943) and 
warning it at the same time that production in 1944 
would have to be at least 20 percent higher if our war 


effort was not going to be seriously hampered 


It was freely predicted that “44 would be the fight 
invest vear ot the entire war. Vost-war planners never 
theless were looking ahead to getting a running start 
ind others began wondering what would become of the 
electrical wholesale marl when surplus materials 
began to be dumped 


\ symposium of electrical wholesalers and manu 


facturers on the subject ot the post-war outlook for the 
industry uncovered general expectation of a great era 


of prosperity after the war. Coupled with that predic 
tion was the frequent warning nt economical 


services would have E i continuance ot 


90 


the flow of electrical products through the wholesale 
distribution channels was to be assured. New regula- 
tions, new orders, and tightening of certain restrictions 
still came along to the wholesalers as a regular part of 
their existence. 

Persons interested in keeping as much as possible 
all business activities under the government thumb 
proposed that the disposal of all surplus materials be 
assigned to the Reconstruction Finance Corporation 
\t the same time Jesse Jones, secretary of Commerce 
and a number of government corporations urged care- 
ful planning for revitalizing free enterprise. 

Representatives of the electrical wholesaling indus- 
try were promoting a plan for having all electrical 
goods clear through a special committee from the in- 
dustry to be appointed for that purpose 

Inventory form WPB-547 supplanted the old PD 
1X and once more wholesalers were forced to learn a 
new set of signals to say nothing of the fact that new 
orders covering other phases of the operation still 
were coming along 

The Association’s convention at the Stevens Hotel 
in April, 1944 drew a large attendance and while war 
activities had the right of way as a matter of course, 
post-war planning crept into many discussions. 

\s a contribution to the post-war planning activities, 
this magazine distributed at the convention an issue 
ini Which the feature material was devoted to an analy- 
sis of the post-war market for electrical wholesalers 
broken down into its various segments. Surplus sales 
were being held in some sections of the country where 
specific war activities had been abandoned. 

This publication presented an issue in which a de- 
tailed analvsis of the potential appliance market in 
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1946 was projected, it being assumed that by then the 
war would be over and civilian goods would be in full 
production. In a later issue it presented a complete 
analysis of the rural market together with substantial 
editorial material designed to interest electrical whole 
salers in cultivating the farm market. 

N.E.W.A. established a regular appliance section 
with over one hundred charter members. W.P.B. 
lcosened up on certain materials for increasing the 
production of civilian goods. June, 1944 saw the in 
vasion of Europe and what turned out to be the begin 
ning of the end for Mr. Hitler and his cohorts 

The post-war lighting market began to attract much 
interest when statistics showing obsolescence in the 
various sectors were published. The 3rd War-Time 
Convention IN) PRINT was presented in October, 
1944 with its contents devoted to various phases of 
post-war selling. 

The electrical wholesale distribution industry fin 
ished 1944 with its sales for December 26 percent 
above the 1939 average and inventories 22 percent be 


low the 1939 average 


1945 


Phat 1945 was expected to be the victory vear was 
clearly foreshadowed by the growing relaxation of cet 
tain limitations on the use of materials as well as labor 
The re-conversion of industry to peace-time produc 
tion became a much discussed topic and much space 


was devoted to the forthcoming need for more active 


and effective sales effort in all branches of the business 
\ new ruling gave veterans 90 davs after discharge 
to apply for the job they left when entering military 


service, the extended period taking the place of the 


40 davs originally allowed under the National Selective 
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Service and Training Act of 1940. Charles E. Wilson 
chairman of the W.P.B. returned to the General Elec 
tric Co., as president. The National Wholesale Hard 
ware Association filed a protest with the Senate Fi 
nance Committee against allowing cooperative organi 
zations to remain tax free. 

Washington issued a ban on all meetings or conven 
tions involving attendance of fifty or more persons and 
thereby cancelled out the N.E.W-.A. convention sched- 
uled for April, 1945 and the International Lighting 
I°xposition as well the the N.E.W-.A, convention, 

\cute shortages of home appliances, which had 
prompted one electric utility company to inaugurate 
IS months previously a swap plan for appliances, 
caused consumers to bring in nearly 19,000 units for 
which war stamps were issued and which units were 
subsequently sold for $334,000 

Prospective purchases of electrical materials by 
rural customers were estimated to run more than $1 
billion a year for the first five post-war years, Re 
negotiations and re pricing tactics on war contracts 
were being discussed in Congress, by Washington 
officials and by manufacturers. 

\ number of local electrical leagues or cooperative 
local groups were starting to give new impetus to the 
adequate wiring program. As shortages of steel and 
other metals were expected to prevail long after the 
shooting had stopped, the government salvage pro 
gram continued to be kept before all industry execu 
tives as an important activity 

Lighting fixture manufacturers had a session for the 
purpose ol discussing post war sales promotional ac 
tivities. It was freely predicted that the post-war 
economy must support 56,000,000 or more jobs if a 
recession was to be avoided. The O.P.A. announced 
a set policy for holding the line on prices. On April 
25, 1945 the Under Secretary of War announced the 
Army’s “readjustment program” which insiders con 
sidered a signal for an early ending of the European 
phase of the war 

VE. Day came just over ten days later and with it 
started the first phase of the period of post-war re 
adjustments. Alert wholesalers prepared for definite 
campaigns to cultivate industrial business during the 
reconversion period 

Within a month after V.E. Day the editorial office 
of ELECTRICAL WHOLESALING began to re 
ceive the first dribblings of news about new products 
which in succeeding years amounted into a formidable 
tide of mostly new appliances and consumer goods 
items 

W.P.B. revoked many “1.” 


manufacturers and wholesalers quite happy Manu 


orders, thereby making 


facturers of residential lighting equipment created the 
\merican Home Lighting Institute to manage the 
promotional program for building residential lighting 
Frequency modulation caught on and boosted 

» sales. Plans for surplus goods disposal were be 


nnounced from many sou ind organization of 


nment agency commissioned with 


was under was 
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1940 


The O.P.A. sponsored creation of Electrical 
Supply Wholesale Distributors Industry Advisory 
Committee. W.P.B. revamped its organizational set 


up. This publication devoted increasing space to the 
need for assistance of new concerns and new contrac 
tors entering the tield 

V. J. Dav and the unconditional surrender of the 
Japanese brought the tinal shooting phase of the war 
toan end. Reconversion of industry was gaining head 
way fast. Post-war housing needs were quoted at 12 


million homes or more for the first ten vears. W.PLB 
ended most of its controls by revocation of orders 
With the shooting war ended but no Fall convention 
of wholesalers scheduled ELECTRICAL WHOLE 
SALING published in October, 1945 its first peace 
time convention IN PRINT with its contents devoted 
chiefly to the development and tivation of the post 
1] 


war market and salesmen 


Che electrical ribution madustry. fin 


shed its December sales 96 


+ + + + + + 
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percent above the 1939 average for that month and its 
inventories 35 percent above the 1939 average. 


1946 


A post-war selling drive was launched by this pub 
lication with the new year, the January issue being 
devoted to an appraisal of the type of sales effort that 
should be applied in different branches of the market 
in order to get the maximum share of available sales 
volume in each sector 

The wholesaling industry registered vigorous pro 
test against the O.P.A.’s policy of permitting manufac 
turers to increase their prices and expecting whole 
salers and retailers to absorb that increase without 
proportionate boosting of prices to the consumer. 

The N.E.M.\. issued a comprehensive survey of 
the 1946 market. President Truman called on Con- 
gress to approve an emergency housing program fot 
veterans involving 3 million new farm and city homes 
With public demand for 
electrical appliances mounting day by day, manufac 


to be built within two vears 
turers were hampered by shortages of raw materials, 
particularly sheet metal 

Salesmen for electrical wholesale houses once more 
found the electrical contractor becoming an important 
customer 

Che Edison Electric Institute and National Electri 
cal Wholesalers Association cooperated in producing 
and offering to the industry a basic sales training pro 
gram. The residential building hoom was slow in get 
ting started due to materials shortages with nails one 
of the most difficult to obtain. The first International 
Lighting Exposition drew unexpectedly large at 
tendanice 

The Marketing Committee of the Committee for 
Economic Development estimated that sales of electri 
cal products in 1946 would be 67 percent more than in 
1939. For the purpose of focusing attention on an 
important but sadly neglected market ELECTRICAL. 
WHOLESALING launched national campaign 
for “rewiring and relighting America adequately” 
with all members of the National Electrical Manufac 
turers Association Committees dealing with materials 
sold through wholesalers endorsing the campaign 

N.E.W.A., held its first post-war convention at the 
Stevens Hotel, Chicago, with a banquet attended by 
over 1,000, topping off a post-war selling program 
Strikes in various industries were retarding the rapid 
itv of reconversion to peace-time production of urgent 
ly needed consumer products. The second half of 


1946 saw some improvement in the supply of copper 


d other trical raw materials. O.P.A. announced 
| ruling which made more headaches 
or electrical wholesalers and dealers 
Surplus materials were being offered in many trad 
ing centers an rved to disturb price conditions in 
important markets for electrical products. Lack of 
I] drove many budding electrical appli 
ince dealers and distributors to the wall 


something to se 


Pyramiding of orders had the manufacturers guess 
ing as to just how much of the hack orders in their files 


ELECTRICAL WHOLESALING—June, 1950 


4 

; 

“3 

: 

wo 

+ + + + + + 

| 

| 

| | | 

Td 

| 

| | 

| 

| | 

| | 

| 

300 | 

| 

| 

| 

| 

« 


were genuine and how many should actually have been 
cancelled. The National dequate Wiring Bureau 
offered a new training program to expand promotion 
of adequate wiring in the home 

Recognizing the growing importance of the relight 
ing market, many wholesalers had already or were 
preparing to equip, for the benefit: of contractor 
customers, show rooms for hghting equipment. Under 
the term “interdependence” the electrical indus 
try’s need for cooperative business development was 
stressed at the national conventions of most of the 
nationally operating associations within the industry 

The electrical wholesale distribution mdustry tin 
ished the vear 1946 with sales 460 percent above the 
1939 average and inventories 240 percent above the 
1939 average. 

1947 

The Federal Housing Administration set off build 
ing activities with several new rulings designed to 
stimulate residential construction, under Title Six. \ 
review of 1946 activities of the electric utilities showed 
that all records for current production and consump 
tion had been broken. Production of wiring devices 
reflected the bui! 
that transcended every production record im a 


ding boom by monthly output reco 


month period 

The National Electrical Retailers Association had 
been organized and was attempting to get a footing 
through membership drives in all important retail 
areas. Business was pushing a campaign for adjust 
ment of the tax laws. Eager to get on the bandwagon 
new concerns were entering various fields at a record 
breaking rate in anticipation of getting some of the 
profits that were reported to be floating around 

It was predicted that 1947 would see at least 950, 
000 new housing units completed. Inventory restric 
tions on wholesalers were substantially eliminated 


dministration revoked 


when the Civilian Production 
its ordet 219 

N.E.W.A, held its second post-war convention a 
Atlantic City and attendance set a new record, { 
ceeding that for the previous 
sales were still muddying the waters 
The black market for sheet steel 
every major production center 

Price cutting on tluorescent fixtures upset t 
ing equipment market. A continuing * 
Progress” was launched by 
tion. Following up the launching « nd 
Relight America Adequately” rogram in 1946 
WHOLES voted the 
mayor portion of an | advancement 
of the program 

Residential building was strong mn most 
ters but it looked doubtful w 


het] he one million unit 


goal could be reac hed that vear Wholesalers throug! 
out the country were gearing into the rewiring and 
relighting program with many adding lighting equip 
ment show rooms for more etfective sales effort 

The New York show for store modernization 
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in retailers in record breaking numbers at every ses 
sion. Wholesale distributors began to realize that 
television was gaining popular appeal and in some tet 


ritories having television broadcasting, a scramble tor 


listributors franchises developed. 


Expanding rural ectrification attracted 


wholesalers with many having specialists for rural se 
ing on their staft Che Planned ghting Program 
sponsored by the Edison Klectric Institute, was being 
actively promoted and 1 trom utilities, manu 
wholesalers contractors was highly 

rable de var tor repr 
L.quipment Specifications Section published | 
rRICAL. broke all records 

The flow of new products trom manutactur 
sections of the country including the Pacific ec 
so heavy that this magazine once more devoted an en 
tire section an issue to new products 
ings of members, held in 

country drew re 1 attendance with 


having much favorable comment 
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1940 


The Second International Lighting Iexposition at 
tracted attendance far beyond expectations and exhibi- 
tors were enthusiastic over the results. With every 
indication that the one million unit goal would not be 
reached in 1947, the building industry expected to 
push totals beyond the million mark in 1948. 

The electrical wholesale distribution industry  fin- 
ished the year 1947 with its December sales 525 per- 
cent above the 1939 average and its inventories 450 
percent of the 1939 average. 


1948 


The year 1948 started with a rush and gave promise 
of accelerating the momentum of sales that was well 
under way the previous year. Predictions were freely 
made that in sales volume it would top perhaps all pre 
vious records. 

The Edison Electric Institute reported that two mil 
lion new customers had been put on the lines of private 
utility companies in 1947, W. C. Johnson, president of 
National Electrical Manufacturers Association, as- 
sured wholesalers that electrical manufacturers would 
bend every effort toward supplying their needs. 

Emphasis was laid on the steadily increasing de- 
mand for more effective salesmanship because as the 
back-log of pent up buying power faded away, the in 
dustry would once more have to come down to active 
and intensive selling in what would become perhaps 
the greatest and most competitive buyer's market in 
history. 

Increased interest was shown by all branches of the 
industry in the importance of local electrical leagues 
and other electrical groups as the logical agencies for 
building interest in electrical products at the local level 

lax free cooperatives were active in Washington 
trying to stop current attempts toward having them 
put on a tax paving basis, at a time when the Rural 
leetrification Administration reported record break 
Ing expansion during the previous year 

Wholesalers were urged from many quarters to give 
more sales attention to appliances and particularly to 
lend more assistance to dealers for the purpose of build 
Ing more effective salesmanship at the dealer level. 
With fans and other ventilating equipment once more 
in free supply, the industry saw its sales of those prod- 
ucts soar to new heights 

The annual convention of the National Electrical 
Wholesalers Association at Butfalo established a new 
record with over 1,500 registrations and approximate- 
ly 2,000 people in attendance 


Commemorating the 40th anniversary of the Na 


tional Electrical Wholesalers Association, the special 


convention issue of ELeerrical WHOLESALING was 
devoted to a history of the association's activity dur 
ing its 40 vears of existence 

Wholesalers operating in highly industrialized ter 
ritortes reaped a rich harvest from national activities 
in plant expansion and modernization that involved 
an over-all total of $18 billion in expenditures 

\ review of national activities in lighting indicated 
that more and more wholesalers had already or were 
installing specially equipped show rooms for lighting 


oF 


equipment. The problem of supplying Christmas tree 
lamps was still plaguing manufacturers while many 
wholesalers were irked at the lack of ample supplies 
of replacement bulbs. 

The importance of building up contractors into able 
business men was stressed in many quarters, because 
as a class they appeared to be not taking advantage of 
the sales building opportunities afforded them as the 
industry's major direct contact with the public. 

The year 1948 finished its record breaking sales per- 
formance with December sales 615 percent of the 
1939 average and December inventories were 650 per- 
cent of the 1939 average. 

1949 

Forecasts for the year 1949 ranged all the way from 
a slight decline to an increase compared to 1948 fig- 
ures, and much of the reason for the wide variation of 
forecasts could be found in the question of what would 
happen to prices. In the electrical industry more ap 
pliances and particularly those of new or unknown 
manufacturers had already become a drug on the mar 
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ket but in the supplies division roughing in materials 
were still in short supply. 

The fan and ventilating equipment industry found 
that it had missed a bet when it looked on the new type 
floor ventilators as a novelty item and old line manu- 
facturers scurried around to get into the market with 
a design that would get them a share of the new type 
which had captured high popularity with the public. 

When it was found that electrical interests in the city 
of Rochester, New York had staged a cooperative 
campaign on planned lighting, with the local utility as 
the spearhead and all branches of the industry co- 
operating very closely, ELECTRICAL W HOLESALING 
went up and got the story and devoted its entire issue 
the following month to the Rochester story as an out- 
standing example of how local cooperative activity can 
build sales 

The Third International Lighting Exposition at 
Chicago drew highly satisfactory attendance with man 
ufacturers showing an unusual number of new designs 

Washington revised regulation “W" so as to permit 
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lower dewn payments on electrical appliances. The 
residential building boom kept rolling along with many 
authorities predicting the slowing up of over all con- 
struction (when the last figures had been compiled, 
at the end of 1949, a new record had been established 
with over one million home units started during the 
vear. ) 

Phat the buyers were in full control of the market 
was indicated by highly intensified interest in sales 
promotional activities and improved selling methods 

Phe government's hospital building program sent 
wholesalers scurrying around to architects, engineer 
ing offices, and contractors wherever a hospital build 
ing project was announced, In the rural market im 
creased attention was given to the sale of electrical 
equipment for farm operation 

The annual convention of N.E.W-.A,. at Cinemnat 
duplicated the record made at Buffalo the year pre 
viously, The program offered at the convention 
stressed the need for selling and was considered ex 
tremely helpful and well timed by all who attended 

Wholesalers throughout the country found it neces 
sary to give increased attention to the credit situation 
Many dealers who had entered the field since the end 
of the war were not doing so well and the same thing 
was true of newly started and inexperiet ced contrac 
tors. Failures in those two branches were on the in 
crease, 

One Chicago wholesaler attracted national attention 
when he carried through a program of spending $50, 
000 for the most up-to-date lighting show room that 
had evel been built by any Ww hole saler | he NO hool 
market for lighting as well as rewiring was receiving 
increased attention by the sales stafts ot electrical 
wholesalers 

Che National Electrical Wholesalers Association 
changed its name to the National Association of Elec 
trical Distributors. The news columns of this publi 
cation continued to carry details of new warehouses 
and show rooms built by electrical wholesalers. New 
electrical products still were coming into the market 
with the majority of manutacturers announcing that 
wholesale selling would be channeled through the elec 
trical distributors. The National Adequate Wiring 
Bureau reported increased interest in many important 
centers and expected to speed up its campaign for the 
ensuing vear 

In the House of Representatives at Washington 
H.R. 5064 was introduced which bill provided for tax 
ing certain then tax-exempt cooperatives lorecasts 
for the year 1950 ranged all the way from a decline be 
low 1049 totals to at least equalling if not bettering the 
1949 figures, with definite assurances that sales could 
only be kept up at the 1949 level if a real hard-hitting 
sales job was done. A number of manutacturers Of ap 
pliances were starting legal action for violations ot 
fair-trade agreements and quite a number had already 
won the decision 
The year 1949 finished up with December sales at 
431 percent of the 1939 average and inventories at 14) 
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Electrical Wholesale Distribution 
in 1950 
An Objective Appraisal 


By O. Fred. Rost 


Editor 


HI very fact that so many 


ae THE SALES VOLUME OF ELECTRICAL 


ized in the distribution of elec 
trical and allied goods, the numb WHOLESALERS HAS GROWN 
running into the thousands, is suffi 
cient proof that the wholesaler is 
rendering services to the manuta 
turers at a cost lower than that at 
which such manufacturers can pet 
form those services themselves 
lo appreciate the importance of 
the wholesaler to the manufacturer, 
it is but necessary briefly to indicate 
the ways in which the wholesaler 


serves the factories 


1. The wholesaler is a specialist 
in distribution. He knows what 
goods can be sold in his territory 
and in what amounts, qualities, 
stvles, packages, brands, et No 
manufacturer can ascertain these 
facts, with the same degree of skill, 
especially when one considers the 
distance separating the manufac 
turers from the thousands of ulti 


— 


mate users of his products, located 
in all sections of the country 

2. The wholesaler, on the othe 
hand, is supplied through his sales 
men from the field with valuable and 
continuous market information, 
which he is tar better able to inter 


} 


pret in deciding what to buy, from 


whom, how much, etc. Without this 
knowledge available to him, the 
manufacturer would have to undet 
take market analyses which would 
prove costly, troublesome and tine 
consuming 


> 


ihe electrical w 


holesaler gives 


the manufacturer access to a defi 


chentele of permanent and_ ple: 


1 
! 
| 


customers n addition, he prov 

a trained sales force to call Wy) 
these customers Few manuta 
turers of electrical goods, indeed, 
would find it feasible to secure na 
tional distribution for their goods by SF stimote Each symbol represents 500 million dollars 
direct sale to all potential users of 
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Wouldn't it be pre 
manufacturer, un 


their product 
posterous tor a 


less he produces a complete line of 


electrical goods, to undertake to cul 
tivate all of those users through his 
own sales force? Only the complete 
stock of the 
that he is spreading his sales 


wholesaler and the 
fact 
and other operating costs over many 
lines of ] roducts make it possible for 
him to render his services at such 
low cost 

$4. The electrical wholesaler cul- 
tivates the field intensively and much 
than the average 


1 
salesmen cover every city, town, vil 


more thoroughly 
manufacturer can atford to do 


lage or hamlet in which contractors, 
industrial customers 
obvi 


way of 


commercial or 
or prospects may be found 
ously, the most economical 
reaching buvers in small communi 
ties is by distributing the expenses 
involved over a large number of 
items, and no manufacturer of a few 
merchan 


items or a limited line of 


dise can do this as effectively as the 
wholesaler 
other 


renders for 


5. Among — the services 


which the wholesaler 


the benefit of the producers of elec 
warehousing Phe 


von Is 


trical 


Wholesaler stores for the manutac 


turer and has learned how to per 


form this function with great econ 


is able to rotate stoc ks 


seasonable goods and to utilize his 
space constantly, with little waste 
His warehouse may be likened to a 
reservoir into which products of 
various manufacturers are constantly 
flowing and from which these prod- 
ucts are flowing out to the hundreds 
of users, a proper balance being 
maintained between the intake and 
the outgo. 

6. The wholesaler often renders 
a valuable, financial service to the 
manufacturer in that he finances the 
purchase of his products by extend- 
ing credit to its buyers. Indirectly, 
he may help financially, as when he 
makes payment in cash immediately 
upon receipt of the goods or invoice 
or when he pays his bills within 
short time after invoice. 

7. By placing orders for many 
seasonable goods and putting them 
in his stock in advance of the buy 
ing season, the wholesaler stabilizes 
production. The manufacturer can 
then produce according to schedule 
and fill orders at a much lower price 
The wholesaler also simplifies 
accounting and 
carrying 


the manufacturer's 
hookkeeping Instead of 
thousands of small accounts on the 


hooks, the manufacturer carries a 


lunited number of large accounts 


when he distributes through whole 
salers. 
lhis tends to reduce the manufac 


turer's cost of credit granting and 
the collecting of overdue accounts. 
The wholesaler is much closer to the 
contractors, dealers and users and 
can obtain credit information much 
more quickly and at smaller cost 
He can follow up small accounts 
with greater care and thus reduce 
losses from bad debts 

It should be that 


specialization is not confined to any 


remembered 
particular line of endeavor. Re 
cent vears have demonstrated that 
specialization in the field of whole 
sale distribution of electrical appa- 
ratus, supplies and appliances is not 
merely sup- 
plied 


In fact a high degree of speciali 


possible but actively 


zation has made it possible for the 
wholesale distributor to continuously 
respond promptly and efficiently to 
all the demands that the complexi 
ties and constantly expanding diver- 
sity of electrical products have made 
upon their facilities and their per- 
sonnel, 

Summing it all up, the electrical 
wholesale distributor serves his trade 
in a superior manner, and in a way 
which cannot be easily duplicated by 
any manufacturer, were he to under 
take to perform the same functions. 

The distributor facilitates buy 
ing, simplifies bookkeeping, makes 
delivery, assures a_ faster 
service, prevents and 
backs up locally the guarantees made 
by the makers of 
handles complaints all in one place, 


promy it 
she rages 


the goods He 


extends liberal credit, helps his cus 
tomers in time of financial distress, 
sound advice, obtains new 


gives 
and furnishes 
at all times profitable information 
better 


satisfied cus 


goods without delay 


which makes tor electrical 
installations and more 
tomers 

Pruly, these are services and helps 
which no sane manufacturer would 
under normal conditions be willing 
to abandon \s long as those serv 
ices are in demand, so long will the 
an integral and 


our distributive 


remain 
part ot 


wholesaler 

mechanism 
half of the 
electrical 


Through the first 


[wentieth Century the 
wholesale distributor has exhibited 


exceptional agility, resourcefulness 
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Each symbol represents 200 concerns 


THE NUMBER OF ELECTRICAL 
WHOLESALERS HAS GROWN 


NWS 


This chart records only VERIFIED electrical wholesal: 


and 
lions so as to meet the changing de 


eagerness to adjust his opera 


mands of the industry. 


He has not merely held on to his 


position with admirable tenacity, but 
through the years, and particularly 


during the last decade, which in 


cludes the war and post-war vears, 


he has built up acceptance and re 

spect along the entire front of 

business, 

At this writing there appears to 
nothing the horizon that 

would indicate any lessening of the 

demand for his services. Therefore 


it seems reasonable to expect that 


be on 
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distributors 


the electrical whe 


lesale 


distributing 


industry will continue to grow apace 


with the industry 


on electrical good 


sO long as th 


tive 


bul 


$s 1s manufactured 


by concerns, that must depend upon 


independent chan 
tribution of ther 


holesale le vel 


nels for the 


produc ts 


at 


«tis 


the 


3 
1900 
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1950 MODELS OF 


WHOLESALE DISTRIBUTION 


MPRESSIVE examples of modern electrical 

wholesale distribution facilities at the half-way 
mark of the Twentieth Century are these two new and 
highly practical establishments 

Chey are designed to permit the fastest flow of goods 
possible and at the same time, offer a means of reduc 
ing costs and savings in time and money not only for 
the distributor but for his customers as well 

Wholesale distributors today strive for adequacy 
and utility. Every inch of space must be adequate to 
carry out efficiently the tremendous task of keeping 
records, entering orders, shipping out, billing, recety 


BOSTON 


Representative of the large chain or- 
gunizations engaged in the wholesale 
distribution of electrical products is 
the General Electric Supply Corpora- 
tion's new, modern plant at 145 North 
Beacon St., Boston, Mass 

A one-floor structure, this building 
is a striking example of how the in- 
dustry has grown. Today's electrical 
wholesale distributors are constantly 
striving to improve their service while 
maintaining maximum efficiency and 
the lowest-cost distribution. 

Years of experence and special stud. 
ies contribute to helping the wholesaler 
erect a structure that will keep pace 
with the rapid pace of the electrical 
industry 


100 


ing, storing and servicing a myriad of products. 

Warehouse space has to be planned so as to allow 
storage of vast quantities of supplies. The entire 
operation must be carefully organized in order that 
without confusion goods may be selected, packed and 
delivered accurately and promptly. 

On the following pages ELECTRICAL WHOLE- 
SALING offers vou a guided tour through— First, 
latest building of an aggressive Mid-Western inde 
pendent distributor. Second, a wholesale supply house 
associated with one of the large national chain organi- 


zations. 


Selected as an example of the great 
strides made by the independent elec- 
trical wholesale houses is the Nelson 
Electric Supply Co., Tulsa, Oklahoma. 

Although it has five different levels, 
goods do not have to be moved verti- 
cally any place within this building by 
elevator. Handling operations are kept 
at a minimum and modern materials 
handling equipment and machinery are 
utilized wherever possible. 

Every inch of space is utilized in 
order to have thousands of products 
within reach at all times. 

Good lighting, good ventilation, 
ample parking space are factors which 
are included in the 1950 model whole- 
sale distributor's place of business. 
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COMELY RECEPTIONIST at Nelson Electric Supply Co. gets us 
started on our tour and then notifies executives that we are on our 
way to visit... 


f 


GENERAL office which also has recessed lighting fixtures, EXECUTIVE offices where we note recessed fixtures and 
ample space and good ventilation. Next we note the .. . acoustical ceiling. Adjacent to this office is the . . . 


TER months of patient search 
ing, the Nelson Electric Supply 
Co. finally found a site in the down 
town area of Tulsa, Oklahoma that 
filled most of its requirements. The 
location selected was aceessib'e to 
the market area served by the com 
pany and it was situated on a wide, 
main thoroughfare where both local 
and cross country freight trucks 
could approach easily 
Che biggest problem was to decide 
what kind of building should ix 
erected The volume of business 
done by Nelson Electric Supply Co 
required it to carry a stock twice as 
large as could be placed in an ideal 
one-story structure 
(. B. Nelson, president of the or 


and #anization had some definite ideas as 


RAMP CONSTRUCTION in the warehouse that connects five levels 
eliminates all elevator transportation. Moving to another section of the . . l 


to what type of operation he wanted 
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WAREHOUSE we note the beginning of one ramp. * 6 STEEL SHELVING. Despite the tons of goods that 


entire warehouse is equipped with .. . must be stored, aisle space is sufficient for... 


All of the departments must be ar- 
ranged so that there would be a 


minimum of interruptions in the flow 
of goods. Warehouse, city sales 


room, business and executive offices 
iad to function together—- smoothly 
and efficiently. 

Mr. Nelson, working with the ar 
chitec Re | rederick \ ance Kershner, 
conceived the ingenious idea of 
ramped floor, 25 feet wide, connect- 
ing five different levels. The scheme 
called for horizontal movement of 
stock from bins to dock. By using a 
fork truck for loading and unload 
ing, stock could be carried to and 

NAISOC J OSIYN from the lowest and highest level 
without rehandling or vertical eleva 
tor transportation. This, in effect, 
made five levels or stories into one 

Phe business offices consist of re 
ception room, manager's office, pres 
ident’s office, purchasing agent's 
office, auditor's office, general office, 
large fireproof vault and ample rest 
room facilities for office workers 
Adjoining the offices are a kitchen 
and a dining room where lunches 
ire served to employees and guests 


he oftice s complete ir 
FORK TRUCKS to move around easily and quickly. Trucks can pick up from any Uhe ; tice area is completely air 
section in the warehouse by using ramps. At the right is area devoted to conditioned and lighted with fluores 
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K CONDUIT STORAGE where steel beams braced and Q LOWER LEVEL is the cable reel storage area. Storage of 


bolted to the floor form racks. Located ona... goods on ramp can be seen at left. From here we go to. . . 


cent troffer lighting; floors are of 
plastic tile; ceilings are acousticai 
tile. An intercommunicating  sys- 
tem operates throughout the ware- 
house and office areas. 

The warehouse is ventilated with 
large fans mounted on the roof and 
in the basement and is heated by gas 
fired unit heaters. Natural light for 
the warehouse is through a continu 
ous strip of corrugated glass on the 
east and west sides, five feet high, 
near the top of the building, Fluores 
cent lights, mounted on trolley ducts 
have been installed over the entire 
warehouse. Steel shelving is used 
throughout the warehouse 

Nelson Electric Supply Co. real 
izes that its customers are often in 4 
great hurry. Every counterman 
knows that the speed with which a 
contractor can get his supplies can 
mean a difference between profit and 
loss on a job. In order to save its 
customers as much time as possible, 
Nelson Electric planned a parking 
area Just outside the entrance to the 
city counter \nother entrance next 
to the city counter door leads direct 
ly to the general and executive 10 PARKING AREA of Nelson Electric Supply Co. Windows are located in the 


offices city counter room just a short flight up from the street level 
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1 PRETTY receptionist offers a pleasant greeting and starts us on our 
tour. Switchboard tells her whether executives are in or out for the 
day. We visit the... 


I a circus ringmaster were to de 
scribe the General Electric Sup 


ply Corporation's new building at 
145 North Beacon St... Boston, 
Mass., he would probably sav, “It's 


A super-colossal, stupendous, magnifi 
cent,”"—and believe it or not, he 
wouldn't be exaggerating 
Here is an electrical wholesale dis 
] tributing house where service and 
operating efficiency are outstanding 
| Phe entire building at GE. Sup 
ply has been carefully planned to 
| produce a smooth functioning, inte 
yrated assembly line resulting in an 
extremely efficient distributing oper 
ation 


every department within the one 


oor building has been provided with 


le thi APPLIANCE SHOWROOM where model store illumination systems are used 
emple space, modern machinery and 


to highlight radio and television models as well as . . 
equipment, good lighting and good 


ventilation 

Incoming orders follow a logical 
ind progressive sequence through 
pre-defined routes until they con 


verge in the shipping department 


Che general office 1s e juIpy ed with 


modern desks, the latest) business 


machines and its staff works under 


the tinest lighting system that. the 


firm's lighting specialists could de 


sign. In the general office area there 


ire recreational tacihties, lounge 


rest rooms, showers and a first-aid 


room 


\rranged along two sides of the 


mam office section are the executive 


1 


offices and departmental conference 


rooms. Each of the rooms is pro 


vided with a different kind of offices 


lighting so that in etfect all of the 


executive offices comprise a series o 


HOUSEWARES display in another area of the room. Dealers are making good 
use of this showroom. A quick swing through the 


displavs of modern office lighting 
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GENERAL OFFICE to see orders moving along logically SECTION operating as a single efficient unit—yet, part of 
through one department after the other with each . . . an integrated master plan. Each and every department . . . 


oi CITY counter to nvte display of commercial and industrial 4 BOOKKEEPING, credit, stock control, etc., has modern 
lighting fixtures. Lighting display is completed in the. . . equipment. On way to appliance showroom we stop at 


WAREHOUSE gives us a chance to see how neatly the firm 5 PIPE or crates of small items. Special pipe rack was de- 
stores its goods whether they are appliances or < signed to reduce pressure on walls. Beyond is the 
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1 CABLE REEL section with more than 40 reels of wire 1 
All orders wind up at... 


and cable stored in a small area. 


fixtures handled by the company 
actually installed and working. 

An area 36x72 feet is devoted to 
an appliance showroom. Practically 
every appliance and radio and tele 
vision receiver distributed by G. I 
Supply is on display here. The show 
room includes a model laundry and 
model kitchen. All of the heavy ap 
pliances are mounted on rollers for 
\bout 150°) deal 
seated in the showroom 


maneuverability 
ers Can be 
for special demonstrations or sales 
clinies 

Keven the showroom has a part in 
the “working” lighting display that 
can be seen throughout the entire 


building. Here they have installed 


recessed units entirely There 


10-foot 


Is a 


with a drop sub 


celinyg 


ceiling of irregular pattern with cove 


12 


106 


all escalators. 


lighting around its perimeter. Com 
binations of colored light bathe the 
walls. ‘Troffer and eye-ball incan- 
descent spotlights are used to fea- 
ture certain major appliances and 
Actually 
systems of 


radio and television. sets. 
14 different 
modern store lighting can be seen in 


more than 
the appliance showroom. 

“The key to successful distribu- 
tion is warehousing,” said G. FE. 
Supply's operating manager, M. ©. 
Williams. “The capacity to 
supplies and appliances in infinite 
variety and substantial quantity for 


store 


prompt delivery when required is the 
first requisite of good wholesaling.” 

Phe warehouse at G.E. Supply, 
Boston covers an area 502 feet long 
wide. It is served by a 


4 car 


by feet 


rivat railroad siding and 


SHIPPING and receiving platforms where trucks, large and small, can pull in, 
turn around, back up, load and unload with ease. 


ELECTRICAL 


PACKING and shipping section which is the focal point for 


Double doors at back lead out to the. . . 


eight multiple-load truck platforms 
for the speedy handling of incoming 
freight and shipments. 

Slings, trolley-lifts and five me- 
chanical fork-trucks are utilized to 
unload, store and move goods. There 
is a separate entrance to permit 
trucks to drive right into the ware- 
house to load and unload heavy con- 
duit, reels of cable, major appliances, 
etc. 

Every inch of space in the ware 
house is utilized and goods received 
are placed in the proper storage area 
with no extra handling. Fork trucks, 
conveyors and a loud speaker system 
speed the work of moving thousands 
of products 

Ranging alongside of the ware 
house is an 80-foot long city counter 
It a continuous counter but di- 
vided into four sections for supplies, 
apparatus parts, appliance parts and 
radio Half of the 40-foot 
width of the “city counter” area is 
devoted to the counter and bins but 
the heen 
arranged show- 


parts 


remaining portion has 
into a 
room for commercial and industrial 


here are 10 rows of trol- 


lighting 


fixtures. 
ley duct, mounted at right angles to 
the counter line, on which are hung 
surface and suspension type fixtures. 
Chey can be plugged in or removed 
at will to demonstrate any standard 
unit—either alone or in combination 
with others 
seventy 
parked in the parking area at G.FE 


two automobiles can be 
with enough room 
for & trailer trucks to 

\ctually 31,000 sq. ft. ot 
space is devoted to the parking area 


Supply, 
left 


maneuver 


ove! 
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What's Ahead In The Next 50 Years 
for ELECTRICAL WHOLESALING 


By O. Fred. Rost 


IGHT at the outset we wish to make it clear 
R that this attempt at forecasting for the next fifty 

years—the last half of the Twentieth Century 
1S NOT intended to apply to business in general nor 
wholesaling in general. It was prepared specifically 
for the industry that concerns itself with the wholesale 
distribution of electrical products 

We emphasize that distinction for the simple reason 
that some of the factors that serve to increase the long 
term favorable aspects for the future of electrical 
wholesale distributors do not appear to be present at 
all or are present to a lesser degree in other segments 
of business 

In preparing a forecast for any future period—be 
it short or long—there are always two groups of fac 
tors that must be weighed in arriving at a justified 
projection, namely : 

1. Basic factors for which reliable statistical data 
are available and which data cover a sufficiently ex 
tended period of the past to make possible a study of 
trends. 

2. Variable factors which exert a definite, often 
dramatic and sometimes catastrophic influence on fu 
ture business. Some of these variable factors cannot 
easily be anticipated, much less can their effect be ap 
praised in advance. Others herald their approach 
when the development of a trend becomes apparent. 
Still others affect only a part of our economy while 
leaving another wholly untouched 

It must be realized that when a projection covers 
so long a span of time as that attempted here, the totals 
or figures as shown for the vear 2000 are largely a 
product of conjecture, with those developed from 
basic factors holding the greater potential for a rea 
sonable degree of final accuracy 

In each case the year 2000 figures were arrived at 
by careful appraisal of all available data and study of 
trends that could conceivably influence the progress 
or growth of the factor involved 

Population 
1900 76 million 
1950 = 151 million 
2000 — 195 million 

The above figures will make it apparent that, com 
pared to the population mereases scored in the first 
half of the century, this projection anticipates a ma 
terial Slowing up of population growt n the second 
half 

Several factors support that viewpoint. bor mstance, 


during the first 15 vears of the first half, immigration 
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was unrestricted. Immigrants generally raised big 
families. Two World Wars stimulated marriages and 
increased births, with the decade 1940-1950 alone re- 
sulting in a population increase of approximately 
18,500,000 against 8,500,000 as the normal expectancy 
Nevertheless it is still assumed that, undeterred by 
the present high cost of living, people will at least for 
some years continue the post-war tendency of getting 
married early and having more children than was 
fashionable prewar. 
Households 
1900 — 12.7 million 
1950 — 43 million 
2000 — 55.5 million 
Reduced to the average number of persons per 
household, those figures indicate an average of slightly 
less than 6 persons in 1900 and of 4.6 people in 1910 
By 1950 the average had dropped to 3.5 persons pet 
household 
This projection expects no material change in that 
average during the next 50 years. 
Labor Force 
1900 — 28.3 million 
1950 — 64 million 
2000 78 million 
Average Working Hours Weekly 
1910 58 hours 
1950 40.5 hours 
2000 — 30 hours 
Total Man Hours Per Year 
1910 — 110 billion hours 
1950 — 126 billion hours 
2000 -. 115 billion hours 
Value of Output Per Man Hour 
(In 1950 Dollars) 
1910 — $0.72 
1950 $2.04 
2000 — $4.75 
Gross Value of National Products 
(In 1950 Dollars) 
1910 79 Billion Dollars 
1950 — 258 Billion Dollars 
2000 -. 545 Billion Dollars 
Because of the fact that all the above comparisons 
contribute to the production of some rather startling 
end results, they are shown here together 
This projection foresees by 2000 an increase of only 
14 milhon persons or 22 percent in our labor force 
and it expects the work week reduced from today’s 
40.5 hours to 30 hours, a reduction of 25 percent 
Yet, it is estimated that the value of all goods and 
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Value of U.S. National Production 
(In 1950 Dollars-In Billions) 


U.S. Population 

— (In Millions) 

Number of VERIFIED 64 Million 

— Electrical Wholesale Distributors. Number of U.S. Households 
(In Millions 


(In Millions ) 


-----s 


me Number of Distribution Centers 
For Electrical Products 


1940 1950 
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services produced by our economy in 2000 will be 


$545 billion, or over 110 percent above the 1950 figure. 

Casually read, that projection will seem like the out 
pourings of some optimistic crystal gazer but actually 
it is soundly founded as all other segments of this 
projection, and will appear as such the moment the 
factor involving Value of Output Per Man Hour is 
drawn into account. 

There we find that the $2.04 value of output per 
man-hour in 1950 can be expected to be pushed up to 
$4.75 by the year 2000. This means that an increase 
of 135 percent in the value of output, figured at the 
1950 dollar, is anticipated if anything approaching our 
present rate of introduction of labor saving devices is 
maintained in future 

Putting it another way, our labor force of the year 
2000 will work fewer hours but produce so much more 
in each hour that with an increase of only 22 percent 
over our 1950 labor force, and their working time cut 
25 percent, the total value of national production will 
be 110 percent more in goods and services than it 
was in 1950 

Of course, if also a way were found to get workers 
really interested in raising their own output and so 
unleash more Auman energy, future production pet 
man-hour would rise well above the total here antici 
pated. However, in the light of current political and 
social trends, no allowance for such a surge in the 
cooperative effort of labor has been made in this pro 
jection 

Disposable Income 

(In 1950 Dollars) 
1910 62 Billion Dollars 
1950 — 191 Billion Dollars 
2000 — 405 Billion Dollars 

Disposable income is the income of individuals after 
taxes (at the 1950 rate) have been deducted and rep 
resents the balance that is expected to be available for 
either spending or saving 

While the wage and salary earners of the vear 2000 
will have no greater control over taxes than we have 
in 1950, the manner in which they will spend their 
disposable income will be influenced materially not 
merely by the general state of mind then existing 
whether boom or depression colored but also by the 
prevailing degree of confidence in the then existing 
vovernment 

Consumer Expenditures 
(In 1950 Dollars} 
1910 58 Billion Dollars 
1950 — 179 Billion Dollars 
2000 — 380 Billion Dollars 

For purposes of this projection it is assumed that 
both the value of the dollar and the form of govern 
ment as of 1950 will substantially prevail throughout 
the period to the year 2000. Only if such is the case 


f over-all consumer expendi 


is the above estimate ¢ 
tures justified 

Che question of what consumers of the year 2000 
mav be expected to buy cannot be answered easily. It 
seems safe to assume that the high degree of mech 


anization that by then must have been achieved in in 
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2000 


dustry will have found its counterpart in the majority 
of American homes. Electrically operated labor and 
trouble saving home appliances will have reached a 
high degree of saturation with the replacement market 
producing a large portion of domestic sales in each 
respective held 

\lso by the time the year 2000 rolls around, the 
wiring of homes should have achieved a high degree 


# adequacy with ample numbers of heavily coppered 
branch circuits supporting the efficient use of the many 
electrical appliances and utility services that will be 
by then considered essential to modern living 

\ll of this adds up to having consumers give the 
electrical industry a larger share of their dollar than 


ever before 


Interpretations 
Of What All This Means 
To Electrical Wholesale Distributors 


When the navigator of a vessel or an aircratt 
wants to set his course he will first of all determine 
the spot he is in This he does by “shooting the 
sun” with his sextant. Then, after having consulted 
his Bowditch and perhaps his almanac, he will go 
through some extensive mathematical gymnastics and 
when he comes up for air he goes and marks a dot on 
his map-—the spot his craft is in. 

From that point it would be simple to make his 
course a straight line to his destination, but. if he did 
only that, it’s dead certain that he would never get 
there. In setting his course he must make due allow 
ances tor water currents, wind direction and velocity, 
curvature of the earth, speed of his craft and all exist 
ing variable factors 

Much of the same type of procedure has been fol 
lowed in preparing this projection. First of all, we 
had to know the spot we are m and so our “shooting 
of the sun” consisted of asking Dexter M. Keezer. 
Director of the Economics Department of MeGraw 
Hill Publishing Co., to do the statistics and calcula 
tions on our present position, as far as basic factors 
are concerned. Then we convinced him that he should 
also do those higher mathematical gymnastics and a 
little crystal gazing that would enable him to supply a 
set of estimates of what those same basic figures 
might be just a half century ahead, for the vear 2000 
Hence the credit for the basic figures quoted above 
must go to Dexter Keezer and his staft 

However, to make this projection hold particular 
interest for the electrical wholesale distributor and for 
the manufacturers who make the products the distrib 
utor sells, another set of statistics and projections was 
needed that would apply specifically to this field. These 
were prepared by the author and are interposed on the 
chart of basic statistics presented herewith 

\t this point it seems desirable to emphasize that 
the 50-vear projections by Mr. Keezer as well as those 
pertaining to the electrical products distributing indus 
try represent an earnest effort to produce a realistic 


forecast, soundly founded and void of any attempt at 
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the spectacular. In fact, it is fully expected that when 
the actual performance record of the year 2000 has 
been written it will be found that this projection 
erred, perhaps erred quite severely——on the conserva- 
tive side. 

A study of the projection chart for years 1950-2000 
here shown, will disclose one sharp difference between 
the two groups of projections. The curves on basic 
statistics indicate only comparatively moderate rises 
for the period while substantially sharper increases 
are shown for factors pertaining to the electrical 
industry 

Phe reason for this difference is, that this projection 
anticipates a steady rise in the percentage of total 
national production and of consumer expenditures to 
be accounted for by the electrical industry. 

While much has been said and written about elec- 
tricity and its unlimited adaptability to thousands of 
different uses and applications, one fact is seldom 
mentioned namely, that it enjoys what must be con 
sidered an impregnable position as the most facile, the 
cleanest and certainly the most readily applicable force 
that man has at his command. Nor is there any indica- 
tion anywhere that in the foreseeable future any new 
force may be discovered or invented that could se- 
riously challenge its position 

This, however, does not preclude the probability 
that presently known methods of generating electricity 
will be improved and that new sources of power such 
as atomic energy may be harnessed to the task of 
generating electricity and make it available at lower 
cost. All of this obviously can only serve to broaden 
further the uses of electric current and widen the 
markets for electrical products. 


The Consumer Market 
For Electrical Products 
in 2000 


In our forecast of basic factors we estimate popula 
tion in 2000 at 195 million people, supporting 55! 
million households and spending $380 billion 

For the purposes of this projection it Is necessary 
to assume that the steady rise in the American stand 
ard of living will not be halted even though it may be 
slowed up. This means that the use of electrical appli 
ances will broaden steadily with more and = more 
household and home-maintenance tasks performed by 
electrical devices, some now known, others still to be 
invented 

Homes and multiple unit buildings now. standing 
will have been modernized or replaced by modern 
structures and new homes will be equipped with or 
provide for all electrical conveniences including ele 
tric cooking and heating, home recreation such as 
radio, television, home movies and electrical games 
Lighting intensities homes will exceed today’s 
standards by a large margin 

hus by the vear 2000 a tremendous matter-of-fact 
market for permanently installed as well as portable 
electrical consumer goods will have been built) up, 
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2000 


with most of the individual items considered 
necessities. 

Freest possible use of those necessities will force 
installation of wiring systems in homes that have 
enough copper, circuits and many automatic as well 
as manual controls to support the use of all electrical 


conveniences at top efficiency, thus manifoldly multi- 


plying the markets for home wiring products as we 
know them in 1950. 

Since this projection anticipates for the year 2000 
an increase of only 30 percent in population but an 
increase of 110 percent in disposable income—-com- 
pared to 1950—it concludes that due to higher in 
comes consumers will have the money to sustain the 
substantially higher standard of living then prevailing 


The Industrial Market 
For Electrical Products 
in 2000 


The increase in the value of industrial output per 
man hour from $2.04 in 1950 to $4.75 in the year 2000 
is projected in the belief that through continuing 
pressure for higher wages and shorter hours the pres 
ent high rate of introduction of labor saving devices 
and general mechanization industry will be 
continued. 

This again will mean a steady increase in the indus- 
trial use of electricity, as long as there is no other 
motive force available that offers the same unlimited 
flexibility as well as cleanliness and economy. 

By rule of thumb the industrial application of one 
horsepower is assumed to equal the work of ten men, 
Best available statistics indicate that as of 1950 
American industry is using the equivalent of 1.3 
horsepower of electrical current per industrial worker 

This projection anticipates that the steady increase 
in electrically operated labor saving machinery and 
general mechanization will see the industrial use of 
electrical horsepower in the year 2000 quadrupled, 
namely at the rate of 3.2 horsepower per industrial 
worker 

The obviously resulting demand for motors, trans- 
formers, controls, cables and a multiplicity of other 
electrical products involved in achieving that high 
degree of industrial electrification will serve to in 
crease substantially the size of the slice of our total 
national production which this projection expects to 
go to the electrical industry 

Supporting that view, it is worthy of note that some 
of today’s fastest growing  industries—-chemicals, 
aluminum, magnesium, business machines—are those 
which use large amounts of electric power per unit of 
production 

The industrial market for lighting equipment in 
the vear 2000 will far exceed anything that can be 
measured by 1950 standards. The high cost of labor 
will have forced so high a degree of mechanization 
that now undreamed of speeds of production will 
be achieved. These will demand highly specialized 
tvpes of lamps and reflector equipment for various 
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1950 


operations, with ultra high intensities spotted 


where needed. 


Other Important Markets 
For Electrical Products 
in 2000 
While each of the sectors of the electrical prod- 
ucts this section has certain 
special market characteristics, conditions 


market covered in 
several 
apply to all 

For instance, the 
lighting in all markets received such tremendous 
impetus during World War II and since then that 


continued advances must be expected until intensi 


improvement artificial 


ties in each field of lighting application have 
reached the optimum of safety. 

Similarly the continuous increase in the use of 
electrically driven devices in all brackets of the 
market covered in this section will make it impera- 
tive that the wiring within and without each struc- 


ture will have to be adequate to meet all potential 


demands made upon it without impairing either 


the efficient operation of each current consuming 
unit or the safety of the persons and the structure 
involved. 

Retail Stores of every type in the year 2000 will 
be air conditioned where the climate demands and 
Merchants will 


LZ. 


have ultra high intensity light. 1 
demand a multiplicity of adequately powered out 
lets to facilitate the use of the flood of labor and 
time saving devices that good management then 
will have to provide in order to hold down selling 
and service costs, so that a net profit may be 
assured 

Offices will be air conditioned, have high inten 
sity lighting and they will no longer be a bedlam 
clatter electrical 
bookkeeping 


addressing and now 


of  small-machine Instead 


typewriters, calculators, machines, 


stamping, folding, unknown 
devices will perform most of the tasks silently and 
efficiently under the guidance of a minimum of 
employees 

Hospitals will by the year 2000 unquestionably 
score top honors with more electrical outlets per 


room and a greater variety of electrical devices it 


use than in any other type of building. 

Surgeons will operate under powerful but glare- 
less electric lights, while anxesthetics are admin- 
istered and controlled electrically, and they will 
use many instruments electrically operated. The 
use of X-ray and other applications will have 
expanded tremendously. 

Patients will have push button controls for their 
major needs including sanitary conveniences. 

Electrical intercommunicating, calling and sig- 
nalling devices will be available in every room to 
lighten the load on nurses. 

Schools may be expected to have relegated the 
proverbial red school house quite completely to a 
place in history only. Along with high intensity 
modern 


lighting and air conditioning, 


school rooms, halls, gymnasia, cafeteria and as- 


electric 


sembly rooms will be equipped with ultra violet 
lamps that will make traditional epidemics of 
children’s diseases a thing of the past. 

With intercommunicators, loud speakers, radio 


and television receivers in every room certain 


courses of instructions or lectures will be handled 
on a mass basis. Mass installations of electrically 


dricen business machines, machines, ma- 


chine tools and various types of industrial and 


sewing 


shop equipment will be available in every school 
district for vocational training 

Service Stations will be an important factor in 
the electrical market picture of the year 2000. It 
is reasonable to assume that the 2-car families will 
predominate and with a 30 percent increase in the 
number of households predicted, there will prob- 
ably be 70,000,000 private cars on the road. With ex- 
tensive garage, parking and service station space too 
costly in the highly populated centers, much of the 
service station business will have moved to the 
outskirts of cities 
offer on-the- 
spot, highly mechanized maintenance and repair 


services with electrical testing apparatus, tools, 


There super-service stations will 


washing and servicing equipment speeding the 


operations. 

Higher intensity lighting than are common to 
lay will be featured for both the indoor as well as 
yutdoor servicing areas 


Conclusion 


Obviously what all this means to Electrical Wholesale 
Distributors can be summed up in just a few words: 
Steadily growing, ever vaster markets for the 
products they sell. 

We are contident that those markets will develop as 
in our 


here projected, unless catastrophe, or a change 


form of government or currency should interrupt the 
normal peace-time progress in the growth ot our economy 
that is here assumed. 


We are confident also that the electrical products dis- 
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tributing industry can capture to itself the full measure 
of the benefits to be derived from clearing through its 
channels those vast volumes of products that this projec- 
tion believes will be in need of employing economical 
means of reaching their markets, in the period ahead. 

But 


through the intervening years, so that the industry will 


to do so its leaders must guide its members wisely 


be ever prepared to detend its place in the economy as the 
most economical channel for the wholesale distribution 


ot electrical products to their ultimate users. 
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FLECTRICAL WHOLESALE 
DISTRIBUTION AT A GLANCE 


When 10 electrical manufacturers each sell one order to each of 50 users... . 


Selling Direct... 


\ 


There are: 
500 orders + 500 bills + 500 shipments + 500 collections — thousands of details, 
delays and headaches for both manufacturers and users. 


. «- Selling through a Wholesaler 


There are: 
60 transactions — goods delivered to the consumers far cheaper and faster than 
the manufacturers could do it, selling direct. Time, labor and worry are saved. 


We are grateful to The Thomas & Betts Company for permission to reproduce this very 
dramatic illustration of why it pays to distribute electrical goods through electrical wholesale 
distributors. 

The Editor 
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Do you know how many fluorescent lamp ballasts are 
replaced; how many chime and signalling transformers 
are sold; how many oil burner ignition transformers must 
be replaced or the number of air cooled power and 
stepdown transformers installed every month, in your 
territory? The dollar volume may surprise you — and 
indicate a substantial business which you could supply 
with Acme Electric transformers. In every modern home, 
apartment, store, office and factory, transformer appli- 
cations include lighting for fluorescent and cold cathode 
lamps; power distribution and regulation; voltage control, 
boosting or reduction. There are more Acme Electric 
transformer sales opportunities than you imagine. Write 
us, we'll tell you how you can supply these profitable 


markets. 


CHECK LIST OF TRANSFORMER 
SALES OPPORTUNITIES 


FLUORESCENT LAMP BALLASTS [] AIR COOLED POWER TRANSFORMERS 
COLD CATHODE LIGHTING TRANSFORMERS [] STEPDOWN TRANSFORMERS 
CONTROL TRANSFORMERS BELL — CHIME TRANSFORMERS 
WARP-STOP TRANSFORMERS LUMINOUS TUBE TRANSFORMERS 
TESTING EQUIPMENT VOLTAGE ADJUSTORS 


ACME ELECTRIC CORPORATION 


676 WATER STREET * CUBA, N. Y. 
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Applications unlimited....with PLuGMoLD 


Wherever, whenever there is a demand for electrical plug-in-anywhere convenience, Plugmold 
is the easy way to provide closely-spaced, correctly-located outlets...enough outlets, in fact, to 
meet present as well as future needs of electrical service. In every case, added convenience is 
matched by added safety and appearance, by elimination of long, unsightly cords, clumsy mul- 

tiple plugs, make-shift hook-ups. 
No fuss to install... in new construction, entrance is from the back through wall or par- 
tition ... in existing buildings, handy take-off fittings permit extension from present 
outlets in either baseboard or wall. And — with four Plugmold types — you have a 
choice to meet the specific requirements of every application ...1900 Plugmold is avail - 
able wired, unwired, or as Snapicoil (coils of prewired receptacles)... 2100 Plugmold 

is available unwired, with a capacity larger than 1900. 

When you plan outlet convenience ... plan convenient Plugmold. Send today 

for complete information 
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| FROM FLUORESCENT FIXTURES IS IMPORTANT 


\ 


specify... 
iad TIFIED BALLASTS 


\ 


CERTIFIED BALLASTS assure rated light output from 
fluorescent tubes . . . you get the light you pay for! 


Some uncertified ballasts reduce light output by as much 
as 20%, even though it is not noticable to the eye. 


Thus, an installation of 8 fixtures using CERTIFIED 
BALLASTS would give the same amount of light as 
10 fixtures with poor ballasts. 


Be sure... be economical . . . specify CERTIFIED 
BALLASTS. 


CERTIFIED BALLASTS are made to exacting specifications, 
then tested and checked by Electrical Testing Laboratories, Inc., 
an impartial authority, which certifies the ballasts conform to the 
specifications. Up to the minute information on the types of 
CERTIFIED BALLASTS available from each participating 
CERTIFIED | manufacturer may be obtained from Electrical Testing Laboratories, 
) Inc., 79th St. and East End Ave., New York, N. Y: 


BALLAST MANUFACTURERS 


SPEC. NO. 6 
PF 
Ss Makers of Certified Ballasts for Fluorescent Lighting 


2116 KEITH BLDG., CLEVELAND 15, OHIO 
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SOLVE IT WITH 


HAZARD WATERTITE! 


Hazard Watertite offers you a long-lived insulation with 
high dielectric strength that’s effectively impervious to 
moisture. It’s tough, elastic and free stripping. In wet 
locations, Hazard Watertite speeds and simplifies instal- 
lation as no protective lead sheath with costly, time- 
consuming joints and terminals is needed. Since its earli- 
est development as Submarine insulation for non-metallic 
sheathed underground cables, Watertite has a history of 
over 20 years in trouble-free service. Approved under 
NEC as Type RW for use in wet locations without 
metallic sheath, or Type RH for use at a maximum con- 
ductor temperature of 75C. 


HAZARD KEYSTONE! 


Hazard Keystone, field-proved over the past 50 years, is 
an oil-base insulation for high-voltage installation. It 
combines in one compound — resistance to ozone, corona, 
moisture, heat, sunlight, mildew, acids and chemicals. 
Your assurance of long, trouble-free service from aerial, 
underground or interior cable installations with Hazard 
Keystone insulation is backed by its long, successful ser- 
vice record as well as thorough factory testing which 
includes both a-c and d-c tests for service over 5000 volts. 


YOUR ANSWER IS 


HAZARD PERFORMITE! 


Specially developed to withstand the deteriorating effects 
of heat on insulation, Hazard Performite gives you an 
ideal answer to this difficult installation problem. Since 
1931, this Hazard insulation has been used extensively 
for all kinds of general interior circuits, branch feeders, 
portable cables, municipal cables and other special instal- 
lations demanding Jong, trouble-free service life and 
exceptional heat resistance. Performite is long-aging, 
non-corrosive, free-stripping, mechanically and electri- 
cally stable. Approved under NEC as Type RH for use 
at a maximum conductor temperature of 75C. 


There's a Preferred Hazard Insulation for Every Job 


For full information about Hazard Watertite insulation 
write for Bulletin H-422; H-403A gives all the facts about 
Keystone and H-431 about Performite or ask your Hazard 
representative. Hazard Insulated Wire Works, Division 
of The Okonite Company, Wilkes-Barre, Pa. 
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And Remember — They're 0.K. If They're O. 2. 


CONDUIT FITTINGS + CABLE TERMINATORS + CAST IRON BOXES 
GROUNDING DEVICES + SOLDERLESS CONNECTORS + POWER CONNECTORS 


Notional Electrical Code para- 
graph 3014 specifies intervals 
ot which cable supports must 
be used in vertical racewoys. 


ELECTRICAL 
MANUFACTURING 
COMPANY, INC. 


262 BOND STREET - BROOKLYN 2,WN. Y. 
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EXTENDING YOUR INVOICES IS EASY 


... the Printing Calculator way! 


Here’s all you do: Enter the amount of the /tem (multiplicand) on the 

machine, then enter the Quantity (multiplier) . . . and your answer 

comes up in a jiffy — printed on the tape. You proceed to the next 

ULTIPLICAND, item immediately; there’s no need for copying, for rechecking . . . 

because you have the printed proof right there 

3 2 @860 ¢ And the Remington Rand Printing Calculator is fast — fast with the 

ANSWER speed you get only in the 10 key keyboard and compactly arranged 

feature keys . . . lightning-quick addition and subtraction . . . auto- 

matic division and direct multiplication. It’s so simple, so easy that 

anyone can learn to do all the basic arithmetical calculations in a 
brief practice session. 

Wouldn't you like to see how the unique Printing Calculator can 
hum through a batch of your invoices? . . . get them out in measurably 
less time than your previous methods? It’s as simple as dialing your 
Remington Rand office. Or just mail the handy coupon below. Do it 
today — for new office savings. 


MULTIPLIER 


Copyright 1950 by Remington Rand Inc, 


i FRemingtore Fkaraal 


gton Rand, Busi Machi and Supplies Division, 
Room 1445A, 315 Fourth Avenue, New York 10, New York 


Please send me without obligation FREE informative brochure 
“Command Performance.” 


NAME____ 
COMPANY 
ADDRESS. 


cITY STATE 
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@ UNIFORM PRESET PULL 
will not tighten or weaken with use. 


@ HUGE SCREWS, BACKED OUT 
ready for easy wiring. 


@ SMART, COMPACT 
sells better through eye appeal. 


@ ECONOMICALLY PRICED 
save both ways with Slater: 
initial cost and labor. 


Y 


A AZ 


—, 


= 


Slater makes a quality line of wiring ELECTRI C 2 MF 6.co 


petitive grades. Write for your free 1950 
catalog, listing over 150 Slater devices. 
Fastest-Growing Manufacturer in the Field 
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the Brand 


THREE ELECTRICAL TAPES 


FRICTION TAPE. 


Electrical wholesalers realize their 
Available 


responsibility in supplying customers 
in practical sizes 


with the right product to meet specific : 
and packaging 
requirements. Our experience has taught Sev candies 
us that no one electrical tape meets all 

conditions; therefore, we say —"Not 

one... but ALL THREE are important” 


so that the trade will stop to consider the 


proper electrical tapes to use for each 


job. In your sales of insulating tapes, 
may we suggest that you too weigh 
requirements...then recommend 

one or more of the 

DUTCH BRAND trio of 

electrical tapes to do the job. 
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Leviton devices are designed by highly 
skilled specialists in the wiring device 


what makes 
a good 
wiring 
device? 


The materials used in every Leviton de- 

vice are chosen through constant re- 

material search for the most suitable material to 


meet the highest standards of workman- 


ship and endurance. 


Constant daily testing of all devices in 
construction the Leviton laboratories and thorough 


inspection of every part insures a prod- 


uct of uniform quality. 


(OL 


No. 5003 3w 


5000 t-slot 


No. 
a Every part used in Leviton devices is manufactured in the 
The $000 Series— modern Leviton plants, where the latest automatic machin- 


Type C “T” Rated ery and equipment are maintained. 


Switches: 10A—125V.T., 
5SA—250V. For your convenience, the complete line of Leviton de- 


T-Slot Duplex Receptacle: vices are stocked in centrally located warehouses. PROFIT 
15A—125V., 10A—250V. BY CARRYING THE LEVITON LINE. 


Write for complete in- STRICT WHOLESALE POLICY 


formation about the 
illustrated devices. 


Listed by Underwriters Laboratories 
Meets REA. and Federal! Specifications 


LEVITON MANUFACTURING CO., BROOKLYN 22, N. Y. 


Warehouses: Chicago and Los Angeles 
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reetings 


TO THE N.A.E.D. 
ON THE OCCASION 
OF THEIR ANNUAL CONVENTION 


TUBE TOOL CO., INC. 


MANUFACTURERS OF pC PRODUCTS 


ph 


RES: 


BUSHED ARMORED CABLE 


/ ul. NON-METALLIC SHEATHED CABLE 
—. rattler 


ae SERVICE ENTRANCE CABLE 
will be available 


at Booth 108 FLEXIBLE STEEL CONDUIT 
Atlantic City 


NON-METALLIC FLEXIBLE CONDUIT 


GENERAL OFFICES & WORKS 594-602 JOHNSON AVE., BROOKLYN 6, N.Y. 
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Write for the new 
Philite Catalog. It 
contains photographs, 
drawings and 

detailed engineering 
data on all Philite 
Lighting Products. 


Reby-Philite Corp. 


. . . looks forward to 


the pleasure of your 


visit with us at the 
N.A.E.D. Convention, 
Conference Booth No. 225, 
in Convention Hall, 
Atlantic City, N. J. 


June 12th to 16th, 1950 


PHILITE LIGHTING PRODUCTS ARE SOLD EXCLUSIVELY THROUGH ELECTRICAL WHOLESALERS 


hulle Corp. 32-02 QUEENS BLVD., LONG ISLAND CITY 1, WN. Y. 
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A business like a 
man at the 
milestone is full of 
vigor and stamina, 
—well set for bigger 
things. Mr. James 
M. Bennan, presi- 
dent of Jefferson 
Electric Company, 


Jefferson says, “We look upon Jefferse: 
our future growth so confidently because 
during our first 35 years we have devel- 
Belland 
Chime Transformers 


James M. Brennan 


oped the essential engineering, research, 
manufacturing technique and control 
We can put this long experience to good 
use to assure continued uniform high 
quality in quantity production.” 

Ready to mount wherever there is a knock-out, 
both the Jefferson Bell and Chime Transformers 
are designed for quick attachment to (1) round 
or square outlet box cover, (2) side of outlet box, 
or (3) to wall of fuse or switch cabinet. 


Electrical Wholesaler Cooperation 
Greatly Appreciated 
The customers of Wholesalers 


are well acquainted with 
such Jefferson products as: 


Attached to round 
outlet box cover. 


Mounting feet are also provided for open 
wiring installation on post, wall, or ceiling. 
Either the Bell or Chime Transformer is easy to 
install, having a lip and set-screw for clamping 
to edge of the knock-out of metal cover, box, or 
cabinet with primary leads for connecting to 


circuit and terminals for bell wires. 

FOR BELLS: The Jefferson “Wizard” Bell 
Transformer has a capacity of 5 watts with 115V 
primary and 10V_ secondary; furnished with 
secondary binding posts. 

FOR CHIMES: The Jefferson Universal Chime 
Transformer has a rating of 10 V.A. and is fur- 


Saf-T-Lag Thermal Fuses 


Union Indicating Fuses 


® Union Renewable Fuses 


Gem Non-indicating 


Attached to square 


outlet box cover. 
Super-Lag Renewable 
Fuses 


Plug Fuses 
Fustats 
Bell and Chime 


Mounted on side of 
round or square 
outlet box. 


Gun 
Mounted to wall of 


fuse or switch cabinet. 


nished with 12 and 18 volt taps. There are two 
types; one available with secondary leads, the 
other with secondary binding posts. 


Reduce Stock... 
Increase Turnover 


The unusual, practical design of these two 
types of Jefferson Transformers makes it possible 
to keep stock at a minimum while increasing 
turnover. Write for further details today. 


JEFFERSON ELECTRIC COMPANY 


Bellwood, Illinois 


in Canada: Canadian Jefferson Electric Co., itd. 


Approved by 
Underwriters’ Laboratories. 


384 Pape Ave., Toronto, Ont. 


Folder 474-BT 
Sent Upon Request 


yet 


Transformers 


Dry Type Power C 
Transformers 


ircuit 


Ballasts, Fluorescent 


and Slimline 


Ignition Transformers 


Neon Transformers 


Jefferson 
Long-life 
Power Circuit Transformers 


Jefferson acknowl- 
edges the years of 
cooperation of so 
many of its Elec- 
trical Wholesaler 
friends and it goes 
without saying that 


our Wholesaler policy will be main- 


tained in the future 


as in the past. 


ALL TYPES OF INSTALLATIONS 
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SINGLE and DOUBLE ARM 


ONE PIECE OCTAGONAL 
STEEL STANDARDS 


The Standards are tapered octagon 
steel with arm support and base 
welded to tne pole. Listings for 
mounting heights of 21' 6", 26° 6", 
and 31' 6" with one or two rast arms. 


Luminaires are not included in list- 
ings of standards. 


Mast arms of 2" standard steel pipe 
are furnished in 4, 6, 8, 10, 12 and 14° 
lengths. Mast arms of I!/," standard 
steel pipe are furnished in 4, 6 and 
8' lengths. 


Sub-base for transformers fabricated 
of heavy steel plate. 


REVERE Street Lighting Standards 


conform to E.E.l. requirements. 


STREET and BOULEVARD 


LIGHTING STANDARDS 


WHITEWAY 
PYLON-LITES 


(PATENTED) 


REVERE Whiteway Standards offer 
the latest improvements in Boulevard 
Lighting and Business District Light- 
ing. Available with one, two, or 
three luminaires. 


For use with series or multiple sys- 
tems. Six 40 Watt instant start fluor- 
escent lamps are furnished in each 
luminaire offering maximum _hori- 
zontal light distribution. Brilliant 
light at less cost. 


Beautiful, sturdy design . . . easy to 
install . . . easy to maintain, 


Write for Catalog Data and Prices 
Coming Soon — NEW HINGED STREET LIGHTING STANDARDS 
GET READY FOR THESE NEW REVERE SALES BUILDERS! 


REVERE BLECTRIC 


- CHICAGO 46, 


INDOOR AND OUTDOOR LIGHTING EQUIPMENT FOR EVERY NEED 


Underwriter's 
Approved 
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FOR HEAVY DUTY 


AND AT HOME ON THE RANGE 


NO. 3898 35 Amperes 250 Volts 
36” Range Cord Set 


Two No. 8 and One No. 10 Conductors 


NO. 3899 50 Amperes 250 Volts 
36” Range Cord Set 
Two No. 6 and One No. 8 Conductors 


Nos. 3898 and 3899 are equipped with 
NON-REMOVABLE BAKELITE CAPS 


NO. 3829 35 Amperes 250 Volts 
36” Range Cord Set 
Two No. 8 and One No. 10 Conductors 


NO. 3830 50 Amperes 250 Volts 

36” Range Cord Set 

Two No. 6 and One No. 8 Cenductors 

Nos. 3829 and 3830 are ALL RUBBER 
molded. Conductors are clamped and 
soldered to the molded-in contact blades 
and extend to the tips of the lugs, for 
greater mechanical strength and better 
electrical contact. 


Specify Bryant Devices from your Electrical Wholesaler. 


THE BRYANT ELECTRIC COMPANY 
Bridgeport 2, Connecticut 
CHICAGO * LOS ANGELES 


Listed a 
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WITH THE BRYANT LINE OF 3-WIRE 
POLARIZED CONNECTING DEVICES 


For easy, convenient installation, servicing or moving of 
electric ranges or heavy duty electrical equipment, 
specify safe, dependable Bryant 3-Wire Polarized 

Cord Sets and Receptacles. 


NO. 3846 50 Ampere FLUSH Range Re- 
ceptacie with 040” brush brass plate 


Has a sturdy bakelite receptacle assuring 

long, trouble-free service. Easily installed 
has solderiess terminals and straight-in 

wiring for No. 8 or No. 6 conductors 


NO. 3826 50 Ampere SURFACE Mount 

ing Range Receptacle 

Strong, black bakelite cover of attractive 

design. Sturdy construction with special 

spring bronze contacts and solderless ter 
minals for quick, secure 
connections. One piece 
back and bottom plate 
with % and 1 inch 
knockouts. Adjustable 
cable clamp 
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See 
Fraser Bassett 
and 
j Franklin McDermott 
A At the Claridge Hotel, 


Atlantic City 
The Heart of @ Good Electrical Fittings 


Every WAGNER Malleable Electrical Fitting for 
use with thin-wall conduit (EMT) illustrates the 
value of correct foundry technique and—years of 
specialization. 

Facilities, men, and applied experience are fused 
together, here at WAGNER’s, into a method and 
“way of doing things” that produces electrical fit- 
tings that are RIGHT and “good to work with”. 

You get tough, accurately cast fittings made in 
our own foundry under complete chemical labora- 
tory control. Precision threading and finishing 
gives you malleable fittings of highest uniform 
quality. 

Distributed nationally through leading whole- 
salers means ‘“‘next-door” delivery to any part of 

Approved by Underwriters’ Laboratories, Inc. the country. WAGNER MALLEABLE PRODUCTS 
CO., 222 W. Adams Street, Chicago 6, Illinois. 


WAG N e R Foundry and Plant, Decatur 60, Illinois. 
; Send for new illustrated Catalog 483 
MALLEABLE FITTINGS 


‘“From Molten Metal to Finished Product’’ 
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As ALL history is the story of the individuals who lived it, so the 
history of the electrical industry is the story of men who conquered its 
problems—of those, who as manufacturers, developed its products, and 
of others, who as wholesalers, took them to market. It is their vision, 
virility and untiring effort that built its remarkable record of stability, 
ever broadening influence and unbelievable growth. 


Some of today's electrical concerns were engaged in manufacturing or 
wholesaling of other products long before the electrical industry was 
born; others entered the field while the industry was still in its swaddling 
clothes, and grew with it; others came into being with the invention of 
specific new electrical products, new applications, new expansions, and 
have kept abreast of its advances ever since. 


This Annual Anniversaries Review is published as an expression of our 
appreciation for the cooperation which electrical manufacturers and 
wholesalers have extended to this publication in the past. Our hearty 
congratulations and sincere good wishes for continuing success go to 
those concerns that celebrate in 1950 an anniversary of twenty-five, 
fifty or more years, divisible by five. 

The EDITOR 


Compiled and prepared for publication under the supervision of G. Ganzenmuller, news editor, by 
the editorial staff of ELECTRICAL WHOLESALING, from date supplied expressly for this Annual 
Anniversaries Review by each of the respective subject concerns. 
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NIVERSARIES 


of Manufacturers and Wholesalers 
in the Electrical Field 


BELKNAP HARDWARE & MFG. CO. 
LOUISVILLE, KENTUCKY 


Established 1840 


A Sa growing boy, William Burke Belknap, founder 
of the Belknap Hardware & Mfg. Co. watched 
the manufacture of iron in his father’s furnaces and 
mill at Pittsburgh. 

His young mind was stimulated by the steamboats 
which began to ply the Ohio River in 1811, the year of 
his birth. What he heard concerning passengers and 
cargoes on distant inland waters kept him informed as 
to the opening of a new and wide trade territory. 

In 1840, a number of years and several financial 
ventures later, Mr. Belknap came to Louisville and 
opened a store next to the city’s largest bank. He car 
ried a stock of iron, bars, castings, nails, horse shoes 
and other heavy hardware 

loday the Belknap Hardware & Mig. Co. encom 
passes 40 acres of floor space and employs 1,940 per 
sons— 340 of which are salesmen. Most of these em 
ployees have served the company at least ten years, 
the oldest active worker having started in 1880. 

rhe firm’s territory extends from the Great Lakes 
te the Gulf of Mexico and from the Atlantic Coast to 


the Rocky Mountains. To back up its far-flung elec- 


trical wholesaling operations, the Belknap Hardware 
& Miy Co. recently added two new one floor ware 
houses to its facilities, adding 125,000 square feet of 
floor space 
Otheers of the company are ; llows: Charles R 
Bottorti, president; Luther Stein, vice president ; 
B. Price, vice pres! ; Dara E. Cross, vice 
president and treasurer ; Char] \llen Gage, vice pres- 
ident and general man: 
retarv ; Herbert \W | sistant secretary : Berl 


Dove, issistant tre sult irl VIS 


\. Converse, sec- 


assistant 
isurer 1. W aught he bu for the elec 


al department 


THE C. S. MERSICK & CO. 
NEW HAVEN, CONN. 


Established 1840 
known as lish \lix, the present-day 
C.S. Mersick & Co ; Operated under a number 
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and over 


of names since its founding 110 years ago by John 
English. Its other titles have been: John English; 
English & Atwater; English, Atwater & Co.; Eng- 
lish, Atwater & White ; English, Atwater & Son; John 
English & Co.; Hotchkiss & Mersick. 

Although a wholesaling firm from its inception, The 
C. S. Mersick & Co. did not start its electrical depart- 
ment until 1909. Rapid progress was made, however. 
Three years later the concern issued its first electrical 
catalog—a 252-page volume. 

Improvements undertaken of late by Mersick’s elec- 
trical department include the modernization of its fix- 
ture showrooms. In addition, a line of radios and 
television sets is being handled. The department’s 
counter business, handled ten years ago by two men, 
is presently a four-man operation. The electrical de- 
partment is managed by D. M. Smith, who has been 
connected with it for 36 years. 


BARRETT HARDWARE CO. 
JOLIET, ILL. 
Established 1850 

T was 100 vears ago that W. I’. Barrett founded 

the Barrett Hardware Co. at Joliet, Ill. Originally, 
the concern was a farm store selling implements, but 
with the change of Joliet from an agricultural to an 
industrial community it became a general hardware 
and industrial supply house. 

In the early part of this century a wholesale business 
was started. By 1937 the wholesale business had be- 
come a major portion of Barrett's entire operation and 
had far outstripped the retail business. It was then 
that the decision was made to split the firm into two 
separate organizations, one wholesale and the other 
retail. The Barrett Hardware Co. assumed the whole- 
saling operations; Barretts Inc. became retail 

Electrical wholesaling is carried on by the Barrett 
Hardware Co. in 15 counties of northern Illinois 
Present officers of the firm are: W. F. Barrett, presi- 
Whallon, vice 
president; W. B. Curtis, secretary and treasurer; 
\. M. Steed, assistant secretary and treasurer 


dent, grandson of the founder; F. E 
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CANFIELD SUPPLY CO. 
KINGSTON, N. Y. 


Established 1850 


NE hundred years ago, P. A. Canfield founded a 
small retail stove firm in Kingston, N. Y. The 
century that followed saw the concern evolve into a 
large wholesaling establishment, handling electrical, 
plumbing, heating and mill supplies. 
Salesmen of the Canfield Supply Co. operate 
throughout the historic central Hudson River Valley 


the territory covered by the firm since its inception 
Three years ago, the Canfield Supply Co. moved 
from its original home on the Strand in 
another 


Kingston to 
in the city a portion of the 
second site is being taken over by New York State. the 
firm is making its home now in a five-story building 
at 25-27-29 Dederick Street in Kingston. 

Its officers today are: ] 


location Since 


Richard Shults, president ; 
George Canfield, vice president ; Irving W. Scott, vice 
president; E. H. Kingman, secretary; W. C. King 
man, treasurer and general manager. 


ANNIVERSARIES 


of Manufacturers and Wholesalers 
in the Electrical Field 


HIBBARD, SPENCER, BARTLETT & CO. 
CHICAGO, ILLINOIS 


Established 1855 


N March 22, 1855, William G. Hibbard began an 

enterprise in a four story, twenty-four foot wide 
building that was to become, ninety-five years later, 
a concern of such magnitude that a building 1060 feet 
long and 800 feet wide is needed to house its merchan 
dise. 

The young firm of Tuttle, Hibbard & Co. survived 
many hardships including a fire in 1857 and the panic 
of the same year. Despite these setbacks, business in 
creased, and they moved to a larger building at 62 
Lake Street in 1860. 

Five years later Franklin Spencer joined the com 
pany to make the title, Hibbard & Spencer. Once 
again the growth of sales forced them to find larger 
quarters; the firm moved to 92-94 Michigan Avenue 

The Chicago fire of 1871 destroyed much of the 
stock. That which was saved was removed to William 
G. Hibbard’s home on Prairie Ave. After their brief 
stay in Mr. Hibbard’s house the company resumed 
business at 30-32 Lake Street, where in a few years 
they had expanded until they were using all the build 
ing from 16 to 32 Lake Street 

\dolphus 
1864 


a duster of 


Jartlett. who began work 
had 


shelves, he 


with the com 


pany im a real success story. Beginning as 


successively worked his wavy 
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up through the positions $s manager, 


vice president, s nt ar 


secretary, 
director, d chairman of the 
board of ine 
the others in 


Bartlett & Co 


In 1905 they 


directors. Hlis name was irporated with 


1882, and the name of Hibbard, Spencer, 

fireproof building 
Forced to this 


condemned 


state Strect 


evacuate 
in 1925 


W icket riy nprover t re 


entire 


their new 


stack 


they 


lourteen 


were 

moving 

distributing 
Air | 


Water St 
in 1943, 
cessitating oval the ( to 


adquarters 


temporary 
building was returned 
the 


Howard St F-vans 


were begun for a warehouse 


it 2201 West 


ton 


Since 1949 the ] 


Is recopniz 


npany plant 


ware 


as been in its new 


ouses in the we 


Officers 


Whipple 
president 


nmittes 


ae 
~ 
at the 
building 
building was completed, they moved the =: 
in one week-end “2h 
Them 
sin 
° str 
hen. Short 
its owners, plans 
most modern of all 
Vich is one of the most modern 
chairman of the board; F. B. Kaufman, 2 
Krank ibbard, chairman of executive ; 
W. |. Claussen, vice-president, and treasurer: F. F ae 
Chreadgold, vice-president ; O. W. secretary and 
131 


comptroller; H. Collard, assistant secretary ; D 
(,eorge, assistant treasurer 


THE HARDWARE & SUPPLY CO. 
AKRON, OHIO 


Established 1860 


HE H. W. Wetmore Co. was started in 1860 in 

Akron. Ohio with the following officers as found- 
ers; J. Edward Good, president; C. Morgan, vice 
president; EE. S Bunnell, treasurer; W. W. Wohl 
wend, secretary 

This original company carried on a business dis 
tributing blacksmith supplies and also operated a retail 
hardware store 

In 1905 the company was merged with The Hard- 
ware & Supply Co. 

Today the company is engaged in the distribution of 
electrical apparatus and supplies, industrial supplies, 
plumbing and heating equipment, automotive, building 
supplies and equipment. 

The company has a sales force of 52 salesmen both 
city and country. Its warehouse and office space totals 
200, 000 sq ft. It has a service counter 120-feet long, 
manned by 16 service men, all trained in a particular 
branch of the company’s business emergency service 
is maintained 24 hours a day. Delivery service is main 
tained on a contract truck basis covering approximate 
lv two-thirds of the 40 counties served by the company. 

Officers of The Hardware & Supply Co. today in- 
clude: H. H. Kuhn, president; Hoyt O. Smith, vice 
president; E. W. Hartzel, treasurer; F. H. Steffens, 


secretary 


THE CANTON HARDWARE CO. 
CANTON, OHIO 


Established 1865 
é jar last shots of the Civil War were fired in 1865 
the same vear that the wholesale and retail hard 


firm of Sherrick and Miller was founded in 


ware 
Canton, Ohno, | Johnson Sherrick, Eli Miller, John 
B. Brothers and W. Kinney 

Today the name of this 85-vear-old firm is the Can 
ton Hardware Ce Its cleetrical wholesale salesmen 
cover northeastern Ohio, western Pennsylvania and 
northwestern West Virginia 

President of the Canton Hardware Ce. 1s S S 
Shafer. Other officers are: |. W. Brothers, executive 
vice president ; Hl. Yost, treasurer: W. Hol 
linger, secretary 
MASBACK INCORPORATED 
NEW YORK, N. Y. 
Established 1875 
( RIGIN of Masback Ine ited dates back t 

1875 when Robert |. Masback, then a boy of 15, 
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entered the hardware business in an 11 x 45-ft. store 
at Third Avenue and 64th Street in New York City. 

In 1897, Mr. Masback launched an “Exclusively 
Wholesale” business at a new location in the city where 
he continued to operate until 1905 when the growth 
of the business made another move necessary. 

Some years later the expansion of the business 
forced the acquisition of adjoining property until the 
Masback Hardware Co., incorporated in 1919, oc- 
cupied six buildings. In 1936 the last move was com- 
pleted to 330 Hudson Street in New York City where 
the firm now has a total of 170,000 square feet of 
warehouse space. 

Officers of Masback Incorporated (the official name 
since 1945) are: E. R. Masback, Sr., chairman; H. EF. 
Masback, president; E. R. Masback, Jr., vice presi- 
dent in charge of purchasing; R. H. Langsam, vice 
president and general sales manager; W. K. Donald, 
treasurer. J. B. O'Neill is manager of the electrical 
department. 


BROWN-ROGERS-DIXSON CO. 
WINSTON-SALEM, N. C. 
Established 1880 

LECTRIC lights were tried for the first time on 

4 New York City’s Broadway in 1880—the year 
that the Brown-Rogers Co. was founded by J. M. 
Rogers and Major Brown at Winston Salem, N. C. 

Originally a retail and wholesale hardware firm, the 
Brown-Rogers Co. also began to handle electrical sup- 
plies as electricity opened up tremendous new markets. 
At first its wholesaling business was localized in For- 
svth County, N. C.; today the firm's 32 outside sales- 
men cover North Carolina, South Carolina and 
Virginia. 

The concern—now named the Brown-Rogers- 
Dixson Co.—recently added a new one-story ware- 
house to its facilities. 

Present officers are: W. N. Dixson, Sr., chairman 
of the board; W. N. Dixson, Jr., president; C. E. 
Dixson, vice president; T. B. Dixson, treasurer and 


secretary. 


MITCHELL POWERS HARDWARE CO., INC. 
BRISTOL, TENN. 


Established 1880 


F' IUNDED as a retail hardware and tinware firm 
in 1880, J. D Mitchell & Co —later to become 
the Mitchell Powers Hardware Co., Inc.—-gradually 
developed into a 100 per cent wholesaling firm 
Although a complete electrical department was not 
added to the company until 1927, electrical products 
were carried by the firm and listed in its catalogs for 


many years previously. Since then the electrical de 


partment has been expanded tremendously, and its 
salesmen are covering the area within 100-mile 
radius of Bristol. .\ new warehouse with a railroad 


siding has been acquired recently 
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J. D. Mitchell and C. L.. Sevier were the founders 
of the firm. Its officers today are: J. W. Wright, Jr., 
president; R. E. Morphew, vice president ; C.D. Grif- 
fin, vice president; G. T. Thomas, secretary; J. C 
Powers, treasurer. 


COGHLIN ELECTRIC CO. 

WORCESTER, MASS. 

Established 1885 

F' IRERUNNER of the Coghlin Electric Co. was 
the Page Electric Co., established in 1885, the pio- 

neer among electrical houses in Worcester. This con- 

cern was purchased by John P. Coghlin, who had 

previously been connected with the Columbia Electric 

Co., a firm that he and two other men had founded for 

the manufacture of dynamos and motors. 

Under Mr. Coghlin’s direction, the Page Electric 
Co. prospered. In 1907 the corporate name of the 
company was changed to the Coghlin Electric Co. In 
that same year an electric fixture department was set 
up and an electric appliance department was estab 
lished in 1913 

At first the firm covered only Worcester. Today its 
wholesaling operations extend throughout central New 
England. Officers of the company are: J. W. Coghlin, 
president ; E. B. Coghlin, treasurer; T. G. Leary, pur 
chasing agent. 


MINNEAPOLIS-HONEYWELL REGULATOR CO. 
MINNEAPOLIS, MINN. 


Established 1885 
ene invention of the first thermostat by Al Butz 
l 


yrrought about the organization of the Minneapolis 

Honeywell Regulator Co, in 1885. Originally the com 
pany was known as the Consolidated Temperature 
Controlling Co. and manufactured a thermostat and 
damper control for hand-fired coal furnaces. Mr. Butz 
developed this early thermostat by utilizing a copper 
strip which he cemented to a piece of hard rubber and 
which warped back and forth with changes in tempera 
ture to make and break the electrical circuit 

By 1891 or so a number of Minneapolis business 
men, including W. R. Sweatt, had invested in the 
business and were involved in its management as di 
rectors. In 1896 Mr. Sweatt bought out the other in 
terests in the business and became its sole owner and 
from that time on the company had an unbroken re 
ord of profitable operation. By 1912 the company had 
a nation-wide reputation and, since it was generally 
known as “Minneapolis Heat Regulator” the official 
name was changed accordingly 

In the early twenties the oil and gas burner business 
came into the picture and the requirements of auto 
matic control of these systems resulted in great expan 
sion of the product lines. In 1927 a merger with 
Honeywell Heating Specialties of Wabash, Indiana 
took place and the name of the company became Min 
neapolis- Honeywell Regulator Company 
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In the following decade the company expanded its 
product lines and promotional activities to include all 
phases of residential, commercial, industrial and imsti 


tutional heating, ventilating and air conditioning ap 


ications and also went into the industrial process 
] 


control field with Brown Instrument Division 
recording, controlling and indicating instruments 

W. R. Sweatt’s two sons, Harold W. and Charles B 
are still active in the management of the company 
serving respectively, as president and executive vice 
president. Mark C. Honeywell of Wabash, Indiana ts, 
at this time, chairman of the board and Willard Huft 
originally of the Honeywell Heating Specialties Co., is 


also executive vice pre sident 


OAKES ELECTRICAL SUPPLY CO. 
HOLYOKE, MASS. 


Established 1885 


He history of the Oakes Electrical Supply Co 

dates back to The Roland T, Oakes Co., founded 
65 vears ago. In 1922 that firm set up a wholesale ch 
vision, and in 1934 a separate Massachusetts corpora 
tion was organized—the Oakes Electrical Supply Co 

Present executives of the firm are: John M. New 
ton, president; William P. Connelly, vice president 
Dorris B. Newton, treasurer; Hallam J. Clark, assist 
ant treasurer. D. D. Erwin manages Oakes Electrical 
Supply's branch at Pittsfield, Mass. 


ARROW-HART & HEGEMAN ELECTRIC CO. 
HARTFORD, CONNECTICUT 


Established 1890 
4 ie beginning of The Arrow-Hart & Hegeman 


Electric Co. dates back to 1890 when it started 
operations in a very small way in Kansas City, Mi 
souri as the Hart & Hegeman Mig. Co. The following 
vear its founders, Gerald W. Hart and George S 
Hegeman moved the operations to Hartford, ¢ 
and after several expansions in manufacturing 
ties occupied its present plants 

Following the death of Mr. Hegeman 
Hart severed his connection with the compan 
succeeded by Alfred TH]. Vease who was | 
until his death in 1913. Shiras Morris was then ¢ 
president which position he retained until | 
1927. Samuel P. Williams then 1} 
it was shortly afterwards that 
\rrow Electric Company tool 
\rrow-Hart & Hegeman [lectri 

Wiring devices were the principal 
merged firm, but shortly afterwards, enclose 
were added and a complete new line of mi 
magnetic motor controls were designe 

lohn R. Cook is pres 
dent and director of sale 


distributor division; ¢ Hana ot special 


ol division 


iles; P. salt, manager 
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BAIRD HARDWARE CO. 
GAINESVILLE, FLA. 


Established 1890 


KF‘! NDED in 1890 by FE 
this Wi hart 


firm was chartered ten vears later under the 


Baird as I 


laws of the State of Florida as the Baird Hardware 
Co., 
[Twenty counties in central Florida comprise the 


11 


rved byt ompany, which handles indus- 


as well as electrical supplies. The 


quarters occupied by the Baird Hardware 
Co. include a three-story brick building with 36,000 
square feet of floor space and a brick warehouse with 
31,000 square feet—both in Gainesville 
In addition, as of the first of last year a separate 
plumbing-heating-electrical supplies department was 
established by the firm in a building immediately ad 
joining its warehouse, This operation, which utilizes 
ximately 9,000 square feet of floor space, is under 
management of Clavton Hustad 
\. Pound, who has been identified with the Baird 
lardware Co. since 1908 Other officers 
ire: Sam McKinstry Mixson, vice president; James 


Pound, , secre 


president 


Lawrence, vice president 


tarv: F. D. Bennett, treasurer. 


BISON ELECTRICAL CO., INC. 
BUFFALO, NEW YORK 


Established 1890 


He tearn o., forerunner of 
the present-da Bison ical o., Inc., was 


founded in Buffalo in 1890 by J 


Its principal business 
tors to replace 


applications 


ind service 
establishment 


OOOO) 


Poday Thien ¢ he Bison Electrical 


Duttalo, rontier, and northwestern 
Pennsvivar 


ent 


THE EMERSON ELECTRIC MFG. CO. 
ST. LOUIS, MO. 


Established 1890 


hens 
lederal 


Baird & Co., 


Before a vear had elapsed, fifteen workmen were en- 
gaged, larger quarters were acquired and regular pro- 
“duction was underway. By 1892, expansion was again 
necessary and the company announced a new product, 
an alternating-current “buzz” fan, the original version 
of the present oscillating fan 

In 1893 the first major improvement in fan design 
Was announced, a new fan blade, “to reduce objection- 
able blade noise.” A guard was offered as an accesory. 

Three years later in 1895, Emerson Electric pio- 
neered the first alternating-current ceiling fan. It has 
remained an important product and contributed im- 
measurably to the success of the company over the 
\cars. 

In 1938, the company acquired a plot of ground (162 
acres) at the present address, on llorissant Ave., in 
St. Louis County. 

The officers of the company today are: O. C. 
Schmitt, president ; |. A. Driy, vice president in charge 
of operations; W. S. Snead, vice president and treas 
urer; R. H. McRoberts, secretary; 
comptroller, 


Rk. Petering, 


W. T. PACE 
FRANKLIN, VA. 


Established 1890 


HE beginning of W. T. Pace, present-day whole- 

sale distributing firm of Franklin, Va., goes back 
to 1890 when W. T. Pace purchased a stove and tin- 
ware business. Since then the concern has developed 
an electrical, building, plumbing, heating and hard- 
ware supply operation The electrical end of the busi- 
ness was started 38 years ago. Today the company 
is operated as a partnership by W. T. Pace, W. T 
Pace, Jr ,H. L. Pace, and J. A. Weede. 


PARANITE WIRE AND CABLE DIV. 
FORT WAYNE, INDIANA 


Established 1890 


YIXTY YEARS ago, the firm now known as Para 
nite Wire and Cable Division of Essex Wire Corp., 
as founded in Jonesboro, Indiana, The extensive fac 
as originally built in 1890 for the production of 
specialty goods. However, James Seibet 
founder, being a man of vision, sensed the 


1 cables, and 


need for insulated wit ane 

manufacturing » include these items 

‘company at this time w alled the Indiana Rub 
ind Insulate 

1891, production os e and telephone 

) was started ip insulating ma 

duction of bievcle 

n 1893, mechani rubber goods m 1895, and 

utomobile tires in TI8O8, About 1910, several 20-wire 

hin ; | 1 at a time) were in- 

wire greatly in 

re grew so rapid 

discontinued the 

n taver of electrical 


ind cable 
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territory 

trial and 
| 

q 

— 
Stearns and J. ‘J 

7 motors and steam-powered ma 
ia, In 1915, Mr. \rundell acquired control of the firm 

ind the Electri Co., In From then 
on the compativ @Nt nae ts tine is oan 

i electrical wholesaler, and today its has 

i 
\ 
\runden, one of the tounders, 1s presidmt ot 

tri (ther heer ire R. |. Moran, viee 
president: EF. Ro Arunee treasurer; and W. O 
Snuth, secretar 

t 

ee ers, \. W. and C. P. Mest ned wit 

the emerson Electric Mig. ¢ er 24, 18% 

oF Phe men rented a1 niown St. Lou 
ame office building and proceeded with the business of mat 
ufacturing “Eleetric Lightin Raily Special 
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On May 1, 1932, the entire firm was purchased by Locke, assistant manager; French D. Helsley, sales 
he manager ; William H. Green, manager ld 


the Essex Wire Corp. and it was at this time that 
and Don ©. Willams, buver 


th 

company became known as the Paranite Wire & Cable partment 
Corp., organized by A. FE. Holton, J. G. Searls, and 
R. G. Schoel. 

Today, Mr. Holton is president; W. J. Shea is vice 
preside nt and director i les; P. D. Rensenhouse i THE KIRLIN COMPANY 
res > and ‘ctor ot sales: vensennous 

DETROIT, MICH. 


vice president and treasurer; Walter Probst is secre 
Established 1895 


APO! 
4 Company 


\i. Wirlin and 
PASS & SEYMOUR, INC. 
SYRACUSE, NEW YORK ecation. 


Established 1890 
PARTNERSHIP was formed between Albert P 


Seymour and James Pass in 1890, known as Pass 


tary. 


eve ot 


t permit the 


& Seymour. This partnership developed porcelain 
tubes and cleats for electrical insulation which at that 
time replaced wooden insulators originally developed 
for such purposes 
or suc heat-treated ock 
Albert P. Seymour, at the time of forming the part 
signals now widely 
, today, is a partnersh 
company, and Mr. Pass was superintendent of the ai ; 1 \\al 
- in ohn ind’ \Waiter (ual 
Onondaga Pottery Co. The original plant was on the F 
towpath of the old Erie Canal but in 1900 the factory 
moved to its present location in Syracuse, N. Y. In 
1901 the partnership was incorporated as Pass & Sey 
mour, Inc 
The company’s line of products was extended and THE MINE AND SMELTER SUPPLY CO. 
developed and by 1910 it concentrated almost entirely DENVER, COLORADO 
in the field of low tension wiring devices such as are Established 1895 


] 


used in household, commercial and industrial wiring ein ; 
SBEN Sm as mown pioneer in the 
as well as in electric table lamps, floor lamps, flood 


irlv d ol ) ming, having been asso 
lights, electrical signs, ct¢ ‘ 
Clated wi Wo } al ol 


Foday the name Pass & Seymour is recognized it ; 1893 
ration romu Svs 


the electrical field as one of the foremost deve opers 

of various types of lampholders for signs, lamps and 

ceiling electrical fixtures, interchangeable wiring ce 

vices, and many other commonly used wiring devices 
Officers at Pass & Seymour today are: Richard H 


Pass, president ; John W. Brooks, vice president and 


liver, ded \line and 


1901 ts sold 


treasurer; James S. Pass, vice president; Victor 
Despard, vice president ; C. Lindzey Nicholson TI , 

also acquired 
retary and general sales manager; Robert M ied 


1 


original ur] 
bury, general 


manager 
» supply machinery and equipment to the metal min 


Branch houses re started 


HENRY A. PETTER SUPPLY CO. 
PADUCAH, KY. 


Established 1890 supp nd equipment 
ippli 
agrxt vears ago, Henry A. Petter fou he d mining machinery specialt rom the very 


 tributing firm which bears his nam ince thi ning mull supplies and ustrial equipment wer 
time the Henry A. Petter Supply ¢ 


dealer and contractor trade in its tert 


ot until 1911 
hed in Den 
prises western Kentucky, southern tments in 
western Tennessee and southe: 
Electrical as well as industria lu 
Ing supplies are the lines cart 
cern 

Executives of the Henry A 


clude: Stanley D. Petter, managing partner ; 
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IS Was tie ome 1 
en it was organized in 1895 by Otis Ear 
Grav. It was not until 1934 that 
is moved to Detroit, Mich., its present sa 
Its latest achievement has been the : oe 
mproved incandescent lighting fixtures tha QR 
2 use of ordinary rubber covered building wire, cirect 4 
cts that ar ye 
cin 
d a system is 
ng of Iva 
e every 
Ae 
| 
the same party Mr. Oliver 
) 
npany was started and ntcrest = 
y the new owners 
ing industry of the We ee aah 
in 1900 in Salt Lake City, Utah and E] Paso, Texas 
In 1905 certain patents were acquired which made 
the company a manufacturer of certain specialties and ae 
to tl | t | list tor industrial : 
certan ‘ 
begin 
ne 
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tary-treasurer; L. W. Grove, manager of the Denver 
branch; R. S. Beard, manager of the El Paso branch; 
W. |] ferryman, manager of the Salt Lake City 
branch. 


RUMSEY ELECTRIC CO. 
PHILADELPHIA, PA. 


Established 1895 
gh Y Electrie Company was founded in 1895 


by Eugene A. Rumsey and in 1896 his brother, 
George A. Rumsey, joined him in the business George 
\. Rumsey is still active in the company as chairman 
of the board. 

Phe home office and headquarters of the business 
since its inception, have always been located at Phila- 
delphia. The business started out as a wholesale elec- 
trical supply business along with engineering and con- 
struction of electric light plants, and in the early days 
the company engineered and installed the small origi- 
nal electric light plants in Pennsylvania, Virginia and 
W. Virginia. Two water wheel generating plants on 
the Potomac River, engineered and installed by the 
company, are still in service today 

The business has continued along this same line, 
except the construction end which was eliminated. The 
firm is now engaged in wholesaling electrical supplies 
and offers an exclusive sales and engineering service 
covering transformers, transmission line equipment, 
substations, insulators and other equipment of this 
type 


Present officers at Rumsey [Electric include : George 


Rumsey, chairman; J. B. Harris, Jr., president; 
i 


(;. S. Trimble, secretary-treasurer: G. S. Grossman, 


Vice pre sident 


H. B. SHERMAN MFG. CO. 
BATTLE CREEK, MICHIGAN 


Established 1895 


ITTS company was started by H. B. Sherman, and 
the original pr ts were hose fittings manufac- 
tured from brass ortly thereafter electrical termi 
nals and lugs for then infant electrical industry 
e added. Overt period of vears, the line has 
grown and lo keep pace with the demand 
for produ mipany imereased its manufactur 
ing facilities 


uv lay the plant and offices occupy 


of fhe 


In addition to the electrical conn 


150,000 square et 
ors and fittings 
which constitute a major portion of the line at this 
time, hose fittings and plumbing valves and fittings are 
a very definite part of the firm's business 
D. P. Ordway, president of 
that one of the major factors 1 | 1 this 
company has been “on long associ n with the elec 
ulustry and t arly policy which we estab 
distribute al where possible 


the qualified why ! rving the indus 


ARVEDON ELECTRIC SUPPLY CO. 
BOSTON, MASS. 


Established 1900 


BASEMENT store on a side street in Boston 50 

years ago was the birthplace of the Arvedon Elec- 
tric Supply Co. Founded by the late Louis Arvedon, 
the firm at first engaged in the selling of gas mantles 
and globes. 

Today the Arvedon Electric Supply Co. owns and 
occupies a six-story building on one of Boston's main 
business streets. Its salesmen operate throughout 
eastern Massachusetts. 

Joseph Arvedon is president of the firm. Arthur 
Arvedon is treasurer. 


CHARLESTON ELECTRICAL SUPPLY CO. 
CHARLESTON, W. VA. 


Established 1900 


T the turn of the century, a charter was issued by 
the state of West Virginia to the Charleston Elec- 
trical Supply Co. The founders of the firm were How 
ard S. Johnson, Clarence B. Peck and Albert F. Beck 
In its early years the Charleston Electrical Supply 
Co. specialized in selling electrical equipment for coal 
mines. Realizing the need for an electrical repair shop 
in order that prompt repairs could be made for mining 
operations, the firm added such a shop—one which 
to its activities. About 1908 an electrical 
contracting department was established and was in 
operation until 1921 


exists today 


\ small storeroom was the first home of the Charles 
ton Electrical Supply Co. Larger quarters taken in 
1904 and all stocks and shop equipment were com 
pletely destroyed by fire in 1914. The firm moved to 
its present headquarters in 1915. In addition, the con- 
cern has a new warehouse which ts located across the 
Kanawha River from its main office 

The present executive staff of the Charleston Elec 
trical Supply Co. includes: John T. Morgan, chairman 
of the board and president ; Howard S. Johnson, vice 
Charles L. Johnson, 
treasurer, son of the founder; and Charles W. Chesley, 


president, son of the founder ; 


secretary and assistant treasurer 


DELTA HARDWARE CO. 
ESCANABA, MICH. 


Established 1900 


ARCONI had yet to send his first radio signal 
across the Atlantic Ocean when the Delta Hard 
ware Co. was founded in 1900 at Escanaba, Mich., by 
W. R. Smith, W. W. Oliver and R. E. MacLean 
One of its founders, W. R. Smith, had been previ 
ously connected with the wholesaling firm of Hibbard. 
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Spencer, Bartlett & Co. He served as president and 
general manager of the Delta Hardware Co. for almost 
half a century. 

Officers of the firm today are: Mrs. W. R. Smith, 
president; L.. J. Jacobs, vice president; J. J. Bartella, 
secretary-treasurer; Mrs. Elaine Van Etfen, assistant 
secretary. John H. Faweett was recently appointed 
general manager. 

Throughout its 50-year history, the Delta Hardware 
Co. has covered the same territory, namely, upper 
Michigan and five counties in northeastern Wisconsin 
Originally its main line was general hardware. ‘Today 
the firm handles electrical supplies, appliances, light 
ing, etc., as well. 


ELDERFIELD-HARTSHORN HARDWARE CO. 
NIAGARA FALLS, N.Y. 


Established 1900 
bbe 20th century was just four months old when 


. Elderfield and E.G. Hartshorn founded their 
general hardware and supply firm on May 1, 1900 
Today the Elderfield-Hartshorn Hardware Co., in ad 
dition to its hardware and industrial supply lines, dis 
tributes electrical goods in Niagara County, N. Y. 
Present company executives are: C. J. Elderfield, 
president and treasurer; EF. G. Hartshorn, Ist vice 


president; F. B. Hill, 2nd vice president; R. L. Rice, 
Jr., secretary. 


SUPERIOR STERLING CO. 
BLUEFIELD, W. VA. 
Established 1900 
ATING back to the earliest development of Bluc 
field, the Superior Sterling Co, is one of the oldest 
pioneer wholesale distributors of southern West Vir 
ginia. 

It began business as a foundry and machine shop in 
the name of the Cather Iron Works. In 1902 the 
Cather Iron Works was taken over by the Superior 
Supply Co., which was specifically organized for the 
purchase of this business, with the view of expanding 
its functions into the sale of mine machinery and sup- 
plies. 

The firm was organized by Jairus Collins, D. H 
Thomas, H. S. Brown, W. E. McArtor and W. 1 
Douglas 

By 1913 the development and growth of the coal in 
dustry and trade were such as to make it necessary to 
extend the scope of its service to provide electrical 
and hardware supplies particularly adapted to then 
customers’ needs. The Sterling Hardware Co. was or 
ganized as an independent unit to render this addi 
tional service. The two concerns grew steadily and 


developed trade areas until they became leading di 


tributors of their lines 


For the purpose of a more efficient operation, the 


two companies were merged in 1932 } 


under the name 
Superior-Sterling 
Its officers today are \rcher, president and 
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treasurer; C. FE. Lilley, vice president and general 
manager; Fk. K. Bane, secretary; H. L. Miller, assist 


ant secretary. 


Manufacturers 50 Years 


CHAMPION LAMP WORKS 
LYNN, MASSACHUSETTS 


Established 1900 


IFTY vears ago in the quiet old town of Danvers 
Mass., Jasper Marsh started in the lamp business 


other, brank 


Soon after that, he was joined by his 
W. Marsh. They didn't make lamps as we know them 
today—-they rebuilt burned-out lamps for the power 
companies, Rebuilt lamps were popular then becaus: 
they were less costly and claimed to be better than new 
lamps, because in those days new lamp glass bulbs wer: 
less dependable and rebuilt lamp bulbs had the advan 
tage of being “aged.” 

\s new lamps became more dependable and lower 
in cost, rebuilt lamps passed into history and the Marsh 
brothers became manufacturers of new incandescent 
lamps. In 1928 the Champion Lamp Works was 
moved to Lynn, Mass 

The founders are no longer living. Dwight H 
Marsh, the son of Ff. W. Marsh, is now president and 
general manager. John P. Marsh, one of the sons oj 
Jasper Marsh, is now assistant treasurer, and another 
All hold simi 


lar positions in the parent company, which is Consoli 


son, James A, Marsh, is vice president 


dated Electric | amp Co 

In addition to Champion Lamp Works, the Consoli 
dated Electric Lamp Co., also owns and operates the 
Vulcan Electric Company of Danvers, Mass., make 
of soldering irons and heating devices of various types 
as well as the Heinze Electric Co., Lowell, Mass., man 


utacturer of small electrical appliances 


CLIFTON CONDUIT CO. 
BALTIMORE, MD. 


Established 1900 


HE Clifton Conduit Company had its beginning im 

1900 as the Clifton Manufacturing Co. at Clifton 
N \ and is today one of the olde st conduit COMPMAINEs 
in existence devoted entirely to the manufacture of 
electrical conduit 

In November, 1925, the present management boug 
from the Clifton Mig. Co. the entire stock, goodwil 
and tactory site and continued the business under 
name, Clifton Conduit Co. In enlargin 
the company brought out a lone 
tubing as well as armored cable, non-metallic 
cable, code wire al days umber of pecial il 

lo serve better customer 

moved lo 


oheer (,eorT 


RK. D. Patterson, treasurer; D, C. Daly, secretary 


| 


McGRAW ELECTRIC CO. 
ELGIN, ILLINOIS 


Established 1900 

— HOUGH this vear marks a halt century tor 
*B the McGraw Electric Co., its president actually 
is a year older in the industry having started his career 
in 1899, 

It was in that year that Mr. McGraw, then 17 years 
old, established ; 1 ss as Max McGraw, lec 
tricaan The cal | is venture consisted of 3500 
earned and saved by delivering newspapers for six 
¢ the launching of his contracting firm 

With rank G Mr. McGraw 
founded the MeGraw Electric Company in 1900, when 
but 18 vears old. During the firm’s first year, Mr. Me- 
Graw landed two contracts for his firm—a contract to 


vears precedi 


Smith as partner 


install a complete electric light and power plant in the 
Sioux City stockyards at a cost of $12,000 and a con- 
tract for wiring and installing a lighting system in the 
Sioux City Opera House at a cost of $10,000. 

During the next ten years the McGraw Electric Co. 
yradually became a wholesaling operation 

By 1929 the last remaining interest in the jobbing 
houses and the public utility business were disposed of, 
and since that time, the business has been entirely that 
of manufacturing and selling electrical appliances, de- 
vices and equipment by divisions of the company with 
plants in Chicago, Elgin, St. Louis, and Milwaukee. 

With the Toastmaster Products Division producing 
its most widely-known line of products, the McGraw 
Electric Co. also includes the following divisions: 
Bersted Manufacturing Company Division; Bussmann 
Manufacturing Company Division; Clark Division ; 
Line Material Company Division; Manning, Bowman 
& Company Division 


REYNOLDS ELECTRIC CO. 
RIVER GROVE, ILLINOIS 


Established 1900 


»w better known as sign 
products manufactured 


as founded 


tarting 
Chis 
sto. 


start 
mo 


tive officer of Reynolds today is W. L. Laib, president 
and treasurer, His son, W. ©. Laib, is vice president 
and secretary. 


VULCAN ELECTRIC COMPANY 
DANVERS, MASS. 


Established 1900 
the Vulean Electric Company was 
founded sometime prior to 1900. The exact time 
is uncertain, because the present owners did not pur- 
chase this company until 1933. They had, however, 
heen operating a division under the name of Dalton- 
Marsh Company for about 20 years, this company be- 
ing engaged in the manufacture of electrical heating 
units for all industrial purposes. 

The Vulcan Electric Division manufactures electric 
soldering irons, sold under the Vulcan trade mark and 
under the name “Mercury.” The firm also manufac- 
tures a complete line of electric heating units for all 
industrial purposes; and melting pots for babbitt, tin, 
lead, solder, various types of glues, waxes and com- 
pounds, 

In recent months the company purchased the Jack- 
son Electro Corp. of New York City, manufacturer of 
soldering irons. 

Vulcan Electric Co. is a division of the Consolidated 
Electric Lamp Co., Inc., Lynn, Mass. Dwight H. 
Marsh is president and treasurer; James A. Marsh, 
vice president; John P. Marsh, assistant treasurer ; 
Florence A. Hopkins, secretary. 


THE WIREMOLD COMPANY 
HARTFORD, CONN. 
Established 1900 

N 1900 when D. Haves Murphy became secretary 

and treasurer of the American Interior Conduit Co 
of Milwaukee, he laid the foundation upon which the 
present business is built. 

In 1919 the rigid conduit department, which was by 
that time a well-established business, was leased and 
later sold to the General Electric Company for enough 
money to greatly improve the circular loom depart- 
ment and to complete the development of the surface 
raceway system which was at that time in its embry 
onic stage 

The plant was moved from the Pittsburgh area to 
Hartford, Conn., and commenced business as The 
Wiremold Company in 1919 at 83 Wood 


bine St.. the company grew until it was scattered in 


Starting 


four different places in Hartford. In 1929 the present 
10-acre site in West Hartford was purchased. The 
first unit was built in 2 he ond 


unit and the 
office were built 
in 1040 


Pre 


unit completed 


nt fees laves 


Murphy, president : 
Davis 


re sident and veneral 
surer; Wilham D. Ball 
int treasurer and 


lactorv manager 
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ANNIVERSARIES 


of Manufacturers and Wholesalers 


in the Electrical Field 


THE CLARK CONTROLLER CO. 
CLEVELAND, OHIO 


Established 1925 
WENTY-FIVE years ago a group of men pooled 


their knowledge and experience and started in 
business manufacturing electrical industrial control 


ted 


equipment. The company soon outgrew its ret 
office space and moved to a small plant in Cleveland 
where it occupied 13,200 square feet of space. Througl 
the years the company has continued to expand until 
today it occupies 125,000 square feet of floor space 

Primus P. C. Clark was the first president of the 
company and remained as such until his death im 1944 
J. J. Mellon was elected president to succeed Mr 
Clark. He resigned in 1945 and was sueceeded by 
W. H. Williams 

The officers today include: Robert IH. Hoge, pres: 
dent; R. L. Puette, vice president in charge of produ 
tion; J. A. Cortelli, chief engineer and research; E. R 
Jung, sales manager; L. H McClure, manager met 


chandise and export sales. 


CONTINENTAL ELECTRIC CO. 
KANSAS CITY, MO. 
Established 1925 

WENTY-FIVE vears ago the Continental Ele 

tric Co. was started at Kansas City, Mo. by George 
T. O'Donnell, Thomas A. Waldo, Frank A. Johnson 
and J. C. Donnell. 

The territory covered by salesmen of the Continen 
tal Electric Co. since its inception includes Kansas, the 
western half of Missouri and the northern part ot 
Oklahoma. 

A full-line Westinghouse agent-distributor, the firm 
employs 20 salesmen who operate out of its two sepa 
rate divisions: The apparatus and supplies division, 
with John F. Bell as sales manager ; and the appliance 
division, with Maurice Kirwan as manager and J. \ 
Mahoney as sales manager. L. M. Florian is genera! 
manager. 

lhe Continental Electric Co.’s officers today are a 
follows: Lawrence R. ©’Donnell, president; Leo A 
()'Donnell, secretary-treasurer; Fred A. O'Donnell, 


vice president. 
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DYER-CLARK CO. 
LAWRENCE, MASS. 


Established 1925 
OUNDED in 1915 at Lawrence, Mass., 
W. Dver and Granville A. ¢ lark, the tirm has ce 


voted itself exclusively to the who of electrical 


by Llarold 


supplies 

rhe territory presently covered by salesmen 
Dyer-Clark Co. includes northeastern Ma 
New Hampshire, southern Maine and ¢ 
mont. The salesmen are working out of 
chased by the company in 1948 

Founders Harold W. Dyer and Granville A. ¢ 
are president and treasurer, respectively 


Nelson M 


lowell is assistant treasurer and ¢ ral manager 


building with 22,000 square feet 
| 


COOPER ELECTRIC SUPPLY CO., INC. 
BOSTON, MASS. 


Established 1925 

| IKE many pr 
4 the oope! 

became what it 


, after movi 


i retail 


e company’s found 


president and treasuret 


EAGLE ELECTRIC SUPPLY CO., INC. 
BOSTON, MASS. 


Established 1925 


4 lect: Supply 


: 
the 
etts, 
er i 
tory 
irk 
esent-day electrical w lesaling firn Bie 
ectric Supply Co. of Boston, M ‘em 
Is throug an evolutionary proce | ss 
Founded in 1925 by Jacob Cooper as the Cooper Ele ra 
tric Co., it was first an electrical contracting concern ca 
\ basement on a side street in Boston was its head i 
quarters 
NeXt to the business section, the firn 
1 
hecame electrical store hat mea pliance 
and radios cvcele was pleted n 1932 when the 
company meorporated and converted to an all-out elec 
> trie il wholesaling operation a 
Salesmen of the Cooper Electric Supply Co. operate 
throughout New England. Improvements carried out ae 
recent b the tin nelude the purchasin ot the 
building it former rente inl the remodelmg of 
showrooms and offices ed 
er, Jacob Cooper, is its present 
keynotes the istory of the Eagle ; 
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; 
i 
| 


1925 at Boston, Mass., by Edward I. Fine and Julius 
M. Kaplan, present president and treasurer, respec- 
tively 

Starting 25 years ago with Boston as the focal point 
of its wholesaling operations, Eagle Electric Supply 
has gradually enlarged its sales territory to include all 
of New England. Branch houses are maintained by 
the company at Malden and Quincy, Mass., 
land, Me. 


\ point of pride with the Eagle Electric Supply Co. 


and Port 


is the fact that about a dozen of its men average 20 
years of employment with the firm. 


FULLMAN MANUFACTURING CO. 
LATROBE, PA. 


Established 1925 

PHOUGH originally incorporated under the 
laws of the State of Pennsylvania as Brown Spe 

cialty Company, manufacturing a line of special metal 

stampings, this company began in May, 1925 when it 


Fullman 
Company. It was at this time that the company 


changed its name to. the Manufacturing 
introduced a line of electrical specialties and it has con 
tinued to produce and market them since that time. 
The company manufactures products commonly 
known as roughing-in materials, consisting of floor 
outlet boxes and accessories, insulator supports, pipe 
or conduit hangers, fish wire, BN and non-metallic 
cable staples, and several other kindred items. From 
time to time the company has added to its line and 
expects to continue doing so 


featured a strict jobbers’ policy 
| 


Phe company has always 
The present officers are: Geo | Brown, president 
and general manager; TH. S. Saxman, vice president ; 

ap, secretery-treasurer; Margretta H 


secretary 


G-M LABORATORIES, INC. 
CHICAGO, ILLINOIS 


Established 1925 

(3-M Company came about through the association 
Lloyd Garner and A. J. MeMaster while students 


at the University of Hlinois. The two men met while 


partners! and subsequent founding of the 


working on a University project. and the partnership 
was formed for the purpose of obtaining a license 

Kunz 
The first G-M factory was estab 


1925. 


from. the versity of Illinois to make the 


Urbana, Ulinots, in June, 
relinquished his stock 
rles E. Parson, at that time a 
at Leland Stanford 
s then moved to 


inged to its present 


Chicago 


The business prospered and 
MeMaster and Mr. Parson by 


making the first photoelectric cells d for sound-on 


progressed under Mt 


film movies 
Since 1940 the company built its present plant at 
$300) Nort! } 


Knox Ave., in Chicago, and beginning 
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in August, 1945, converted almost 100 per cent to the 
manufacture and sale of consumer products including : 
35 mm. slide projectors; photoelectric exposure me- 
ters; air circulators; heater-fan combinations ; power 
tools and accessories. 

G-M Laboratories, Inc., has as its president today, 
A. J. McMaster, one of the founders. Charles FE. Par- 


son is vice president. 


HUNTINGTON ELECTRICAL SUPPLY CO. 
HUNTINGTON STATION, N. Y. 


Established 1925 


HE birthplace of the Huntington Electrical Supply 

Co. 25 years ago was a small store next to a theater 
at Huntington Station on New York's Long Island. 

Today the firm is housed in a modern building, 
which was constructed recently to meet its specific 
needs, Outstanding feature of the building is the light 
ing showroom—reportedly one of the most modern 
on the Eastern Seaboard. 

Founders of the Huntington Electrical Supply Co. 
are Leo Rosenman and his son, Jack. The senior Mr. 
Rosenman retired five years ago and since then Jack 
Rosenman has been head of the business. 


A. WAYNE MERRIAM, INC. 
ALBANY, N. Y. 
Established 1925 
AS was the case with many present electrical whole- 
saling firms which started out in different busi 

nesses and then switched when the opportunities in the 
electrical distributing field became apparent, 25-year 
old A, Wayne Merriam, Inc., 
a dealership for Packard automobiles 

Founded in 1925 by A. Wayne Merriam and Wm. 
Page, the company took over the distribution of Gen 


was originally started as 


eral Electric appliances in northeastern New York 
State in 1930 and has been doing this ever since. Pres- 
ent executives of A. Wayne Merriam, Inc., are: Wm. 
H. Squires, president; B. W. Stryker, vice president ; 
and F, J. Greisler, secretary-treasurer. 


NELSON ELECTRIC SUPPLY CO. 

TULSA, OKLA. 

Established 1925 

page of the Nelson Electric Supply Co. 25 years 

ago was brought about by the oil industry's urgent 

need for electrical material to be “on the spot” when 

critical situations arose, such as bringing in wells, 

building of refineries, and stringing of pipe lines 
Founded by Courtney B. Nelson, its present presi 

dent, the Nelson Electric Supply 


Co. has grown from 
its verv modest beginning to a $2 


'5 million a year 
business. The firm has expanded to the point where, 
in addition to the oi] industry, it now serves utilities, 
i-dustrials, mining companies, the and large 
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contractors. The territory covered includes Okla- 
homa, Texas, southern Kansas and eastern Arkansas. 

Pride and joy of the Nelson Electric Supply Co. is 
its new building in Tulsa, which is conceded to be one 
of the most modern in the industry. (Jor the full story 
on Nelson Electric Supply's new home, turn to the 
Story entitled *1950 Models of Electrical Wholesale 
Distribution” in this issue.) 


THE SACKS ELECTRICAL SUPPLY CO. 
AKRON, OHIO 


Established 1925 
WENTY-FIVE years ago in Akron, Ohio, Mor- 
ris and Sol A. Sacks started their electrical whole- 
saling firm, The Sacks Electrical Supply Co., with five 
employees. The concern then occupied 20,000 square 
feet of floor space. 

Today, The Sacks Electrical Supply Co. employs 42 
persons and occupies 50,000 square feet of floor space 
Its sales force now covers 13 counties in northeastern 
Ohio; in the beginning, its salesmen covered only three 
counties. 

Morris Sacks is president and general manager, and 
Sol A. Sacks is vice president of the firm. Other off- 
cers are: Chas. Sacks, secretary; and Bernard Mack, 
treasurer. 


SILVER ELECTRIC SUPPLY CO. 
READING, PA. 


Established 1925 
PPROPRIATELY enough, the silver anniver- 
sary of the Silver Electric Supply Co, is being 
celebrated this year. Founded in 1925 at Reading, Pa., 
this firm at present covers Reading and a radius of 30 
miles. The business is managed by Harold Silver, 
founder and owner. 


SOUTHLAND ELECTRICAL SUPPLY CO., INC. 
LOUISVILLE, KY. 


Established 1925 


HEN the Jas. Clark, Jr. Electric Co. was sold to 

the General Electric Supply Corp. in 1925, it be 
came necessary for at least four men connected with 
that firm to secure new jobs. Walter S. Clark, E. M 
Zapp, John J. Murphy and C. J. Heise, who averaged 
19 years with the Clark company, solved their mutual 
problem of unem:'oyment by forming their own elec 
trical wholesaling nirm—-the Southland Electrical Sup 
ply Co., Ine. 

These men could not have been overly superstitious 
at the time ; they cast caution to the winds and founded 
their company on Friday, March 13, 1925 

loday the Southland Electrical Supply Co. covers 
Kentucky and southern Indiana—the territory it has 
served ever since 1925. Officers of the firm are: Wal 
ter S. Clark, president; George FE. O'Connor. vice 
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president ; C. J. Heise, secretary; and Hubert T. Wil- 


lis, secretary. 


B. M. TOWER CO., INC. 
BRIDGEPORT, CONN. 


Established 1925 

Hi history of the B. M. Tower Co., Inc., goes 
back to the vear 1925 and a small garage in the 

rear of the Tower residence in Bridgeport, Conn, It 

vas there that B. M. Tower, without any appreciable 

capital, started the electrical wholesaling firm that 


bears his name. 

Since then the company has grown to the point 
where today it owns and occupies a building with ap 
proximately 20,000 square feet of floor space on a main 
thoroughfare in Bridgeport. The firm's operation, 
originally electrical supplies exclusively, now includes 
lighting fixture and traffic and major appliance dis 
tributing as well. The State of Connecticut is its sales 
territory. 

B. M. Tower, the founder, serves as treasurer of the 
company today. His son, Arnold P. Tower, is presi 
dent. Other officers are H. N. Tower, vice president, 


and B. Feld, secretary 


WEST CHESTER ELECTRIC SUPPLY CO. 
WEST CHESTER, PA. 


Established 1925 


EST Chester Novelty Co. was the name Morris 
and Hilda Traines selected for the concern they 
started 25 years ago in West Chester, Pa. Four years 
later the firm was forced to move from its original 
site. After relocating in the city, the concern expanded 
under the name West Chester Electric Supply Co., 
carrying a varied assortment of electrical equipment 
\nother move was necessitated during the depres 
sion when it became imperative for the company to se 
cure a building with lower rental fee. A new location 
was obtained in 1933. Today the firm owns this prop 
erty clear of all encumbrances. Salesmen of the West 
Chester Electric Supply Co. cover the territory within 
a radius of 60 miles from West Chester 
Morris and Hilda Traines, and their son, Leonard 
own the firm. Morris Traines is president. Leonard 


lraines serves as vice president 


WEISS DE VEAU CO., INC. 
BROOKLYN, N. Y. 


Established 1925 


IDWAY in the decade known as the “Roaring 

lwenties,’” Ben Weiss and Al De Veau founded 
the Weiss De Veau o., , at Brooklyn, N. Dur 
ing its 25-year history, this electrical wholesaling firm 
has served the Metropolitan New York area. Operat 
ing the firm today are Everett D. MeCooey, president 
and Alonzo E. Mclaughlin, secretary and treasurer 
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Now New S 


Right Here is the simple 
foolproof mechanism that 
makes 65R automatically 


Die Stock that Wont Jam 


—Threading Improvement your customers want 


ew JAM-PROOF drive plate automatically 
N kicks out driving ratchet pawl when stand- 
ard length thread is cut.... You don’t have to 
watch it—lead screw can’t jam on workholder. 
when threading with power drive or by hand. 


Your customers can 
change present 65R to 
new JAM-PROOF type— 
sell them new drive plate to 
JAM-PROOF easily replace old drive plate 


All other FeIenI> 65R features remain the same 
Perfect threads on 1” to 2” pipe with 1 set of high-speed steel dies— 
sets to pipe size in 10 seconds—mistake-proof self-centering workholder 
sets instantly — and now it’s JAM-PROOF. 


Feature the new streamlined Jam-Proof RIT@X(D 65R—order now! 
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THE RIDGE TOOL CO. « ELYRIA, OHIO 


(Continued from page 71) 


& Conger, well-known New York house- 
wares firm. 

These products and their respective 
manufacturers are as follows: “Hi-Lo 
Ironing Table,” Proctor Electric Co., 
Philadelphia; “No-Shok Extension Cord 
Set,” Bell Electric Co., Chicago; electric 
heating pad, Glencoe Electric Co., New 
York. Each of these award winners, plus 
five others in non-electrical fields, re- 
ceived a bronze medal mounted on a 
plaque. The grand prize went to the 
Ekco Products Co.’s “Ekconomic” pres- 
sure cooker and sterilizer. 

The Proctor Electric Co.'s ironing 
table was selected because of the fol- 
lowing reasons: It is practically impos- 
sible to tip over unintentionally. The 
legs are off-set to provide knee room for 
comfortable sit-down ironing. Non-mark- 
ing rubber guards make it impossible for 
table to slip or slide on the floor. The 
table adjusts to nine different heights— 
27 to 36 inches. It cannot be lowered 
beyond 27 inches unless two safety latches 


are pulled simultaneously. Safety latch 


locks into leg to prevent it from falling 
away from the table when standing in the 
closet. The top of the table is a single 
piece of steel, pleated for strength. 

The outstanding safety feature of the 
Bell Electric Co.’s extension cord set is 
the built-in rotary cap which automati- 
cally closes the outlet when not in use 
To connect a lamp or appliance, the plug 
prongs must be inserted into the rotary 
cap opening, turned to the right and push 
ed in to make contact. When the plug is 
withdrawn the rotary cap springs back to 
its original position, and the outlet is 
closed. Children, especially small ones, 
cannot insert wire, hairpins, etc. into the 
current-carrying part to cause shocks, 
burns or short circuits. 

The extra heavy thickness of molded 
rubber (Neoprene synthetic) that seals 
the heating unit within the Glencoe Elec- 
tric Co.’s electric heating pad is one rea- 


Proctor Electric's ironing table. 


son why this product was chosen for 
honors. Another is the fact that the 
electric cord is vulcanized into the heat- 
ing pad. Similarly, the wall plug is 
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molded on to the cord for additional 
safety. A tiny neon light built into the 
switch eliminates fumbling in the dark for 
the desired heat. Provided with thermo- 


BREAK-PROOF 
SHOCK-PROOF 


Glencoe Electric's heating pad. 


— — the pad can be used for wet More Sizes eee More Types eee More Kits 
* the pee re which selected the Are Available To You eee From VACO 


winning products consisted of: Ned H 
Dearborn, president of the National @ No more “lost sales” when you carry Vaco... the nationally 
Safety Council; Eloise Davison, former advertised, nationally known line of quality drivers with famous 
director of the New York Herald-Tri- Amberyl! S/B (slo-burn) handle. Whatever your customer wants 
bune Institute ; Katharine Fisher, director ... screw drivers, nut drivers... special purpose kits... unusual 
of Good Housekeeping Institute ; 
Richardson Wright, editor of House & 
Garden ; Julien Elfenbein, editor of House : 
Furnishing Review; and Col. John fare Sete And to help you get those extra impulse 
Handies! 


bit styles... ‘‘reversibles” ... interchangeable blade 


drivers... they're all available from this one source. 


Vassos, founder and president of the sales, Vaco offers you more counter dis- 


American Designers’ Institute. a ‘ plays, more “buy off the board” and 
Describing what the judges looked for Legare 


ermanent wall displays than any other 

in picking the winners of the safety P pi) 

awards, Mr. Vassos gave the three guid manufacturer in the business! Quality ? 

ing factors: Effectiveness in preventing It's “tops”! Prices? In line! Margins? 

a common cause of accidents in the home, 1 | Your full profit every time! 


simplicity of use or application, and rea- 


sonable price—thus making sure that the 


largest possible number of people would | ‘. } { i) Let This Display 
be benefited. Only products first placed ‘ \ } w Help You Sell 


on the market this last year, or newly ; 
improved during the year, were eligible 
Chief speakers at the Fifth Annual who sees it... acts as perpetvel silent 
Safety Awards Dinner were Oscar R. | ' ] salesman. Order one today for extra sales 
Ewing, Federal Security administrator, 1 and extra profits! 
and Raymond Loewy, noted industrial 
designer. Newbold Morris,’ former presi 
dent of the New York City Caen il, Get Your FREE Copy 
presided as toastmaster. of this Handy, illustrated 
Catalog and Reference Book 
Ohio Wholesaler Buys You can't afford to be without this veritable gold mine of 
Four-Story Building information! Tells you all about bit sizes to fit every 
= screw ... lists the various drivers by type and size. Amply 
COLUMBUS, OHIO—Bernard Elec illustrated in color. Order your copy, todoy 
tric Supply Co., electrical wholesaling 
firm of this city, recently purchased a 
four-story building with 15,000 square feet 
of floor space which will be remodeled to 
house the firm's expanded operations. Ber 
nard Electric Supply will retain its pres 
ent location for a wholesale department | co In Canada: Vaco-lynn Products Co., Ltd. 
specializing in commercial, industrial and 1212 Notre Dame St., W., Montreal 3, Quebec 


residential lighting fixture 
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‘“‘He says he wants double cheese to 
help wire anything but P&S outlets!”’ 


P.S§. P&S devices have heen specified by wise 
architects {ar sinty years. One good reaton, 
as anyone knows, that P&S deuices last longer, 
wre easy te wine, and therefore cost less te install. 


here is an easy-to-install T-slot duplex outlet 


Large-head No. 8 binding screws — spaced far apart — take No. 10 
wire easily . . . one screw on each side backed out to speed wiring 
plate screw hole tapped in 

strap — no rivet to twist or turn 

. washer type plaster ears... 

compact one-piece bakelite body 

is recessed at the ends to allow 

more room for cable clamps and 


locknuts . . . phosphor bronze 
Catalog No. 1530 


[Available through oll P&S Distributors double-grip contacts are built to 


last. Rated 15 amps, 125 volts; 
10 amps, 250 volts, this typical P&S outlet has Underwriters’ approval, 
meets or exceeds all Federal and R.E.A. specifications. For fine mate- 
rials, sturdy construction and easy, time-saving installation — depend 
on P&S. 


PASS & SEYMOUR, Inc. 


89 Boyd Ave. Syracuse 9, N,. Y. 
Maker of the famous P&S-Despard Line 


FHA Prepared To Assist 


Housing Cooperatives 


WASHINGTON—Franklin D. Rich 
ards, Federal Housing Administration 
commissioner, in commenting on the co 
operative provisions of the new amend- 
ments to the National Housing Act, re- 
cently stated: “FHA is prepared and 
ready to assist all cooperatives te the full 
extent of its legal authority. FHA’s re- 
sponsibility is to secure the maximum 
benefits in the public interest from this 
legislation and to give to interested 
groups the full opportunity of obtaining 
housing accommodations through this 
means. Expanded efforts are being made 
to accomplish these objectives, among 
which is the prime objective of provid- 
ing for cooperative groups the best hous 
ing obtainable at the lowest possible cost 
consistent with good planning and sound 
construction.” 

\ new division of the administration 
is being established to administer the co- 
operative housing program. Warren J. 
Lockwood has been appointed assistant 
commissioner in charge of this division. 
Mr. Lockwood has served in important 
positions with the FHA since its incep- 
tion in 1934. He has served successively 
as chief underwriter and director in New 
Jersey, zone commissioner of the western 
and central zones, assistant to the com- 
missioner, and has for the past several 
years been assistant commissioner in 
harge of field operations. Prior to Mr. 


Lockwood's work with this administration 
} 


he was engaged in the real estate and 
mortgage fields in New York and New 
lersey 

Commissioner Richards also stated that 
Herbert C. Redman, presently zone com 
missioner of the southern zone, has been 
appointed to succeed Mr. Lockwood as 
issistant commissioner m charge of field 
operations 

\s amended the new law provides tor 
insurance of mortgages in connection 
with nonprofit cooperative ownership 
housing corporations or trusts with per 
manent occupancy limited to members, 
and tor nonprohit corporations or trust 
constructing Homes for individual own 
ership by members. 

Maximum mortgage amounts insurable 
are 90 per cent of estimated replacement 
cost or up to 95 per cent of such cost de- 
pending upon the percentage of partici 
pating veterans of World War II. Mort 
gage amounts are limited to $8100 per 
iwelling unit, or $1800 per room if it is 
determined that the needs of members 
an be more adequately met by per room 
imitations and these limitations may be 
increased, depending upon the number of 
participating veterans, up to a maximum 
f $8550 per unit or $1900 per room. The 
interest rate is limited to 4 per cent and 
the amortization period cannot exceed 40 


ears 
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ROBERT C. BENNETT, JR., is the 
new vice president and sales manager 
of National Electric Products Corp., 
Pittsburgh. He has taken over the 
responsibilities of Harold J. Newton, 
recently retired. Mr. Bennett was 
formerly general manager of I. A. 
Bennett & Co., which was recently 
purchased by National Electric Prod- 
ucts Corp. 


RMA Reorganization Plan 
Presented To Conferees 


CHICAGO 
reorganization and reconstruction of the 


Provisions for extensive | 


Radio Manufacturers Association, which 
were voted recently by its board of di- 
rectors, were presented for approval to 
the RMA membership at that organiza 


Hi-Scale 
Announces 


Red 
HS 50 BAKELITE 
SOLDERLESS 


Wire Connectors 


to meet U. L. Specifications for 

1000 volt wiring of Slim Line and 

=Cold Cathode 
Lighting. 


H. S. 50 augments 
regular line of 
Bakelite 


Solderiess Wire Con- 
nectors—5 sizes for 
combinations from 
two No. 18 to three 
No. 10. 


WRITE FOR PRICE LIST, CATALOG 
SHEET AND COMPLETE DETAILS. 


Hi-Scale Products Corp. 
217 Centre St., New York 13, N.Y. 
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PQINT-BY- POINT 


SALES RECORDS 


FRICTION TAPE 


WY PERFECT COHESION: Ac- 
curate sticks tight, stays tight to the 
work — not to your fingers 

HIGH TENSILE: Allows time- 
saving fast, tight wraps over the 
most irregular surfaces and splices. 
Stretches taut, stays taut perma- 
nently. 

CLEAN STRAIGHT BREAK- 
OFF: No annoying ravels, no hard 
pulling for a clean break-off when 
you finish taping. Always tears 
straight. 

HIGH ABRASION RESIS- 
TANCE: Maximum protection 
against scuff, scraping or compres- 
sion. Superior weathering qualities 
No substitute offers its sure mechan- 


ical protection. 


READY FOR YOU NOW 


All you need to know about tape in one handy brochure 


ACCURATE TAPES 


RUBBER TAPE 


VY MORE STRETCH: Has the 
unequalled stretch of genuine live, 
virgin rubber for slim, space-saving 
coverage. Always of uniform width 
and thickness 


WY SELF FUSING: Fuses without 
heat. Forms a homogeneous covering 
that actually improves with age 
Tackiness exactly right for easy 
working. 


WY PERFECT PIGTAILS: The 
safest, fastest tape for covering pig- 
tails that was ever made. No fussing 
or pinching — no open ends 


Y DIELECTRIC STRENGTH: 
The perfect insulation. Can't crack, 
peel or deteriorate. Superior aging 
quality is a time proven feature 


— THE NEW ACCURATE CATALOG 


Complete 


dato and specifications including roll lengths and packaging. Write 


for your copy today 


Just address ACCURATE MANUFACTURING 


COMPANY, GARFIELD, NEW JERSEY 


IF IT'S TAPE...1T WILL PAY YOU TO MAKE SURE 


ACCURATE TAPE 
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tion’s 26th annual convention held June 
5-8 here. 

Included in the reorganization plan of 
the RMA were 1.) engagement of a 
full-time paid president, of national repu 
tation, to succeed President R. C. Cos- 
grove, 2.) retirement of Bond Geddes, 
executive vice president, general man 
ager and secretary, on August 1. Mr. 
Geddes will continue as an advisory con- 
| sultant to RMA for a period of years, 
13.) change of the RMA name to the 
| “Radio-Television Manufacturers Asso- 
| ciation,” and 4.) extensive reorganiza- 
ition of RMA services, activities, with 
increased financial resources and strength. 


Texas Wholesaler’s 
Warehouse Burns 


| AMARILLO—A grass fire that started 
two blocks away set fire to the warehouse 
of the Broome Electric Co. at that elec- 
| trical wholesaling firm’s new headquar- 
} ters at 2710 Lincoln in this city. The 
| concern sustained a fire loss of from $10,- 
000 to $15,000 on merchandise and a sev- 
| eral thousand dollar loss on the ware- 
| house, a 40x 120-ft. quonset hut. As a 
SOO. a result, the Broome Electric Co. was 
Brroce 4 AFTER | forced to move a large part of its stock 
euer  y back to its former location at 1003 Har- 

| rison, which the firm recently vacated 


THE COMPLETE 


LINE for the TRADE 
CONNECTORS 100% AMERICAN MADE 


Engineered to Hold UNDERWRITERS APPROVED 
and Seal Tighter! BUY FROM YOUR 


JOBB 
M & W TAPERED Rubber Bushing design insures a perfect ER AND ASK 
seal and positive holding force, This double effect is gained because FOR “POLLY” 
as the patented tapered bushing is pressed into place, equal 
pressure is exerted at all points around the full circumference of 
the cable. Catalog 

A second advantage—the tapered bushing design automatically and Prices 
compensates for the small differential in cable sizes, eliminating on Request 
many installation problems. 


TAPERED BUSHING 


OTHER M & W FITTINGS The important result is that con- 
— DESIGNED WITH THE tractors can put in jobs that utilities 
CONTRACTOR IN MIND _ can depend on for long-lasting meter 
Ground Clamps—Ground Rods protection 
Service Heads 
Non iorrlda Commuctors Write for latest catalog on the 
BX—Romex Connectors complete M & W Line. 


LEO POLLOCK CO. 


EAST PALESTINE, OHIO Mfrs. 
NEW YORK 13 
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HERBERT H. BENFIELD recently 
became associated with the Gedney 
Electric Co. as vice president in charge 
of sales. For the past seven years he 
has been eastern division manager of 
BullDog Electric Products Co. Mr. 
Benfield will be located at Gedney 
Electric's headquarters in New York. 


Fan Group Offers Guide 
On Industrial Ventilation 
DETROIT—The Propeller Fan Manu- 


facturers’ Association recently announced 
that its new /ndustrial lentilation Guide, 
which covers general industrial ventila- 
tion problems and their solutions, is now 
available. 

headings within the guide 
are: Types of Ventilation, System Pres- 


Some of the 


DOES WORK 


OF 4 MEN’... 
Quickly and Accurately! 


Maybe you don't want to replace 
4 men! But when you have to 
measure ANY flexible materials 
up to |" in diameter with speed, 
efficiency, and accuracy — you 
need the NEW Olympic. 


What OLYMPIC does for you: 
@ STOPS losses due to error! 
@ SPEEDS up service! 


@ BUILDS customer confidence! 


* Case history: | man with Olympic 
Meter equalied output of 4 men in 
Aircratt Plant at a saving of $32.64 @ day! 


Jobbers & Deolers — write for information 


OLYMPIC INSTRUMENT LABORATORIES 


Dept. E Cove, Washington 


_wireholders 


NO. 1929 


MEDIUM DUTY 


NO. 1931 


HEAVY DUTY 


Here's your best value for service 
entrance work. These all-porcelain 
have no exposed 
metal parts to rust. They're de- 
signed to stand up under far greater 
wind, weather and cable loads than 


will ever be required under excess- 
ive conditions of ice and storm. 
And they're economy-plus, both on 
initial cost and long life. Send in 
your stock order NOW and stay 
ahead of customer demand. 


Porcelain Products, lac. 


FINDLAY, OHIO 
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Gedney threaded conduit bodies and covers 
are now supplied with a heavy hot dip galvanized finish. Superior 
to ordinary methods, the new finish provides a thicker, more 
impervious coat of zinc to withstand weather, condensation and 
corrosive attack, and provide lifetime service and appearance. 


Supplementing other Gedney fittings such as pipe straps and 
clamp backs, a complete conduit system with hot dip galvanizing 
can now be supplied. 


GEDNEY FITTINGS... FIT! 


GEDNEY ELECTRIC CO. 


RKO BUILDING, RADIO CITY, NEW YORK 20, N. 


sure, Recommended Air Changes, Duct 
Resistance Chart, and Calculation of 
Resistance. Certified rating tables are 
provided by manufacturers of industrial 
ventilation equipment for the further 
guidance of those solving industrial 
ventilation problems. 

The guide is available upon writing to 
the Propeller Fan Manufacturers’ Asso 
ciation, 2159 Guardian Building, Detroit 
26, Mich 


Burke Heads Sales For 
G.E. Specialty Divisions 

SCENECTADY—C. E. Burke has 
heen named manager ot sales of the Gen- 
eral Electric Co.'s specialty transformer 
and ballast divisions at Fort Wayne, Ind., 
according to recent announcement by W. 
C. Wichman, divisions’ manager 

Mr. Burke had held the position of 
manager of the distribution transformer 
sales division for the company’s trans- 
former and allied product divisions since 
1945. Prior to that assignment, he served 
in a number of engineering and sales as 
signments both in the General Electric 
district sales organization and in the gen 
eral office. During World War IL he was 
associated with the National Advisory 


Committee for Aeronautics 


ELECTRICAL 


SPECIALTIES 
FOR HEAVY a 


INDUSTRIAL SERVICE 


“FROM STOCK 


Write for a complete selection of 
RUSGREEN bulletins 


ENDULATORS (POTHEADS) ALL SIZES. ALL 
ALL VOLTAGES * ALL TYPES 
* BUS SUPPORTS SPLICING AND 


RUSGREEN MFG. CO. 


14260 Birwood Avenue * Detroit, Mich 
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E. H. MceNEIL was recently appointed 
manager of utility and industrial sales 
for The Okonite Co.'s entire Middle- 
West territory, which extends from 
the Indiana-Ohio line to the Rocky 
Mountains. He was formerly assistant 
manager of Okonite’s Chicago district. 


NEMA Section Offers 
Fan Sales Aid Kit 


NEW YORK-—A special electric fan | 


sales aid kit is being offered to dealers 
by the Electric Fan Section of the Na 

tional Electrical Manufacturers Associa 

tion. This kit includes two copies of the 
section's new 16-page manual, “Fans for 
Year *’Round Comfort,” and also 50 
copies of a 4-page consumer folder, “Ele: 

tric Fans for Your Comfort.” 

Designed as a texthook for the train 


PRESENTING THE NEW 


NEEDLE CLIP 


Actual Size 


PIERCES INSULATION 
TO MAKE QUICK CONTACT 


Solid bronze, non-corroding. Wire cen- 
ters itself in notched jaw. Teeth on sides 
of jaw allow use for many other appli- 
cations. 


Electric and radio service shops 

Telephone and power company testing and 
maintenance 

Laboratory test work 

Hooking up truck trailer lights 

Field telephone and signal work 


SEND FOR FREE SAMPLE & CATALOG 602 


A 


1609 E. 31st St., Cleveland 14, Ohio 


‘Heads it goes where it belongs; 
tails ...where the blueprint shows it."’ 


P.S. OK, Gatto, have it your way. ut wherever you 
pud thal device, make swre iti a PES --and ne coin 
[ipping abowl it! Because with PES quality, dependa- 


bility and easy installation you've gol a winnen every 
lime / 
> 


here's the new P4&S-DESPARD flush neon pilot light 


Here's a new unit in the famous interchangeable P&S-Despard Line. 
The 1/25 watt neon lamp gives off no heat, stays cold, is economical to 
operate . . . sturdy all-bakelite 

body .. . binding screws have 

large heads, wiring is quick and 

easy . . . permanent, prismatic 

Plexiglas jewel is unbreakable 

... provides a neat, flush instal- 

lation as a single unit or in 

all combinations. Approved by 

Underwriters’ Laboratories. 

Order today from your regular 

pas P&S Distributor: No. 1375, 


Catalog No. 1375 
(ovailobie ot all P&S Distributors) brown; No. 1475, ivory. 


PASS & SEYMOUR, Inc. 


89 Boyd Ave. Syracuse 9, New York 
Maker of the famous P&S-Despard Line 
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KEYSTONE 
known for quality to 


i) 


» 


A 


ELECTRICIANS 


© Visit the Keystone 
Booth — No. 181— at the 
42nd Annval Convention, 
Atlantic City, June 12-16 


Yo 
SELL USE 


KEYSTONE 


WIREWAYS AND AUXILIARY FITTINGS 


TS FASTER, NEATER, SAFER WIRING INSTALLATIONS. 
APPROVED BY UNDERWRITERS’ LABORATORIES, INC. 


If you're looking for extra profits on the 
wiring jobs you sell, you'll find they’re easily 
earned simply by offering your customers Keystone 
square WireWays and auxiliary fittings. For the 
Keystone line is the quality line that fits naturally 
into almost any electrical distribution system. Pro- 
vides durable, dependable, permanent protection 
for main power lines... for feeders, branch circuits, 
control and signal wiring systems, Quickly, easily 
installed... saves time, facilitates electrician’s work.. 
Adaptable to any layout... assures a neater, nicer, 
more flexible job as compared with piping and 
other improvised means. 


So, for greater service to your customers . . . and 
extra sales and profits for you... make sure you're 
stocked with Keystone—Interchangeable Square 
WireWays 4” x 4’, 4” x 6", and 6” x 6” in 1’, 2’, 
3‘, 4’ and 5‘ lengths, flangeless with screwcovers 
or with flanges and hinge covers plus auxiliary 
fittings. Complete line of bar hangers and outlet 
boxes also available. Send for fact-filled Keystone 
catalog and complete price information. 


MANUFACTURERS’ REPRESENTATIVES: Still a few good Keystone 


territories open to experienced men. Write today ior complete details 


KEYSTONE MANUFACTURING COMPANY 


23328 SHERWOOD ROAD ° CENTER LINE (DETROIT), MICHIGAN 


ing of salesmen on electric fans and their 
use, the manual is reportedly one of the 
most complete of its kind ever prepared, 
covering the history of fans from the 
earliest days, the operation of electric 
fans, how they circulate the air in a 
room. 

Suggestions are given on how to choose 
the proper size and type of fan for a 
given space and how to best use it for 
maximum efficiency. Among the other 
features of the manual are its detailed 
instructions on the use of electric fans 
not only in hot weather, but for year 
‘round comfort 

The 4-page consumer folder, 50 copies 
of which are included in the kit, can be 
distributed over the dealer’s counter, or 
used by salesmen as door openers. It is 
a condensed version of the manual, de 
signed for consumer use. 

he kit, consisting of two manuals and 
50 tolders, is offered to dealers at the 
price of $1.00 each. It may be ordered 
from the Electric Fan Section, National 
Electrical Manufacturers Association, 155 


East 44th St., New York 17, N. Y. 


Byers Succeeds Pyle On 
Commerce Dept. Group 
WASHINGTON—At a recent meet 


ing here of Secretary of Commerce Saw 
yer’s Wholesale Advisory Committee, 
\lfred Byers, assistant managing director 
and secretary of the National Associa 
tion of Electrical Distributors, was ap 
pointed to the committee. Ile succeeds 
Charles G. Pyle, NAED’s managing di 
rector, who has served a complete term 
committee 

vas prevailed upon to con 
tinue serving the Wholesale Advisory 
Committee al ofhicio capacity —the 
rst time this has been done on that group 
Ilis retention, in effect, gives the elec 
trical distributing industry two represent 


atives on the committee. 


RUSSELL A. HOWLAND was re- 
cently appointed as Los Angeles dis- 
trict manager for the Arrow-Hart & 
Hegeman Electric Co., Hartford, Conn. 
Since his connection with Arrow-Hart, 
Mr. Howland has worked closely with 
architects, contractors and jobbers. 
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ONE GOOD SALE LEADS TO 
ANOTHER WHEN YOU HANDLE 


KEYSTONE 


WIRING INSTALLATION EQUIPMENT 


APPOINTMENT of Jim Hennessy as 

supervisor of distributor sales for 

Burndy Engineering Co., New York, 

was announced recently by Eric De- 

Marsh, sales manager. Mr. Hennessy % 

has been associated with Burndy for KEYSTONE WIREWAES) Sh 
12 years, having spent a majority of Flanged, with hinged cOvmRIANIaiie 
this time in both field and sales engi- in 4’ x 4" and 6" « 6" size Standard 
neering work to industrial and elec- lengths up to 5’. Flang@iaas: witty 
trical contractor customers. scrowcever siso available. 


McGraw Electric Co. 
Names Two In Sales 


ELGIN, ILL.-The appointment of 
Joseph E. Nelson and Stephen W. Rich 


as territory managers for the Toastmas 


ter Products Division of the McGraw REVSTOME GWFVERSAL DROP 
Electric Co. was announced recently by KEYSTONE 90° AND STONE Box HABGER 
W. E. O'Brien, general sales manager PULL BOR Wiring troughs trom 
M: te Tose ter Pro May be used in place of more ex- Overhead, screws and nuts 
Manager of the Toastmaster Products Smoothfiow in dé pensive T's, t's and Crosses in 4° x 4° and 6" x 6° 
Division’s Buffalo territory for two facilitate drawing wir 
Sizes: 4° x 4” and 6° 3 application. Sizes: 4° x 4"; @ x 6", 


years, Mr. Nelson will now cover a ter- 
ritory which consists of parts of Michi 4 
gan, Ohio and Indiana. His headquar- 
ters city is Detroit. 

Mr. Rict KEYSTONE 
_ Mr. Rich, who has been working as a ; as BAR HANGER-BOX ASSEMBLIES 
junior sales representative in the Cincin snd ber hongers in 
nati territory since March, 1949, will now t dard of special lengths. Avail 
manage that territory which consists of Bbdie separately or with BX or Romex 
parts of Ohio, West Virginia, Kentuck . 
Indiana and IIlinoi H headauartes KEYSTONE OUTLET BOXES © 

alate € 1s neadquiarte s 

: I 4° octagon boxes made of 14 gauge steel ‘WIREWAY REDUCING BUSHING 

with Y" or combination 4" and %" Provides quick, convenient means of 
knockouts, or BX or Romex clamps with effecting reduction from 6° x 6" to 
nested fit for quick and easy pulling of 4° x 4" WireWays without disturbing 
wires to reduce installation costs appearance or efficiency of the job 


city is Cincinnati 


Power Survey Indicates 
- 

Reserves Reached 
NEW YORK—“A full year ahead of a There you'll get complete first-hand information 

schedule, we have reached our goal of an on the profitable, fast-moving Keystone line of 

average of 15 per cent reserves of power wiring installation equipment. A wide range of 

production capability in the United standard items stocked for immediate delivery; 


BOOTH No. 181 —Look in on Keystone at the 42nd 
Annual Convention, Atlantic City, June 12 to 16. 


States,” Elmer L. Lindseth, president of é spec ial equipment quic kly made to your exact speci- 
the Edison Electric Institute, said recent 2 fications. Remember, it's Booth 181. Or, if you're 
ly in announcing results of the 7th Semi its unable to attend, write today for the fact-filled 


} Keystone Catalog. 


Annual Power Survey conducted by the 


institute’s electric power survey commit 
tee. New construction in progress will KEYSTONE MANUFACTURING COMPANY 
maintain and bolster these reserves, he 23328 SHERWOOD AVE . CENTER UNE (DETROIT), MICHIGAN 
added 
Earlier surveys of the committe 
cated that the average reset 
Ing capacity he coumetr 
would reach 15) pet ent 
sevent ive ust comple 
margin of 9,117,000 kilowatts, or 15.6 per 


cent, for 1950, one year earlier than an 
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ticipated. The actual margin of reserves 
in 1949 was 7,664,000 kilowatts, or 14.2 
per cent, the survey showed. 

Only in two major areas and some lo- 
calized areas will the estimated reserve 
figure for 1950 be below the 15 per cent 
mark—in the Pacific Northwest where a 
margin of 5.9 per cent under median hy 
dro conditions is anticipated and in the 
Southeast where a figure of 8.2 per cent 
is expected. Only in the Northwest in 
drought is there any likelihood 


of a power deticiency requiring load cur- 


ase ot 


tailment, it was announced. The present 
water conditions in that area reportedly 
are far above normal 

Delivery time of heavy generating 
equipment has been reduced to two years, 
/ and if the need arises additional generat 
ell , 4 ing capacity can still be added in 1952 
TIME-TESTED ‘ and 1953. Undoubtedly more will be add- 

/ ed in 1953, it was stated 
2 On V-J Day the total power producing 
LABOR-SAVING ze capability of the industry in the United 
’ States amounted to 50 million kilowatts 
This capability at the end of 1950 will be 
j 671% million kilowatts. With the expan- 
PATENTED sion program of the industry still in high 
‘ gear, capability will reach 83 million kilo- 
’ watts in 1953, approximately a two-thirds 
increase in 8 years. The electric utility 


OUT LET BOXES companies in this period will have added 


28 million kilowatts of the 33 million kilo 
e 
Send for illustrated 


Makes PERMANENT 


and-easy-to- install 
Knight products. | Connections Quickly 


This big, strong, heavy duty 
Sherman Solderless Lug is 
a favorite everywhere. It's 
easy to install, and it makes 
an efficient, permanent con- 
nection. Extra thread plate 
for strength. Floating pres- 
sure pad attached to screw. 
Serrated gripping surfaces. 
Sizes up to 500m CM. 


Write for catalog! 


H. B. Sherman Mfg. Co. 
Battle Creek, Michigan 


Convention Hall 
NAED - Atlantic City 
+ June 12-16 


KNIGHT Electrical Products 


168 Van Brunt Street, Brooklyn 31, New York 


MORE THAN YEARS OF SERVICE TO CONTRACTORS AND JOBBERS SOLDERLESS LUGS 
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watts of additional generating capacity, 
or 85 per cent of the total added, it was 
announced 

Briefly, here is the summary of the ba 
sic findings of the survey 

1. Capability of the power systems for 
the country as a whole, is increasing at 
a rate considerably higher than estimated 
peak loads. For the period 1948 through 
1953 the increase in capability is estimat- 
ea at 52 per cent, while peak load in 
crease 1s estimated at 37 per cent 

2. Reserve margin percentages in 
creased from 6.6 for 1948 to 14.2 for 1949 
The percentages are expected to be 15.6 
for 1950; 18.9 for 1951; 19.1 for 1952, 
and 18.6 for 1953 under median hydro 
conditions. The percentage for 1953 is 
expected to increase somewhat as con- 
struction programs are further devel 
oped. 

3. Manufacturing capacity is available 
for building a considerable amount of ad- 
ditional electric generating equipment 
over and above that presently on order, 
tor delivery in 1951 and subsequent years. 
Facilities for the manufacture of electric 
generating equipment are capable of pro 
ducing 10,000,000 kw. of capacity per 
year—-8,000,000 thermal and 2,000,000 hy 
dro. This 10,000,000 kw. is more than 
double the anticipated annual load growth 


tor the next several years 


U-L approval 
of incandescent 


© 67% more light (actual test) 
e visible at longer distances 

shines thru fog and haze 

@ weatherproof construction 

@ easy to install and maintain 
@ hinged glass door for easy ac- 

cessibility 
© operates efficiently below zero 


service stations e used car lots « 

cutdoor theatres e night clubs e 

tourist courts 

highways e« hotels 

socks @ department stores @ drive- 
© commercial building en- 

trances and many other installa- 

tions. 


Distributed only to recognized 
wholesalers. 

Write today on your letterhead 

for new catalog covering the most 

complete range ef fluorescent units 

on the market 


REPRESENTATIVES: 
Some choice territories still open. / 


4221 Harrison St.. Dept. EW-6, Chicago 24, I 
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TYPE "P"’ HIGH SPEED 
PROPELLER FANS 
(Supplementary to Type “Q”’). 
Designed to move maximum air 
volume, with minimum physical 
dimensions, for applications 
where low decibel sound ratings 
are not of primary importance. 
Self-Cooled Motor. 4 sizes. Bul- 
letin No. 148P1. 


POWER ROOF VENTILATOR 
(CENTRIFUGAL FAN TYPE) 
For exhaust duty from vertical 
flues in multi-story buildings or 
from duct systems. 10 sizes to 
Operate against resistances from 
to 14". Covered by ILG's 
“One-Name-Plate™ responsi- 
bility. Send for latest informa- 

tion today! 


TYPE "X" EXPLOSION 
PROOF PROPELLER FANS 
Ball bearing, explosion proof 
motor carries Underwriters’ 
Laboratories label, suitable for 
all Class 1, Group D hazardous 
applications. Nonferrous frame 
and Type **Q” fan wheel. 8 
capacities. Bulletin No. 148x2 


{CATALOG DATA SHEETS — 
ON NEW ILG PRODUCTS | 


1G ELECTRIC VENTILATING CO. 


2822 North Crawford Avenue, Chicago 41, Illinois 


Offices in more than 40 Principal Cities 


f 
Executive's Nome 
Firm Nome 
Address 
City 


() Please send me FREE dota on these three new Volume Builders. 


% 

your WAY... 

( AbD 
© 

| Stot 
GREAT NORTHERN MFG. CORP. cm a 
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Blackburn Specialty Co. 
Becomes Blaco Mfg. Co. 


CLEVELAND, OHIO—The Black 
burn Specialty Co., of this city, recently 
announced that it has changed its name 
to Blaco Manufacturing Co. and_ that 
products manufactured will be sold under 
the new trade name “Blaco.” There are 
no changes in the management person- 
nel. The tirm dates back to 1904 when 
it was founded as the Blackburn Spe 
cialty Co. 


Sylvania Moves To New 
Quarters In New York 
NEW YORK. Sylvania Electric Prod 


ucts Inc., recently moved to new head 


quarters at 1740 Broadway in this city, 
bringing together divisions and depart 
ments in the New York area. 

The following Sylvania Electric offices 
are now located on the 14th, 15th and 16th 
floors of the new Mutual Life Building 
Executive and administration, accounting 
department, advertising department, in- 
dustrial relations department. interna 

201-N. &. Plier | tional division, legal department, New 
York sales division, purchasing depart- 
division 


ment, photolamy 


$233 Kiein-Kord 


If you've ever been up on a 50-foot 
stick when your lite depends on the 
quality of the belt and safety strap 


you use, you will appreciate the high 
quality and care that is so much a 
part of all Klein equipment. When 
life’s at stake, there can be no com- » > P ‘ ’] 
promise with quality. Old timers 2 to New Profits! 
know that Klein equipment has stood POST-LITES, the outdoor fluor- 


bs, | escents, are today the biggest 
for quality in linemen’s tools and 5249 Klein-Line new business opportunity in the 


equipment—“‘since 1857.” Tool Belt electrical — 


Complete line. For lighting 
ASK YOUR SUPPLIER , | every type of business that op- 
Underwriters Laboratories’ la- 
bel of approval on every fix- 

International Standard Electric Corp. : ture 


New York 


Foreign Distributor: 


. . 
Perfected and Guaranteed by 
4 39-year old company. 

Now in volume production and 
“ priced right for popular sale 
a copy of the new Klein “=< 


Pocket Tool Guide, = Write for Catalog. 


write for one. It will be o a W. H. LONG COMPANY 
sent without obligation. f 108 W. Illinois St. 


Chicago 10, 
Mathias & Sons 


Established 1911 
3200 BELMONT AVENUE CHICAGO 18, ILLINOIS 


Uf you have not received 


~ 
| 
| 
| 
Ni 4 
/ 
i 
= 
2 reg 
7K T 
4 \ 
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PARTICIPANTS in a recent sales 
conference and factory inspection tour 
held by Arrow-Hart & Hegeman Elec- 
tric Co. included these wiring device 
salesmen who had not previously 
visited their firm's Hartford, Conn., 
headquarters, 


Prestein Appointed To 
Graybar District Post 


Clint Prestein has been named south 
west district appliance promotion man 
ager for the Graybar Electric Co., it was 
learned recently. Mr. Prestein was for 
merly appliance sales manager at Gray 
bar’s Fort Worth, Tex., house, a position 
he has held since 1948. He joined Gray 
bar in 1947 


“EASY TO FISH” 


we! 
SYSTEM 


The formula for Good Lighting is the combination 


of proper equipment and simple methods of main 
tenance. The Abolite Duo-Move System encourages 
regular cleaning habits because Duo-Move units 
can be cleaned and relamped quickly and safely 
without using clumsy ladders. Merely a twist of the 
wrist—reflector and lamp assembly can be removed 
and serviced—another turn and it’s back in position 

no interruption to workers no lost time. The 
Abolite Duo-Move System guarantees moximum 
illumination with minimum service expense. Write 
for the Duo-Move story today! 


Be sure to visit us at booth 107 at the N. A. E. D. Convention, 
Atlantic City, June 11-16 


THE JONES METAL PRODUCTS CO. 
West Lafayette, O. 


ATLANTIC CONDUIT 


FITTINGS CO. 
BOSTON, MASS. 


| \ \ | 
| | 4 
AT 
ae 
ATLANTIC FISH WIRE 
> 
SERVICE ENTRANCE CAP uae 
~ WHITER THAN WHITE 
1819 
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BURGESS 
Is the Only Complete Line! 


Stock up on BURGESS Portable Radio Bat- 
teries now and cash in during 

the BIG Portable 

Radio season. 


When you stock 
BURGESS you 
make every sale 
because BURGESS 
makes a battery 
to fit every radio! 


Quality has made Burgess the Foremost 


Name in Radio Batteries! 


The new BURGESS Flat Cell offers cus- 
tomers more hours of useful battery life 
and extra reserve power in the same over- 
all space. ALL BURGESS Batteries are 
made with the finest ingredients obtain- 
able and are manufactured under scien- 
tifically controlled conditions to assure 
unmatched quality! 


plus Most Intensive Advertising Campaign 
in Burgess History! ri 


Powertul 2-color ads will sell BURGESS 
Batteries to the readers of BIG national 
magazines reaching millions of readers. 
BURGESS advertising will sell the bat- 
tery buyers who 

eral, men’s, and 

magazines. Tie in with this 

BIG BURGESS campaign ®& 

and boost your battery 

profits. 


SOUTHERN 
AGRICULTURIST 


EDWARD BOSTONIAN re- 
cently appointed by the Electro Manu- 
facturing Corp., Chicago, as its district 
manager for metropolitan New York 
City, northern New Jersey, and West- 
chester County, N. Y. Prior to join- 
ing Electro, Mr. Bostonian was affli- 
ated with the General Electric Supply 
Corp., New York, as district specialist 
on industrial and commercial equip- 
ment. 


| states for the 


National Electric Buys 
I. A. Bennett & Co. 


PITTSBURGH National Electric 
Products Corp. recently purchased I. A 
Bennett & Co., 


exclusive 


Chicago, for 46 years an 
agent in 15 midwestern 
National 


roughing-in materials. 


sale 5 
Electric line of 
electrical 

In making this announcement concerning 


NE-SHOK 


INSTALLATIONS 


i 


WINNING MORE 
NEW Customers and Conger 
EVERY DAY! : 4 National 
The big trend in elec- -- Safety Award 

trical installations is to -\ 4 

NO-SHOK Sofety Du- 
plex Receptacles. In new 
construction and remod- 
eling work, NO-SHOK 
provides important safe- 
ty features. National 
advertising in Good 


ORDER THESE FAST 
MOVERS, TODAY! 


Parents 


1950 


Replacement 
Guide! 


USTS MORE THAN 100 Nome 
MANUFACTURERS 

MORE THAN 1600 Fr 
RADIO SETS! 


Please send 
ment Guides. 


idre 


BURGESS BATTERY COMPANY 
DEPT. EW-6, FREEPORT, ILLINOIS 


new 1950 BURGESS Replace- 


Housekeeping, 
Magazine and Television 
creates nationwide con- 
sumer acceptance and 
trade enthusiasm. Sug- 
gest NO-SHOK for new 
and replacement instol- 
lations. Promote and sell 
safety . . . watch how 
quickly NO-SHOK builds 
volume sales. 


@ NO-SHOK Safety 
EXTENSION 
CORD SETS 

@ NO-SHOK Safety 
DUPLEX - 
RECEPTACLES 

® NO-SHOK Safety 
TABLE TAPS 


@ NO-SHOK Safety 
CURRENT TAPS 


BELL ELECTRIC COMPANY 


Mail Coupon Today! 


State 


1844 W. 21st St., Chicago 8, Illinois 
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the absorption of one of the oldest manu 
facturers’ representatives in the electrical 
industry, W. C. Robinson, president of 
the National Electric, said that I. A. Ben 
nett & Co. offices, warehouses and per- 
sonnel were already functioning as part 
of the National Electric factory branch 
Organization 

R. C. Bennett, Jr., former general man 
ager of the Bennett firm, is now vice 
president and sales manager of National 
Electric. Earl M. Nelson, previously as 
sistant general manager for I. A. Bennett 
& Co., has become National Flectric’s 
Midwest district manager 

I. A. Bennett & Co. was founded i 
1904. The territory it formerly covered 
and now being served directly by National 
Electric, extends from Mexico to Canada. 
Factory branch sales offices are located 
in Chicago, St. Paul, St. Louis, Kansas 
City and Dallas Warehouse stocks of 
wire, conduit, cable and electrical race- 
ways are maintained in Chicago, St. Paul 
and St. Louis 


them—through IDEAL DISTRIBUTORS 


Allis Chalmers Appoints 
Tw Wi les: li Fi . Month after month IDEAL advertises nationally in 18 leading industrial 
wo 10lesaling Firms magazines. It mails an average of 35,000 sales messages each month 
with “‘bull’s-eye” ‘accuracy, to selected prospects and large users of 
IDEAL equipment. Returns in sales and sales leads are at an all-time 
high! And all sales and sales leads are channelled through IDEAL 
to handle several of Distributors! The more you sell IDEAL, the bigger your potential share 
of this profitable “bonus business — as your customers specify you 
as their preferred buying source! That's why it's just smart selling to 
sell IDEAL on every call —to cash in to the fullest on this added 
dollar volume that comes to you “on a silver platter”. 


SELL THE FULL IDEAL LINE! 


“WIRE-NUTS” “A, CLEANERS 
and WIRING TOOLS Hond - type vocu- 


‘Wire-Nuts"’ — the potented” = 
solderiess, tapeless wire con- 
nectors — hove been the con- = 
tractor's and industry's standard \ pees 
for over 20 years. Wiring tools 
8-X cable cutters — 
testers — fish tape, 
ond pullers — fuse re- 
ducers — fuse clip clamps — 
fest lites — fuse pullers — co- 
ble rippers—j borers—wire MOTOR 
shinners—FLUR-TEST fluorescent MAINTENANCE 


fixture testers 
EQUIPMENT 

\ Commutater ond sii 
THERMO-GRIPS ting resurtocers — com- 
Resistonce heoting muteter cleaners — 
principle solder brush secters—precision grind- 
tools thot make ers—mico vundercutters — com- 
cult soldering jobs in mutater saws — coil winder 
production or mainte- drives ond heads — insulation 
nonce easy. Sizes for testers — growlers 
every job 


WIRE STRIPPERS 

Production: — Brush 

Live centers to speed ond 
improve lothe ovtpyt — 
electric etchers—dust col- 
lectors — tochometers — 


hand type 
| 


*Potented No. 1,933,555 


MILWAUKEE—T wo electrical whole 
saling firms were appointed recently 
Allis-Chalmers 


All-purpose tonk- 
type cleaners for 
industrial cleaning, scrop-col- 
lection, woter pick-up 


thermowat | Sold Through America's Leading Distributors 
WRITE FOR CATALOG W103 


ELECTRO-THERM INC. 


24 GEORGIA AVE., SILVER SPRING, ML 


June, 1950—ELECTRICAL WHOLESALING 


| 

“|DEAL channels all leads 

and DIRECT SALES—thousands of 

~ 

| 
@\ 
W 
he 
157 


WHO’S GIVING WHO 
THE BUSINESS o-..Are you 


getting your share of school and 
institutional lighting dollars? 


COMPCO’S DUAL- DIRECTION 
LUMINAIRE HELPS YOU 
GET THE BUSINESS 


GLARELESS HIGH-POWERED 

LIGHT IS ESSENTIAL in school 

rooms, hospitals and institutions. 

COMPCO’'S 60/40 luminaire 

produces scientifically controlled 

reflected and diffused illumination 

with a maximum of efficiency. 

Illuminated metal sides...no 
dark spots... no glass or plastic 
to crack, discolor, peel or chip. 
IT'S A FIXTURE EASY TO or con 
MAINTAIN, easy to install, and so 

completely versatile. Equally adapt- 

able to flush or suspension mount- 

ing, singly, or in Continuous rows. 

Louvers swing open from either 

side for ready access to components 

and for quick relamping, or can be 

completely removed without tools. 

Also available in 48” SLIMLINE (Model 644), 

and 96” SLIMLINE (Model 648) 


You can't see it here, but once you lay 
your eyes on a COMPCO fixture you'll 
see what we mean by extra COMPCO 
QUALITY. It's there in the attention to fabricating details, in the 
hardware, in the wiring, in the nationally known and recognized 
components. Yes, important too, is the integrity of a company 
that backs up its products with a rock-bound guarantee of performance. 
And, you'll buy COMPCO products at competitive prices. 
Write for our catalog and see. 


COMPCO CORPORATION 


For the finest in fluorescent fixtures 


Visit us in 
2251 ST. PAUL AVE., CHICAGO 47 Goeth 244 


N.A.E.D. Convention 


product lines. The Roden Electrical Sup- 


| ply Co., Knoxville, Tenn., has been named 
| a dealer for transformers in Greene, 


Hamblen, Union, Campbell, Scott, Ander- 
son, Knox, Sevier, Cocke, Blount, Mon 
roe, Loudon, McMinn, Morgan, Cumber- 
land, Meigs, Fentress and Roane Coun 
ties in Tennessee. The New England 
Electric Supply Co., Pawtucket, R. I, 
was named a dealer for “Texrope” drive 
equipment in the state of Rhode Island 
with the exception of the city of Woon- 
socket. 


Graybar To Distribute For 


Claude Neon Subsidiary 
NEW YORK—Plans to capture a sub- 
stantial part of the new television market 
by Claude Neon, Inc., were revealed re- 
cently in a joint announcement by Graybar 
Electric Co. and Claude Neon that the 
latter had acquired 100 percent of the 
stock of Standard Electronics Corp. 
The new wholly-owned Claude Neon 
subsidiary has taken over Western Elec 
tric Co.’s inventories of AM and FM 
transmitting equipment, replacement parts, 
product designs and drawings. Now in 
a position to manufacture a line of tele- 
vision broadcast transmitting equipment, 
as well as a line of AM and FM broad- 
cast transmitting equipment formerly 
manufactured by Western Electric, the 


in CORDiat agreement 


Your customers will get along like 
newlyweds with their electrical appliances, @ 
if the cord sets are CORNISH... 
the sure guarantee of perfect contact 
and long wear... the happy farewell 
to CORDelirium! 


A full line of Flexible Cords 
for the Repair and Service 

industry, obtainable through 
Jobbers and Distributors 


CORNISH WIRE COMPANY, x 


15 Park Row New York 7, WY. 
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Claude Neon subsidiary will also service | 
and supply replacement parts for all 


Western Electric broadcast transmitting | 
equipment now in use throughout the FULLMAN 
United States 


“With some 2,000 new television sta- pein 
tions probably to be licensed soon,” said i Pp R oO D U Cc T > 
Edwin M. Martin, president of the new 
Claude Neon subsidiary, “television is one : 
of the most promising new major indus 
tries in the country today, and with the 
help of Graybar Electric Company, which 
formerly distributed nationally for West 
ern Electric, we intend to get a substan- 
tial share of this market.” 

In this regard we are now in a posi- t rT] 
tion to make immediate delivery of broad Easy To Ins a 
cast transmitting equipment, said Mr The simple, compact make-up of Latrobe Floor Boxes 
Martin, emphasizing the importance of 

' ” and Wiring Specialties permit them to be installed 


the agreement with Graybar to distribute 7 d ti 
nationally his company’s entire line of in record time. 


television, AM and FM broadcast equip- The savings in time, labor and actual dollars thus 
~— gained is further improved by their smooth, depend- 


“Acquisition of Standard Electronics 
by Claude Neon constitutes another major able service after installation. 


advance in the company’s long range pro 
gram of planned progress in the ele 
tronics field,” David T. Bonner, presi 
dent of Claude Neon, Inc., stated, “and 
insures our success in the radio and tek 


vision broadcast field.” 
Claude Neon’s experience in the ele 


tronics field ranges from radar throug! 


transformers. One of its sul sidiaries, 
4 No. 252-R Floor Box 
No. 110 = Latrobe Two gang type with No. 208 Recep- 
Watertight Box tacle in one section and |/;"' Brass 
Plug in one cover plate and 2 


None better for installation in con 
Brass Plug in the other 


crete or wood finished concrete 
R A L LAC floors. Shown with No. 207 Nozzle 
Perforated 


STRAP| 


Millions of these high quality . 
ish Wire 

staples are now in use. We supply Keystone Fish W . 


Versatile Hanger lron them packed in cartons, kegs or Piet teal wire of dopendabte “Ls 


Ten sizes 


Sately supports hanging pipes, conduits 
ond cables up to 500 Ibs. Made of %-in. 
18 gouge electro - galvanized stee! (also 
ovoilable in Everdur, copper, brass or 
aluminum). Precision made — pertoro- 
tions do not vary. ‘4-in. holes on *s-in. 
centers. Comes in 10-ft. coils and 5 and 
10-ff. straight lengths. Available in other 
lengths also. 


Send for literature and prices 


E No. 470 “Latrobe” No. 284 Nozzle 
HANGERS, CLIPS, Pipe or Conduit Hanger Here is a Duplex Receptacle Nox 
A convenient, sure grip device spe tle with Brass pipe extension for 


STRAPS, BUSHINGS cially designed for hanging quick installation and long de 
¥%"' and |" pipe or conduit to steel pendable service. Furnished with 
beams up to %" thick 7 of %” pipe extension 


MINERALLAC ELECTRIC 
COMPANY 
23 North Peoria Street 
Chicago 7, Iinois 


MINERALLAC 
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| Reeves Instrument Corp., is engaged in 

sé ”7 radar, electronic gunfire apparatus, elec 

ore X fa tronic mathematical computers and other 
electronic applications Another sub 

sidiary, Reeves Hotiman Corp., is a large 


J | producer of quartz oscillator crystais 

0 iS accen | HT which are widely used in television and 
radio broadcasting 


Hudson American Corp., also a Claude 
Neon subsidiary, is well known for marine 
radio telephone equipment; while still an 
other, American Transformer Co., pro 

} duces television and radio transformers 
and has supplied transformers tot 


Western Electric broadcast equipment 


E.E.W.A. Activities 
On Atlantic Coast 


The meetings of the Eastern Electrical 
Wholesalers Association in May were de 
voted to educational discussions concern- 
ing the many methods that can be em 
ployed in “plugging the leaks” that creep 
into operations as the firm expands in 
size. The compilation of suggestions 
were well received by the members. There 
was no doubt as to the beneficial results 
that will accrue 

Ihe members were most pleased with 
the splendid results being achieved with 
the release of the Overstock Sheet, 4,000 


copies of which were mailed to whole- 


salers throughout the United States, and 


WITH THE 
REVOLUTIONARY 


AMPLEX™"SWIVELITES 


4 


Catalog Nos. 
2030 to 2042 


YOU CAN INTERCHANGE AND COMBINE BASIC UNITS...HAVE A COMPLETE 
FAST-MOVING LINE OF LIGHTS WITH UP TO 90°, LESS INVENTORY! ened eeneiudiins 
EITHER GREATLY OR SLIGHTLY IN SIZE, OR 
Here are the accent lighting fixtures Get our new catalog with full details. Write TWO OF THE SAME SIZE 
architects and display men are talking today Amplex Corporation, Dept. 46, 
about. No longer need you stock every 117 Water Street, Brooklyn 1,N_Y 
lighting arrangement for a full line 
Keep complete assemblies that are in r— 
greatest demand on hand, plus a supply 
of additional basic “Adapt-A-Units the cross-section area of the wires them- 
and you're prepared to fill any display selves. Locking feature insures a perma- 
lighting order right from stock n m ex nent connection. 
Not only do you save space and 
money, but assure faster turnover too! WRITE FOR CATALOG 5LC 


Poe »x Swivelites have what users Manufacturers of Display Lighting 
For Amplex Swivelites have what user Reflecter Lames 


want: Easier-action double-ball swivel | 
‘ ay Lamps ¢ Spotlights and Flood- 
..non-tarnishing, non-blistering finish fignts * Fluorescent Tubes © Color KRUEGER & HUDEPOHL 
. cooling, air-flow ventilation Clips and Filters. 236 VINE ST. * CINCINNATI 2, OHIO 


The tightening bolts exert an even pres- 
sure on both wires regardless of size. 
The clamping surface is large and covers 
a contact area several times greater than 
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much merchandise has been moved as 
result, 

The Special Advisory Committee cov- 
ering union matters presented a report 
of the meeting which had been current!y 
held 

The non-resident application of — the 
Dakota Electric Supply Co. of Fargo, 


N. D., was approved for membership 


Boston 

Regular reports are being received from 
Wes Holmes, managing director of the 
New England Association, concerning the 
activities in that territory Aside from 
the regular monthly meeting, Mr. Holmes 
is spending most of his time in the terri- 
tory acquainting himself with the many 
members and listening to their various 
problems 

Philadelphia 

(nder the leadership of the new chair- 
man, T. Curtis Flynn, of the Camden 
Electric Fixture Co., Camden, N. J., a 
new Advisory Committee for 1950-51 
was appointed as follows: Nathan T Now, THIN WALL Conduit can be bent profitably! More speed on RIGID 


Nitsky; Harry Horn; I. Goldberg; Sol This new bender (No. $-34) pays for itself on the Pipe, too! Bend sizes from 
Newman: Elmer Lowenstein, of Franklin first good job. Handles 1'4, 11, and 2°’, Remotely- i to 4". The hydraulic 


controlled Porto- Power hydraulic unit creates ex- ram works af any angle — 

Elec. Co Atlantic City, N. J.; Ralph clusive advantages and also serves rigid-pipe benders. overhead, on the floor or bench. 
Benjamin, of Norristown Elec. Sy. Co., 
Norristown, Pa The chairman an 
committee would meet 


to the membership 


PLUG =: rg Operate Knock-out Punches with HY- 4 Eliminate hand pumping! A motorized, 


DRAULIC power! Save at least 60° of portable pump (No. P-182) can triple 
TIP the job time. Punch holes up to 4); the output of a pipe bender, It's specta 


with surprising case. No wrench to swing! cular on other hydraulic equipment, too! 


All parts 


replace- New products have made Black- 
able by : gene” hawk a major equipment line — 
simply : the hottest in the electrical 

removing supply field. Wholesaler 


4 screws. inquiries invited, 


\ 


BLACKHAWK MFG 


Dept. P-4460 

Lift machinery, pull-pulleys. Dozens Milwaukee 1, Wis. 
of allied jobs are licked by the 


Power hydraulic jacks which serve Black- 


Y hawk Electricians’ equipment. 
VULCAN ELECTRIC CO BLACKHAWK 


Danvers mass. 


Without obligation rush bulletin 
and full faces (for Flectrt 


salers) on electricians equipmer 


HYDRAULIC “Porto-Power” EQUIPMENT 


! 


BLACKHAWK aiv 
gives yo 
extra volume Jil 
i 
3 
| 
| 
50 w. Tip Dia 
/ 100 w. Tip Dia 
~* 150 w. %" Tip Dia 5 
50 w Tip Dia a 
B40 
VULCAN J Address 
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WE'LL SEE yOu — ng to tacilitate the handling ot mat 


that are of interest to the membership 


view of the fact that the majority of 


members are planning to attend the 


Na -an old friend 


with a new idea! 


Since 1876, Keil has 

been bringing you 

Electrical Specialties, 

famous for the Keil tra- ducational Policy Con 
ditions of quality that jointed by R MeDonal 
mean service, good it] 


packaging, and de- \tlanta, G: f. L. Wilson, Thompson 

pendable performance. Ison lanta, Ga.; Cecil J. Matthews 
. Birminghar Ala 
Was instructed t 


a detailed re 


f lant Mitmeor in Septem 
or ire being held roug! are; 


RINE, continuing Keil traditions, brings you its 
NEW VERSATILE TRANSFORMER ... new 


iype of transformer with a universal feature that 


lows it to be mounted anywhere, and eliminates 
the need for carrving extra stocks 


FASTENING DEVICES 
Large Variety 


Pipe Straps and Cable Clamps 
| types and size 


“Reliance 


rener 


25455 


Door Opener 


Reducing 


SHOWN AT RIGHT Button Profit, Deal. Ten best-selling 


tyles seen at a glance! Mroduectory working stock of 15 assorted boxed 


WE SELL TO 
WHOLESALERS 
ONLY 


units packed with lispla omplet tssortmen 25 pieces Push twe STEEL was 


one tor window ne for our t- ind double profits 


Mmanuracturine corp. new 61 AMERICAN WALL TIE Co. 


2711 W. LAKE srt. CHICAGO 12, ILL. 


Manufacturers of KEIL Electrical Specialties and Mail Boxes 
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Miami, Fla.. on May 15th; Greenville 
S. C.. on May 10th; Charlotte, N. C., on 
May llth; and Raleigh, N. C., on May 
12t! Detailed reports on these meeting 
will be forthcoming 


The 


Alexander McNab Little 


\Mlexander McNab Little, former 3° 
president of the Mohawk Electrical Sup —6= ¥, 8 
ply ¢ Svracuse, N. Y., died May If 16 INCL. 

Mr Little's electrical wholesaling COVER 
MAGNETIC STARTER! 
work as an office hk for the Central 
Electric Supply Co., Chicag \ 
Vears he Vas it out les 

r the Metr litan | Working electricians, installation and maintenance men find the de- 

, travelling as tar s sign of the new A-H “RA” Magnetic Starter makes wiring easy It's 

nd rw st as Sa t I straight through — all the way — gives plenty of wiring room in the 
x vas W 


box and saves mounting space on installation 


Servicing is easy, too. All terminals and contacts can be reached 
quickly with no loss of time or motion. Lots of performance is 


GUARDIAN’S packed into this smallest starter enclosure 6-3 16” x 6-11 16” 


x 3-5 8”. It’s easy to install the unit into small spaces for accessi- 


AIR COOLED bility and convenience. 


ISLAND : BIG, TOUGH CONTACTS 
Rugged, heavy duty, copper contacts, with sp silver 
alloy tips, take plenty of punishment Special spring 
LIGHT J cas loaded keys provide speedy and easy change when 
a - maintenance is necessary. No loose ports 
LISTED BY UNDERWRITERS 
LABORATORIES, INC. 
(with High Power Factor Ballasts) 
FEATURING THE BEAUTIFUL, 
STURDY OCTAGON 


PLASKON ALKYD PROTECTION 


New compound in starter base and hood gives 50 to 


65% higher resistance to tracking than neat best ma 


terial, Provides hard, durable surface and superior 


STANDARD dimensional stability, Gives you maximum performance, 
; that's satety and long life in all A-H “RA” Magnetic Starters 
Engineered for fliciency. 
FULLY BALANCED MECHANISM 
Right angle balanced mechanism multiplies leverage 
1 Guardian manufactures a com transfers it from o vertical to a horizontal plone In 
plete line of high quality light creases contact pressure reduces volt-ampere con 
ia ing equipment tor service sta sumption. There's no extra load to lift because the 
tions, used car and parking right angle moving mechanism is balonced 
lot-. and countless other appli 
cations island lights. wall The new Type “RA” is available in sizes 0, 1, 2 and 3, to handle 
ights, cluster lights and ac motors up to 50 H.P. at 440 and 550 volts. 
cessories 


WRITE TODAY FOR LITERATURE 
1606 HAWTHORN $ STREET 
HARTFORD 6, CONNECTICUT 


LOW INSTALLATION COST 
LOW MAINTENANCE COST 
LONG, TROUBLE-FREE LIFE 


CONTROLS ond APPARATUD 
) 


Write to Dept. W for 
Free Bulletin L-5450 


GUARDIAN 
LIGHT COMPANY 


301 Lake St., Oak Pork, fl. , 
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STAPLES 


: "2th (For Metallic and Non-Metallic Cable) 
PATENTS PENDING 
=EASY. MATERIAL 
not split 


THE first real improvement in 
BX Staples in a quarter of a century, Con- 
tractors save lots of worry and waste on the 
job because Thiel BX Staples are 
successfully engineered to withstand 
punishment. They will not bend or 
squash. The sharp right-angle bends 
on head drive the staple straight 
and true. Send for a FREE sample. 
A trial will convince anyone. 


Sold only thru recognized ~ 
Old style BX Staple bends like this and splits 


THIEL TOOL & ENGINEERING CO. wo. 


ELECTRIC HEATERS and 
RD) VENTILATING FANS 


MODEL NO. 10 AUTOMATIC WALL TYPE FAN 


Furnished in Chromium or White Durenamel 


A 10” deluxe fan featuring automatic bead chain 
control and Invisi-Grille front. Louvers are set 
at the correct angle to permit free air flow, yet 
prevent visibility of the interior when installed. 
Releasing the bead chain simultaneously starts 
the motor and opens the outside door. Equipped 
with a powerful Redmond 1-70 H.P. motor and 
Torrington 5-bladed impeller, this fan has a rating 
of 650 C.F.M. (free air delivery). Unjt has adjust- 
able wall sleeves for any wall thickness. 


RADIA ELECTRIC | eietien's | 
WALL INSERT HEATERS | 


w the efh< 
eater’ ar 


Write for details! No. 1100 Chromium 


Visit Shepler heacquarters in the Mar|borough-Blenheim 


1312-14 SHEFFIELD STREET . PITTSBURGH 12, PA. 


Electri> selling supplies in Minne 
sota, Wisconsin and lowa. Then he came 
to the East and traveled in New York 
State for Stuart Howland of Boston. In 


Alexander McNab Little 


1909 he le ft the road to become manager 
ot the Mohawk lectrical Supply Co. at 
Syracuse, where he increased 
$100,000 to $1,500,000 per year 

Mr. Little was a member of the Ele 
trical Supply Jobbers Association and the 
National Electrical Wholesalers Asso 


ciation 


sales fron 


John J. Kaske 
John J. Kaske, general stores manager 
of the Westinghouse Electric Supply Co 
died May 7 at Grand Central Station in 
ew York City He was 54 vears old 
im is, Mr. Kaske was grac 


ADJUSTABLE 


STEEL CHANNEL 


AND 


TRU-LINE 
FITTINGS 


BIG TIME-SAVERS! 


ON FLUORESCENT 
FIXTURE HANGING 


CABLE & 
CONDUIT 
PIPE 
SUPPORTS 
e concasre 
RACEWAYS da 
STORACK UTILITY SPEEDS JOBS 
Amazingly simple Send for STORACK 
BULLETIN TL-5O or see us at Material Han 
dling Exhibit 
NAT'L ASS’N ELECTRICAL DISTRIBUTORS 
42nd ANNUAL CONVENTION 
ATLANTIC CITY @ JUNE 12-16 © BOOTH 35 
Our Engineers Are At Your Service! 


AMERICAN 


STEEL & IRON WORKS 
Box K @ 58th & S. LOWE ® CHICAGO 21, ILL. 
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uated from St. Louis University in 1913, 
and later did postgraduate work in com- 
merce, finance and law. He also studied 
electrical subjects at the David Rankin 
School 

He was district stores manager for 
Wesco at St. Louis for 16 years and later 
served as assistant chief stores manager 
in New York He had been general 
stores manager for the company since 
1944 

Mr. Kaske was active in the National 
Electrical Wholesalers Association, now 
the National Association of Electrical 
Distributors, serving as chairman of its 
warehousing committee for several years 


ile is survived by his wife, Mrs. Helen 


John J. Kaske 


fynan Kaske, of Manhasset, Long Island, 
N. Y 


a son, John; a daughter, Mrs 


Jean Vescovo, of St. Louis; his father, 
John S. Kaske, Sr.; two brothers, George 


OKONITE and 
MANSON tapes 


PROTECTIVE COVERING 


KEEPS 


# 
The Good Look on 
in chrome plated BRASS and STEEL Wall and i| 
Switch Plates— 


All chrome plated plates are protex covered for com- our Quality Plates 
plete protection until installation. have no equal 
All single gang and two-gang plates are packed in individual envelopes 
with necessary amount of plated screws in glassine bag. 
wiaxutacturing Wall and Switch Plates is ovr main 
kusiness — our plates are NOT by-products. 


e Write for catalog showing complete 
Wall and Switch Plate line 


For Repeot Business 
wse Honer Plates... 


HONER 
MFC. CO. 


412 S. GREEN ST. 
Chicago 7, til. 


Fixture Hangers 
FOR INSTANT ALIGNMENT 


At last you can get a Fixture Hanger that turns to any angle alter being 
screwed to an outlet box. Although base and receptacle remain stationary. 
hanger arms may be turned to align with any preconceived lighting plan 
Exclusive Friction Ring firmly holds fixture in selected position. Hanger 
screws on to 3'4"' or 4 outlet boxes, no other fastening necessary. Fur- 
nished complete with receptacle, two S chains, hooks and cord clips. Also 
available with bushed hole only, or with 3 wire solid ground receptacle 
All Friction-Set Hangers are approved by the Underwriters’ Laboratories 
H100 shown above, List Price $1.10 + Write for Bulletins K25, K26 and K27 


_SIMPLET ELECTRIC COMPANY 


3600 West Potomac Avenue, Chicago $1, Illinois 
11 Park Place, New York 7, New York 
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NO. 7052 


UNION’S 


New Work 
Insulated Boxes make possible 
economies hitherto unknown with Non- 


Metallic Sheathed Cable. REA 


Approved 
1. Low Unit Box Cost 
2. Minimum Installation Time 
3. No Grounding Required 
Ideal for highly competitive housing 
projects. A must for Farm and 


Home wiring where safety 
is most important. 


UNION INSULATING CO. 


PARKERSBURG, WEST VIRGINIA 


NEW. .. THE RELIANCE 


“Model 400” 


Here’s a new, low- priced, 
smaller time switch that pro- 
vides dependable automatic 
circuit control up to 2,500 
watts. The “Model 400” em- 
bodies all of the important fea- 
tures of the higher-priced Re- 
liance time switches... and all 
the quality you expect of 
Reliance. 


C 


Type 401-—S.P.S.T. 
20 AMPERES — 125 VOLTS 


Only “102° 
RELIANCE TIME SWITCHES 


Listed by Underwriters 
For complete information on the new Re 


liance ““Model 400" time switch, send a 
ecard today to 


RELIANCE AUTOMATIC LIGHTING CO. 
1911 Mead St. 


ELECTRICAL 


Robert Case Bennett, Sr. 


rt Case Bennett, Sr 


hicago 1 


if Insle Adrian 


Robert C. Bennett, Sr. 


to Discard 
ASHIONED WAYS 


Jacks . . props shores 

horses why fool with these 
obsolete methods of handling 
reels? DO IT THE MODERN, 
EFFICIENT WAY! Reel or 
unreel wire, cable, rope with 


ROLL-A-REEL 


Simple, strong, eos- 
ily handled stand 
for your reels to 
save time and labor. 
Adjustable slots for 
” variety of reel sizes 


Style B: 4,000 Ibs. cap. 75.00 


f.o.b. Cincinnati 
WRITE FOR DETAILS TODAY 


ROLL-A-REEL 


327 [WEST FOURTH STREET 
| CINCINNATI 2, OHIO 
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ee and Edward: and four sisters, Mrs. Clara 
Schylling, Mrs. Florence Hayes, Mrs 
Mamie Greer and Miss Eileen Kaske 
| ) AS, Ry 
es president of 
‘= / I. A. Bennett & Co., died in Chicago 
es quarters in Chicago and offices in St 
as louis and St. Paul, was merged that day 

Pea nt Nat 1 Elect Products Cor 
Nationa ectri oducts Orp.. 
Pittsburgh 

Mr. Bennett was borngy ) 

= 

“UL 

we t the n the Italiar 

ae ross of Ita 
| 
| 
| 4 

t 
1 
11 \ 
-9 
ive, 
8 
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5 Style A: 2,000 Ibs. cop. 37.50 
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Bennett started as a sales 
man for the Bennett organization in the 
St. Louis territory, selling electrical 
wire, conduit and cable manufactured by 
National Electrical Produ Corp. Later 
president of I. A. Bennett & 


In 1921, Mr 


he becam 


an Crescent Society 
Country 


Walter Guy Robbins 


Walter Guy 


t} Carbolov 


Robbins 
Inc., 
May I8 of a heart atta 


hnectady 


president 
president 


business trip. 
is born September 
Kan., one of 
1904 his family moved to 
1 later to He started 
early $2 
month as a school janitor Later 
worked through college, grad 
State College 
lanical engineer 
Mr. Robbins joined 
Two 


eg 


(Oregon 


work earn 


his way 
Jregon 
a mecl 
192¢ 


years 


FREE SAMPLE 


The first practical “‘cure’’ for the outlet-box 
in-plaster-wallboard “headache.”’ 


THE NEW BUTOW 


STAY PUT 
ANCHOR 


An anchor that really works. No extra tools 
needed. Easily lined up, quickly mounted. Holds 
box permanently in plaster and fibre wallboard 
laths, too. Use regular 4 wood 
screws. Allows use of all knockouts. Amazingly 
simple. Leaves hands free to secure cabling and 
box. Nothing to cause ‘‘shorts Works with 
gangs of two or more boxes, too. Saves time 
No comeback because it really STAYS PUT 


once 


—in wire 


Request at 
on your letter 
head. No obliga 
tion to buy. Just 


try it 


D. L. Butow Co. 
1427 Fowler Ave 
Evanston, III 


NO. 169 


_ UNI 


These fixtures are molded of Non- 
Corrosive and Non-Staining Bakelite. 
Thus they prevent the unsightly staining 
of the paint so often evident with the 
conventional metal fixtures. 

On the sea coast where salt laden 
atmospheres rapidly destroy metal 
fixtures, UNION’S Non-Metallic fixtures 
ore unsurpassed. 

No. 169 is also Dust and 
Bug Proof, thereby elimi- 
nating the constant 
chore of globe 
cleaning. 


As 


ON INSULATING CO. 


PARKERSBURG, WEST VIRGINIA 


varonre 
Seld ently thre 
WHOLESALERS | 
MANUFACTURERS 


AMENTAL 
GRACKETS 


5 
WEATHERPROOF 
SOCKETS 


JACKSON ELECTRICAL COMPANY 


... BOOTH 176... 
Stop and see us— 
ATLANTIC CITY 
JUNE 11-16 
at the 
42nd Convention of the 


National Association of 
Electrical Distributors 


for FARMS .. RURAL ELECTRIFICATION . . INDUSTRIAL PLANTS 


® The JACKSON 
line of modern 
lighting fixtures 
is @ good, re- 
liable line for 
the Whole- 
saler 


@let us send 
facts and liter- 
ature on the 
complete 


JACKSON 


900-910 W. VAN BUREN STREET CHICAGO 7, ILLINOIS 


WHOLESALING 


: 
Mr. Bennett was a member of the 
tric League of Chicago, the Chicago As ‘ ee 
sociation of Commerce, Psi Epsilon, Skull 
1 
po | 
} 
— 
Detroit, died 
= 
later t val ent Detroit > 
His success in doing so led to his be an 
president of the company. Mr. Robbir ice 
Co. m 193¢ i position he had held cor 
tinousl since that time ] 
| 
—— PORCELAIN ENAMELED H 
Modern 
ye 
> on 2 
La | 
» 4 4 ‘ 
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PARAMOUNT 1s re 


tion oft 
was the celebration of Electrical Week 


1950. Co-sponsored by the Electric 
League of Chattanooga and the Electri 
Power Board, the event proved to be a 
gala showing of the newest and most 
modern electrical merchandise. Thou 
sands attended the show which was 
held in the Memorial Auditorium tor 


one week 


GREENSBORO—The Carolina Chap 
ter of the National Electronic Distrib 


utors Assn. held a meeting recently at 
CAT. NO. 10250 the O’Henry Hotel in this city. Chief 


96 INCHES LONG — LONG ON QUALITY, ECONOMY & PERFORM- topic for discussion was the NEDA 
ANCE. FOR THE NEW T-12 — 75 WATT LAMPS THAT GIVE UP TO Cleveland convention. A proposal was 
10°, MORE LUMENS PER WATT. THE REFLECTOR, OF COURSE, IS made that the group assemble s bus 
PORCELAIN ENAMEL TO REALIZE THE FULLEST EFFICIENCY OF convoy capable of transporting 3/7 peo 
THESE NEW LAMPS. FEWER LAMPS TO BUY, AND LESS LAMPS TO pe trom <spsenshere'to Coevemed, 5s 
REPLACE AND MAINTAIN. NO STARTERS TO WORRY ABOUT. Ferguson of Dalton-Hege Radio Sup 


ply volunteered to provide distributors 


DISTRIBUTED THROUGH LEADING WHOLESALERS. with the cost of such a trip 


ELECTRIC MBG., Ime. ot the National 


4223 W.LAKE ST., CHICAGO, ILL. 


No, 62310 LINES WANTED 
TEXAS AREA 


Manufacturer’s Repre- 
ONLY UNION sentative wishes to add 

offers a complete lines for Texas Territory. 
WEATHERPROOF SOCKET LINE Can give excellent cov 
erage. 


For = Heavy Duty - - - - #63310 Canvas Box 6633 
Electrical Wholesaling 


Service + 60666 330 W. 42nd St., New York 18, N. Y. 
#43310 Extratuf No. 60666 


General Purpose - #43310 Bakelite 
Rubber 


When in need of a sturdy dependable REPRESENTATIVES 


Weatherproof Socket come to PIGTAIL wanted by 


SOCKET HEADQUARTERS —UICo. MANUFACTURER OF 


No. 43310 : ® Pull Boxes 


EXTRATUF ® Cutout Boxes 


® Special Cabinets 


Several territories available 
A ve sales organizati 


UNION INSULATING CO. Electrical Whelescling 


PARKERSBURG, WEST VIRGINIA 1510 Hanna Building Cleveland 15, Ohio 
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Adequate Wiring Bureau, paid the Elec- 
tric Association of Kansas City an of 
Marshall Haven 
hill, chairman of the League’s adequate 
wiring committee, President Yale 
Witschner and Bob Klein met with 
Mr. Wicks to discuss the adequate wir- 


ficial visit recently 


ing program 
John Puckett and the General Elec 


tric Supply Corp. were hosts to ap- 
1000) enthusiastic 


at a presentation of “The Birth of a 


proximately dealers 


Salesman.” Professionally done with a 
production did a 
1950 


traveling cast, the 


remarkable job portraying the 


sales situation 


LANSING—At a meeting in Lansing, 
Michigan, recently the Michigan Chap- 
ter of the National Electronic Distrib- 
Assn. elected new officers for 
President, Alton 


utators 


the year as follows 


B. Lifsey, Lifsey Distributing, Co., 
Flint, Mich.; Vice President, C. G 
Poosch, Radio Specialties, Detroit, 
Mich.; Secretary-Treasurer, F. C. Rea 


son, Electric Products Sales Co., Lan 
sing, Mich.; Director-Delegate ¢ E 
Philpott, Radio Tube Merchandising 
Co., Flint, Mich.; Alternate, Gerald E 
Murphy, Electronic Supply Corp., Bat 
tle Creek, Mich 


FLUORESCENT STARTERS 
PROTECT 


your lamp life 
your ballasts 


you from costly maintenance 


THROUGH 


Uninterrupted filament preheating 
providing consistent one cycle 
starting. 


Automatic cut-out of defective or 
deactivated lamp. 


Automatic reset after cut-out con- 
ditions corrected. 


see your supplier or write us 


INDUSTRIAL STARTER CORP. 
6 Peil St. New York 13, N. Y. 
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QUALITY 
CABINETS 


Shown, No. RP-1624F 
Wall Opening 14" « 21° 


4045 St. Clair 


PRICED TO SELL— 
PRICED FOR PROFITS 


This new low priced, high profit fluorescent 
cabinet is amazing dealers everywhere with 
the sales responses and public acceptance 
of this unit. Its modern durable appear 
ance and ease of installation pleases dis 
criminating contractors and home owners 
alike 

The “Ohio™ fluorescent cabinet comes com 
pletely assembled with lamps and is avail 
able in all popular sizes. Write today for 
the “Ohio” catalog and earn those “extra 
profits” that everyone is getting on these 
new fluorescent cabinets 


WINDOW GLASS COMPANY 


Ave. Cleveland 14, Ohio 


No. 44408 
Intermediate 


convenien 


or indoor temorary 


tedious stripping, soldering and taping oper- 


ations are eliminated. 


In street decoration, construction lighting, 


carnivals, roadside stands, 
installation and convenien 
unsurpassed. 


Insist on UNION’S PIN 
TYPE SOCKETS —the 
FIRST and the 
BEST. 


PIN TYPE 


Sockets offer the most 


means of obtaining outdoor 


t and economical 


lighting, since the 


etc., their ease of 
t flexibility is 


“UNION INSULATING CO. 


PARKERSBURG, WEST 


VIRGINIA 


3 
4 
Standard 

‘ 


LOS ANGELES Nearly 1000 busy 
homemakers from Los Angeles ind en 
virons thronged to the Embassy Audi 
torium recently for the Home Freezer 
Cooking Demonstration sponsored 
he Herald Express operation 

ctric League f Los Ar 
ent of Water and Power 
l iir Dodd, director of the 
Herald-Express Home Economics 
i Dept. and Norma Newton Sutter, home 
Remember when Insulated . economist wit the Department of 
Bushings were a luxury because they Water and Power. wet o-hostesses 
cost so much. That was before UNION entered the field. and 1. “Gill” 
Using knowledge gained during the War, on November 1, 1947 of 

UNION introduced the first molded Insulated Bushings. These molded 
bushings offered economies hitherto unknown. 

UNION’S Bushings have a smooth insuiared lip that makes wire pulling 
easy. They will not damage the softest wire insulation. No sharp met- 

talic edges can eat into the wire causing hard-to-locate “grounds”. 


Leading brands of hon 
display and the consensus of 
was that it was 
There is so little difference in the over-all cost of wiring between cesstul events of 
UNION’S Insulated Bushings and metalic bushings that you ims area 
cannot afford to risk future trouble from costly “grounds OMAHA—1}) 
and shorts”. It is wise to specify UNION Insulated : Promotion 
Bushings throughout as so many are now en largest and 
doing. UNION mokes the best. — a 1 the history 
In sizes 14” and up where strength IF lectrical Coun 
counts, be sure you “see the 
canvas”. Then you know 
that no substitution of 
a weaker material 
can be made. 


‘UNION INSULATING CO. 


PARKERSBURG, WEST VIRGINIA 


Over 150 Different Sizes and Models! SALES 
REPRESENTATIVE 


WANTED 


\veressive manutacturer of ele 


trical conduit fittings and wire cor 


nectors, requires active representa 


—FOR EVERY COMMERCIAL i 5 tion. All territories available, Ad 
AND RESIDENTIAL REQUIREMENT! tes now 


Specifying Chelsea Fans for every installation is one ih strictly confidential 
sure way to proper ventilation. There's a Chelsea mo ; 4 

for every requirement—industrial. commercial and resi 
dential—and each type is certified as to performance in RW 6757 Electrical Wholesaling 
accordance with the Standard Code of the Propeller Fan 4 


rere Assn 2 330 W. 42nd St., New York 18, N. Y. 


&*'- Purpose Fan Type BB 
For removing smoke, steam, heat, fumes 
ete Heavy duty, direct drive fan for 
continuous operation Recommended for 4 
static in Industrial Fan Type IND 
ne n an or ce 
lightwstght. simple ‘te inctall. Sizes We would like to represent one 
from 10° te 0 air under pressure 
cally designed blades overcome or two high class manufacturers 
high resistance in hoods and 
Chelsea Comfort ducts. ov" belt drive. Sizes | in the metropolitan territory of 
Cooler Type EV 
sae | New York and New Jersey, on a 
this Chelsea package it is complet 
cclling lower, commission basis or outright pur- 
ets and = springs canvas boot ete 


Quiet in operation. ‘eeanomical to in chase. We are an old line 
izes 2 

agency with four men calling ex- 
SEND FOR YOUR FREE KIT! clusively on the electrical jobbers 


Contains all the information you need to make ventilating 


and cooling installations in factory, store, office or home— ) and lighting fixture factories. 


selection of proper fan. installation hints, ete No obli 


What have you? Please reply, 


CHELSEA FAN & BLOWER CO., INC. 


1206 GROVE ST., IRVINGTON, N. 
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raska-lowa territory have received 
of Plan Book 23 which concen 
the promotion of home laun 

he latest Plan Book contains 

and information regarding the 


items 


housewares 


nishes dealers 


The UNION surface wiring line 
is designed to supplement not dupli- 
cate existing stocks. 

Installed by standard wiring 
ROCK ISLAND—Charles L.. Smith, methods. 
electrical fi Id 2 National Fir 
exacting wiring problems found in 


urer of the International Association of ‘ 
Electrical Inspectors, addressed many surface devices. 
I 


suggestions and ideas on how 
pitalize on the home laundry and 


ric housewares market 


lectrical Institute of the Ideal for farm buildings, 
Mr. Smith discussed th garages, attics, basements, 
etc. Listed by Under- 
writers, Inc. Ap- 
proved by REA. 


SALT LAKE CITY 
tal Electrical Asso 


UNION INSULATING CO. 


PARKERSBURG, WEST VIRGINIA 


—— ; | What finishing touch 


Lighting ...» That Completes the Picture! 


makes this the 

perfect picture of a 
lovely ranch home? 
That's right, it's the 
Lighting by Artolier! 


The people of good taste 
who buy the modern 


ranch type house 


_igre- 
The Zz Vij Line insist on Artolier Lanterns 
to complete their 


picture of pleasant, 


i comfortable living 


for quality and beauty install ARTOLIER 


PIPE BENDER VISE for customer satisfaction—suggest ARTOLIER 
No. 903 ck ARTOLIER 


for quick turnover 


Pays for itself in time and 20 Govge 
labor saved : Copper Gloss 
Clear Globe 
Your customers appreciate 
ond Bross of Polisher 
this money-saving tool, and per No. 422 No 552 
Width Glee Frosted Finuh Glew leor 


you can t neat profit on 
1 ca urn a ne pro Glew Glebe. 7 ished Beveled Edge 


every one you sell otler, Finish atin Block 
Other wires furnnhed 
The new Jiffy Catalog has ar on request 
even dozen profi‘ah'e labor No. 201 
tool d wiring 

1 ABLE ALUMINUM 
LAMP POST 


for you 
Noturol Dimen 


es which carry a subs‘ar 


e The Jiffy line is sold thru eading - 
Electrical Distributors ond Overall Height 
top te Squore. 4 


sion, 4 


post fontern 


ClydeW Lint 


Dept. 36, 1144 W. W: gton Blvd. 
Chicago 7, Hlinois 
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Neb 
hy zreat potential market tor all of 
electrical equipment for the home laun No. 5020 
Ir well lectric Brown 1-3/8" 
id as well as clec ik - 
4 
J 5071-1 
+ 
10 5051 5053 sith 
conclusion of Mr. Smith's talk AS 
ay embers Narda 5055 5059 So 
these 1 als know how valuable they 
re when transacting business, savs the 
& — 
) | P < ‘ 
\l Ga | 44 
| 
4 
toms Sere Black with Brow 
™ Trim. Beveled Glows 
Exton 
desired 4%") Extension, 6'% 
RTOLIER CORP. op: . new sersey 
71 


system 


i] Installs in cabinet 

over range... double 
inlets provide 

COMPLETE ventilation 


Only the Super Clipper Kitchen Ventilat- 


ing System—made by Trade-Wind— 
exhausts cooking fumes and heat trom 
hoth the ve and at the ceiling let 


This newest development is installed in 
metal or wood cabinets directly over the 
stove. The twin squirrel cage blowers 
600 CFM — more than sufficient 
power to trap all cooking heat, grease and 
odors from the range top as well as 
through the second inlet at the ceiling. 
The motor is equip ped with a 2-speed 
control. Two metal air filters are provided 
Both a fold-under hood and stationary 
hood are available and both are optional 


pre € 


No other kitchen ventilator can do the 
complete job that the Super Ciipper 
accomplishes. And no other ventilator 
offers the architect, the builder and the 
home owner the versatility and efficiency 
which the Super Clipper provides for the 
modern kitchen 


* Several manufacturers now build meta! cabinets 

especially for the Super Clipper. Wood cabi 
nets can also be built on the job. Trade Wind 
does not provide the cabinet 


Write today for complete information 


TRADE-WIND 
MOTORPANS, (NC 


he most MODERN 
itchen ventilating 


League's bulletin, while those who do 
not have copies may obtain them by 
writing to the association office. The 


manuals cost $3.25 a copy postpaid. 


YOUNGSTOWN.  Sigmier 


The Penn-Ohio 
, outlined the 


Chapter 
highlights of the 
the 


meeting 


manager, 
N.E.C.A 


apprentice training program for 


Youngstown area at a recent 


of the League. The program has been 
in effect for the past four vears. The 
group now completing the course will 
be the first to receive the full four 


training 


years 


Jowdich, business 
IBEW, 


Having Wiring 


Charles manager 


Local No. 64, 


Advantages of 


will discuss the 
Done 
by Union's Electrical Journeymen” at 
the 


the 


League's last luncheon meeting of 


season. 
Donald Camfield, field representative, 
Sylvania Electric Products, Inc., Cleve 


land, 


pany, 


presented the history of the com 


ts contribution to the electrical 


and discussed the nature of the 
the 


industry 


company’s products at another of 


League's weekly luncheon meetings 

William P. Burkey, 
ager, Moock Electric Co. 
also addressed a luncheon meeting of 
the His talk covered the 


series of capacitors and the application 


apparatus man 


The Supply 


league basic 


of capacitors to distribution centers 


ADVERTISEMENT 


WANTS NO CHANGES MADE 


In Buying Information 


In his job as Manager of the Electrical De 
partment of Danser Hardware & Supply 
Company, Clarksburg, W. Va., Mr. C. B 
Childers (picture above) needs precise 
Buying Information about all types of ele« 
trical equipment. And, like so many other 
men in his field, Mr. Childers turns con 
fidently to MeGRAW-HILL’S PRE-FILED 
ELECTRICAL CATALOGS as the most 
convenient source for such data, That this 
buver’s referenc e serves his needs well Is 
evident from Mr. Childers statement: “/ 
am hoping that this Catalog will continue 
as it is because it is a big help in locating 
addresses and in purchasing electrical ma 
terials.” 

If PRE-FILED ELECTRICAL CATALOGS 
is not available for buying reference in your 
office, write to MeGRAW-HILL CATALOG 
SERVICE, 330 West 42nd Street, New York 
18, N.Y. There is no charge to qualified 


users. 


TOPS for TV! 


Perfect Control of LEAD-IN TAPES 


Perfect insulation 
Weatherproof 


Tough-Pliable-Permanent 
for the life of the building. 


. C. 742 
1 Sizes 


Makers of famous C. 
Plastic Clamp in 


Only ONE Nail or Screw 


Send for 
Circular 360 


COMMERCIAL PLASTICS (0. 


MERCHANDISE MART © CHICAGO 54 
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Screw cover 
pull boxes 


Hinge Cove 
Box 


Flush cabinets 
ncluding Type 
A & B tele 


phone cabinets 


Park boxes and cabinets 
conform to Underwriters Lab- 
oratories specifications and 
bear the Underwriters’ labels. 


METAL 
19197 Sherwood, Detroit, ial 


FACTS 
ON PRODUCTS 


Phonevision \ l6-page booklet 
(T-U84) explaining the facts about 
phonevision has been issued by Zenith 
Radio Corp., 6001 W. Dickens Ave., 
Chicago 39, Ill. The booklet answers 
manv questions about the “subscriptior 
system for television.” 


when ELECTRICAL WHOLESALING 


mention 


Lighting A new twenty-page bul 
letin (No. 869-G) describing the con 
pany’s “Lite-Blox” recessed roffer 
lighting line has been issued 

Edwin F. Guth Co., St. Louis 3, Mo 
The bulletin poimts out that 31,360 di 

ferent lighting combinations are poss 
ble with the various fixtures. Speci 

cation tables, installation details and 
mounting accessories are also included 


n the bulletin 


mention? ELECTRICAL WHOLESALING 


Lighting—-Form DB-28 describes and 
illustrates with drawings a new line 
fixtures that make pos 

ditferent lighting 


which is named “Plexoline.” has three 


E will greet you from Booth 83 at the 

42nd Convention of the National As 

sociation of Electrical Distributors 
1-16 


Atlantic City—Jun 


SUPERIOR 
INSULATING TAPE CO. 


3100 LAMBDIN 
LOUIS, MO., U.S.A. 


“Ss 


1455 SPRING GARDEN AVE., 
PITTSBURGH 12, PA. 
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UNIVERSAL 
PORCELAIN 
INSULATORS 


co. 
1549 EAST FIRST ST. 
SANDUSKY, OHIO 


WIRING 
PARK STA 
G oRIES | 
SS 
UNIVERSAL 
ON FG. CO | 
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basic elements: A circular unit; a linear 
section and an adaptor. Various sizes ot 


these bas lements are available to 
WHEN YOU USE Day_-Brit 


the line complete. 


PL E RS You 5411 Bulwer Ave., St 
CHANNELLO cK 


when ~riting ELECTRICAL WHOLESALING 


Fan Equipment—A_ new illustrated 
catalog full engineering intor 
mation, dimensions, performance and 
rices regarding all types and sizes ot 
far for industrial ommercial and 
residential applications Included is 
information on direct drive or belt 


driven window fans, industrial pres 
mancoolers, PH 1 

ns and various tans otf t 

id description oa tull line 


ttomatic counter 


when writing ELECTRICAL WHOLESALING 


mention 


Electronics Dictionary—‘.\ Dictionary 
of Electronic Terms” containing ovet 
2.500 terms used in television, radio 
and industrial electronics, edited by 
Harry L. Van Velzer, Associate 
Professor of Electrical Engineering, 
University of Illinois, answers the need 


|i 


i 


for an accurate, up-to-date reference 


No matter 
what your 
work 
plumbing, \ 
electrical, 
automotive, 
aviation, 
battery or 
ignition —there \ 
is a Channellock 
plier designed 
specifically for 
your job. If you use 


pliers you need FOR 
Cha 
SOLDERING - BRAZING 


CHANNELLOCK 

The exclusive tonque and groove re L. B. ALLEN CO., Inc. 
joint gives you these “'plus’’ features: 1°; BRYN MAWR AVE. Yq 
Greater Strength, Longer Wearing, ; CHICAGD 31, ILL. 
Self-Cleaning, Closely Spaced Ad- 
justments, Visible Adjustments, No 
Ne Wea: on Joint Bolt. 


i 
| 
| 


MANUFACTURERS’ 
REPRESENTATIVES 
WANTED 


Send for Catalog C-7 today BY 
CHAMPION DEARMENT TOOL CC manufacturer of electrical controls. 
This line is well engineered and at- 
Only tractively priced. 

ome go rritorie r i vai 
Champion DeArment makes Some good te pre are still available. acces 

rite 
§ DEVICES MFG. CORP 
PRO-TEK-TROL CORPORATION 


P. O. Box 32, Tipp City, Ohio BROOKLYN 
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RD 72 STANDARD DISPLAY 


Every model Rittenhouse Door Chime has 
top quality and value! You have oa really 
complete line to offer your dealers. There's 
a Rittenhouse Door Chime for every type 
home from cottage to mansion. AND several 
types of beautiful Rittenhouse display 
boords cre available for the price of 
the chimes alone. So join Rittenhouse 
distributors everywhere who are cashing 
in on the added profits from Rittenhouse 
Door Chimes — the line that has everything. 


CONSIDER THESE SELLING POINTS! 
TROUBLE-FREE PERFORMANCE 


Engineering design, materials, and expert 
craftsmanship of Rittenhouse Door Chimes 
enable your dealers to spend their time 
selling —not servicing. Saves you time and 
trouble, too 


EASY TO SELL—STAY SOLD 
Rittenhouse is your dealer's top buy because 
every Rittenhouse model from $3.95 to 
$94.50 is crammed with big value. Every 
Rittenhouse customer is a satisfied customer 
That's because Rittenhouse Door Chimes 
owners enjoy the clear, melodious, golden 
tones; take pride in the smart, becutiful 
styling; appreciate the added note of 
gracious living, long life and trouble-free 
operation. So its only natural that your 
dealers would want to handle the popular 
leader in the field 


COOPERATIVE ADVERTISING 


Rittenhouse pays 50% of the space cost 
and time charges of dealers’ advertising in 
newspapers, radio, and television. Mats, 
electros, photos, and catalog sheets, etc., 
ore available on request without charge 
There is also a service for distributors for 
promotions to declers and prospective 
dealers 


Get all the facts about the full line 
of Rittenhouse Door Chimes. Write 


today for complete information 


THE RITTENHOUSE CO., INC. 


6 Owen St., Honeoye Falls, N. Y.. 


source of words used in the rapidly ex- 
panding electronics field. Detinitions 
cover mostly modern techniques and 
equipment but rar rom manv words 

for 


When writing ELECTRICAL WHOLESALING 


mention 


Ventilation—A new booklet “37 Points 
Engineer and Functional Superi 
if to school 
superintendents 
contractors 
interested in1 an 
equipment and lanr 
a tact 
graphically portra 
! te itures 
systen heatin 
schoo! classrooms 
request by iting the Sales 
Department, Herman Nelsot 
American Air Filter Comp: 
Moline, Illinois 


‘LIGHTING 
PRODUCTS, Inc. 
Invites. You 
TO BOOTH 58 


ATLANTIC CITY 


SALES CONNECTION 
WANTED 


ast clectri 


Ait 


Free to trave 


SA6802 ELECTRICAL 
WHOLESALING 


330 W. 42nd Street 
New York 18, N. Y. 


90 Vertical 


Adjustment 


Adjustment 


NEW YORK 3, N. Y. 


LIGHTING FIXTURES 


made with the famous patented ‘Swivelier Spring Tension Socket! | 30 IRVING PLACE 


SWIVELIER COMPANY, Inc.| 
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of color television and the electronics 6 ae 
of nuclear ohysics Over 125 illustra 
equipment nd electroni circuits are — 
‘ included, as well as an appendix si 
Available fror Allied Radi Corpor Be 
tion, 833 West Jackson Blvd., Chicago 
7, Ill for 25 1 over handling and — 
“ mailing costs i 
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i east Phoroug! knowledge electrical f 
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Accurate Mfg. Co... 
Acme Electric Corp.......... 
Adam Electric Co., Frank 


Advance Transformer Co. 
Allen Co., Ine., L. 


All-Steel Equipment, Inc 
Aluminum Co. of America... 
American Steel & Iron Works 
American Steel & Wire Co.. 
American Wall Tie Co. 


Appleton Electric Co... 

Appleton Rubber Co., 

Arrow-Hart & Hegeman Electric 
Ca, 

Artolier Corp. 

Atlantic Conduit Fittings Co... 

Austin Co., The M. B... 32a, 32 

Auth Electric Co., Ine.. 


B 


Bell Electrie Co. 
Blackburn Prod. Corp., Jasper... 35 
Blackhawk Industries . 
Blackhawk Mfg. Co..... .. 161 
Briegel Method Tool Co. .66, 67 
Bryant Electric Co., The... 
Buchanan Electrical Prod. Corp.. 416 
BullDog Electric Prod. Co. ; 9 
Burgess Battery Co. 156 
Burndy Engineering Co., Inc. 22 
Bussmann Mfg. Co. Fourth Cover 
Butow Co., D. L. 167 


( 


‘ertified Ballast Mfrs. 

‘hampion DeArment Tool Co. 

‘hase-Shawmut Co., The 

‘helsea Fan & Blower Co., Ine. 
‘irculators & Devices Mfg. Corp. 
‘lark Controller Co., The 
‘ommercial Plastics Co. 

‘ompceo Corp. 

‘onduit Nipple Mfg. Co. Div. of 
Pittsburgh Nipple Works, Ine. 

‘onduit Pipe Products Co. 

‘ornish Wire Co. 

‘rescent Ins. Wire & Cable Co. 

‘rouse-Hinds Co. 

‘urtis Lighting, Inc. 
‘utler-Hammer, Ine. 


D 
Day-Brite Lighting, Ine. 

E 
Eastern Tube & Toot Co., Ine. 
Economy Fuse & Mfg. Co. 
Edwards Co., Inc. 
Electro-Therm, Inc. 

Feedrail Corp. 


Fullman Mfg. Co. 


176 


ADVERTISERS’ INDEX 


G 


Gedney Electric Co.... 
General Electric Co. 
(Lamp Dept.) 

General Switch Corp 
Great Northern Mfg. Corp 
Greenlee Tool Co 
Guardian Light Co 
Guth Co., The Edwin F. 

H 

Wire Works Div. 


Ideal Industries, Ine. 
Ilg Electric Ventilating Co. 
Industrial Starter Corp. 


J 


Jackson Electrical Co. 
Jefferson Electric Co.. 
Jenkins Bros. > 
Jones Metal Prod. Co., The 


Ve Nw 


K 
Keystone Mfg. Co.. 
Killark Electric Mfg. Co. 
Klein & Sons, Mathias 
Knight Electrical Prod. Corp. 
Krueger & Hudepohl 


Leader Electric Co. Second Cover 

Leviton Mfg. Co....... ~ BR 

Lighting Products, Ine. 

Lint, Clyde W...... 171 

Long Co., W. H... 154 

M 

M&W Electric Co. 

McGraw-Hill Pre-Filed Electrical 
Catalogs 

Midwest Electric Mfg. Co. 

Minerallac Electric Co. 

Minneapolis-Honey well 

Mitchell Mfg. Co. 

Mueller Electric Co. 

Multi Electric Mfg. Co. 

Murray Mfg. Corp. 


N 
National Eleetric Prod. Corp. 


O.Z. Electrical Mfg. Co., Ine. 118 
Ohio Window Glass Co.. 169 
Okonite Company 117, 165 
Olympic Instrument Laboratories 147 


P 
Packard Formsteel Corp. 52, 53 


Paranite Wire & Cable Div. Essex 
Wire Corp. ... . 4 


Park Metal Products Co 
Pass & Seymour, Inc 
Peerless Electric Co., 
Penn-Union Electric Corp. 
Pittsburgh Reflector Co 
Plymouth Rubber Co., Inc 
Third Cover 


Porcelain Products, Inc.. 
Pro-Tek-Trel Corp. 
Pyle-National Co., The. . 


R 


Reliance Automatic Lighting Co. 166 
Remington Rand 
Republic Steel Corp....... 
Revere Electric Mfg. Co... 
Ridge Tool Co., The.... 
Rittenhouse Co., Inc., The 
Roebling’s Sons Co., John A... . 
Roll-A-Reel 

Rome Cable Corp... 

Royal Electric Co., Ine... 
Ruby-Philite Corp. 

Rusgreen Mfg. Co.. 


Sangamo Electric Co. 

Shepler Mfg. Co.... 

Sherman Mfg. Co., H. B. 

Simplet Electric Co. 

Slater Electric & Mfg. Co., Ine... 

Spang-Chalfant (Div. of The Na- 
tional Supply Co.) 

Square D Co.. 

Steel City Electric Co. 

Steel & Tubes Div. 

Superior Insulating Tape Co. 

Swivelier Co., Inc. ae 

Sylvania Electric Products, Inc. 


— 


Thiel Tool & Eng. Co.. ? 
Thomas & Betts Co., Inc., The 
Tomic Sales & Eng. Co.. 
Trade-Wind Motorfans, Ine. 
Triangle Conduit & Cable Co.., 
Trine Mfg. Corp. 

Trumbull Electric Co. 


Union Insulating Co. 
166, 167, 168, 169, 170, 

United States Rubber Co. ae 
United States Steel Corp. 56, 5 
Universal Clay Prod. Co., The 

Vaco Products Co. 
Van Cleef Bros... 
Vulean Electric Co. 

Ww 
Wagner Malleable Prod. Co. 
Weaver Co., J. A. 


Wheeler Reflector Co. 
Wiremold Co., The 
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THE 
LARGEST 


SELLING 
FRICTION 
TAPE 
IN THE 
WORLD 


‘2 (ARNOT we 
3 


[ f) 
PLYMOUTH RUBBER COMPANY, Inc. 
4 
| DISTRIBUTED ONLY THROUGH RECOGNIZED WHOLESALERS 7 


Here's a way to make sales 
you may have overlooked 


While the demand for protection of coils, 
transformers, and solenoids against burnout 
may not be very large, it is often very im- 
portant. 


Many fuse users do not realize that Fusetron 
fuses can give such protection. 


But if you will just mention to all your cus- 
tomers that Fusetron fuses will protect coils, 
transformers and solenoids against burnout, it 
may result in sales you might otherwise miss. 


One good way to get over the story is to 
call attention to the attached message showing 
the money-saving results the H. J. Kaiser Ag- 
gregate Plant had by protecting solenoids with 
Fusetron fuses. 


BUSSMANN 
Mfg. Co., St. Louis, Mo. 


Division McGraw Electric Company 
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